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turns 


UU  y  u . . .  ATM  woes  keep 
Ethernet  in  driver’s  seat. 
PAGE  40. 


It  fell 


Other  pundits  pontificate  on  Ethernet’s  promise.  PAGE  41 
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Microsoft  grapples  with  DOJ 


By  Sandra  Gittlen  and  Scott  Lajoie 

Last  Friday  was  supposed  to 
be  a  day  of  celebration  for 
Microsoft  Corp. 

But  instead  of  shipping 
Windows  98  to  PC  makers  as 
planned,  Microsoft  was  forced 


to  turn  its  full  attention  to 
mounting  legal  matters.  And 
with  tension  between  the  compa¬ 
ny  and  the  federal  government 
reaching  a  boiling  point,  the 
suddenly  cooperative  software 
See  Microsoft,  page  63 


O  An  archive  of  articles  about  Microsoft’s  legal  battle: 
O  An  online  forum  about  the  antitrust  issues 
O  Copies  of  court  filings 


Experts  ask:  Is  Bay  in  play? 

By  Jim  Duffy  up  a  flurry  of  rumors  and  spec- 

Santa  Clara,  Calif.  illation. 

Reports  that  Bay  Networks,  Bay  and  Nortel  officials 
Inc.  refused  a  buyout  offer  would  not  comment,  but 
from  Nortel  spiked  Bay’s  stock  sources  said  Nortel  wants  to  an- 
by  16%  last  week  and  whipped  See  Bay,  page  63 


Critics  blast 
SBC  mega-deal 

$56  billion  purchase  of  Ameritech  may  not  go  as  smoothly  as  PacTel  buy,  critics  maintain. 


By  Tim  Greene,  David  Rohde 
and  Sandra  Gittlen 


TOO  MUCH  LOCAL  CONTROL? 


SBC  Communications,  Inc. 
succeeded  in  buying  Pacific 
Telesis  last  year,  but  taking  over 
Ameritech  Corp.  may  not  be 
so  easy. 

SBC’s  proposed  $56  billion 
deal,  only  a  week  old,  is 
already  in  trouble.  Critics  say 
that  by  buying  regional  Bell 
operating  companies,  SBC 
will  eliminate  major  potential 
competitors.  The  carrier 
already  did  so  with  the  PacTel 
purchase.  In  addition,  critics 
contend,  SBC  could  become 
large  enough  to  squash  upstart 
competitive  local  exchange  car¬ 
riers  (CLEC). 

Lastly,  critics  fear  the  com¬ 
plexity  of  merging  the  two 
companies  will  stall  new  service 
initiatives  from  both  carriers. 

Some  on  Capitol  Hill  are  ral¬ 
lying  against  the  deal,  claiming 
it  points  to  serious  flaws  in  the 
Telecommunications  Act  of  1996. 


If  the  SBC/Ameritech  merger  goes  through,  the  combined  company  will : 

Q  Control  57  million  access  lines— 
one- third  of  all  lines  in  the  U.S. 

Q  Employ  191,000  people. 


Q  Service  a  $22  billion  long-distance 
market. 


O  Pull  down  $41  billion  in  revenue. 


SBC 


US  WEST 


BellSouth 
Bell  Atlantic 


Ellison  drives  stake 
right  into  NC  heart 


Different  breeds 

Adding  Ameritech  will  give 
SBC  a  grip  on  the  midsection 
of  the  country  from  Texas  to 
Michigan,  as  well  as  control  of 
a  third  of  all  telephone  access 
lines  in  the  U.S. 

But  while  SBC  and  Amer¬ 
itech  are  both  Baby  Bells  born 
See  SBC,  page  12 


By  Chris  Nerney,  John  Cox 
and  Doug  Barney 

Almost  three  years  ago 
Oracle  chief  Larry  Ellison  be¬ 
gan  banging  the  drum  for  net¬ 
work  computers  (NC),  claim¬ 
ing  the  low-cost  Java-based 
devices  would  push  aside 
clunky  conventional  PCs.  Hope¬ 
ful  users  wanted  to  believe  him. 


After  a  while  the  pounding 
got  softer.  Then  Ellison  grew 
nearly  silent  on  the  matter. 

But  in  recent  weeks,  Ellison 
has  once  again  taken  up  the 
topic,  and  in  the  process, 
dashed  hopes  for  an  NC  corpo¬ 
rate  revolution. 

Ellison  and  other  Oracle  offi- 
See  Oracle,  page  64 
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HOW  10  PREPARE  AN  RFP  .  A  five-step  guide  to  writing  effective  requests  for  proposal 

and  sorting  through  the  responses.  Page  47. 

REVIEW:  DOMAIN  ADMINISTRATION  MADE  EASY 

Our  test  of  three  tools  for  managing  distributed  NT  domains 
turns  up  a  World  Class  entry  —  Enterprise  Administrator 
from  Mission  Critical  Software.  Page  51 . 


End-to-end  networking  solutions 


LAN  Connectivity 

Hubs,  NICs  and  Switches 
JLJ^  for  networks  of  all  sizes 

Remote  Access  Solutions 

^"1  High-availability  access  to 
the  corporate  network 

Network  Management 

|  An  array  of  tools  to  lower 
total  cost  of  ownership 

Shouldn't  your 

connections 

come  from  the  people  who 

actually  know 

the  machines  you’re  connecting? 


With  a  full  line  of  networking  products  and  as  the  world's  leading  provider  of  computers,  Compaq 
knows  end-to-end  solutions.  Going  beyond  traditional  networking  products  that  work  with  networks 


of  all  sizes.  Innovations  like  pioneering  Gigabit  technology,  Windows  NT®-based  RAS  and  other  solutions 
that  give  users  higher  availability  for  remote  access  and  LAN  connectivity.  All  of  which  utilize  open 


industry  standards  and  deliver  a  lower  total  cost  of  ownership.  So  contact  us  today.  We'll  hook  you  up. 

1-800-544-5255  www.compaq.com/products/networking 


c1998  Compaq  Computer  Corporation.  All  rights  reserved.  Compaq  registered  U.S.  Patent  and  Trademark  Office.  Windows  NT  is  a  registered  trademark  of  Microsoft  Corporation.  All  other  brands  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  companies 


HOW  AVAILABLE  ARE  OUR 

NEW  ENTERPRISE  SYSTEMS? 


Enjoy  crosswords?  Knock  yourself  out.  With  the  new  line  of  midrange  servers*  from  Sun,  your  time  is  your 


own.  (Especially  nights  and  weekends.)  Because  these  systems  bring  mainframe-class  reliability,  availability 


and  serviceability  to  the  midrange  for 


the  first  time.  Which  means  enterprise 


applications  like  ERE  Internet/intranet 


and  datawarehousing  will  run  like  never 


before.  What’s  more,  with  Sun™  Enterprise™  SyMON™  software,  you  can  easily  manage  and  reconfigure  hundreds, 


even  thousands,  of  systems  from  anywhere  on  the  network.  After  all,  when  your  systems  are  up  and  running, 


you  don’t  have  to  be.  And,  as  if  that  weren't  enough,  we’ve  upgraded  our  servers  with  up  to  43%  more  performance. 


Which,  combined  with  our  industry-leading  scalability,  makes  our  line  of  midrange  servers  the  obvious 


choice  for  the  enterprise.  So  call  800-SUN-FIND  or  visit  sun.com/mid/nwd  for  a  representative  or  reseller  near 


you.  And  concentrate  on  something  a  bit  more  pressing,  like,  say,  7  Down.  THE  NETWORK  IS  THE  COMPUTER™ 


ACROSS 

1.  See  logo 
4.  Curtsy 

7.  Piece 

8.  Honest _ 

9.  Alias;  abbr. 

10.  Tennis  shot 

11.  Count  on 

15.  Pair 

16.  NT  -  not! 

21.  Mister 

22.  Server  need 

23.  Little  bit 

24.  Dress  edges 

25.  Stitch 

26.  Serious  software 


DOWN 

1.  For  Pete’s _ ! 

2.  Eurasian  range 

3.  Not  there;  abbr. 

4.  _ &  chain 

5.  Clarinet’s  kin 

6.  Net  subset 

7.  Golfer’s  goal 

12.  Give _ rest! 

13.  Hole  punch 

14.  Snake  that  hugs 

16.  Trig  function 

17.  Mates 

18.  _ rabbit 

19.  Genie’s  home 

20.  Double  curve 

21.  Help 
24.  This  guy 
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See  sun.com  /puzzle  for  answers. 


LETS  3l)ST  SAY, 

YOU  MAY  HAVE  SOME  EXTRA 
TIME  ON  YOUR  HANDS. 


*$un  Enterprise  3500. 4500. 5500  and  6500  servers  01998  Sun  Microsystems.  Inc.  All  rights  reserved.  Sun.  Sun  Microsystems,  the  Sun  Logo,  Sun  Enterprise  SyMON  and  The  Network  Is  The  Computer  are  trademarks  or  registered  trademarks  of  Sun  Microsystems,  Inc.  In  the  U.S.  and  other  countries.  Crossword  puzzle  copyright  ©1998  by  Penny  Press.  Inc.  All  rights  reserved. 


VPN 

VALIDATION 


SPLIT  DECISION 


Memorial  Hospital  Alliance  is  rack¬ 
ing  up  big  cost  savings  thanks  to  its 
virtual  private  network.  Page  52. 


Columnist  Howard  Anderson  advises  against 
putting  all  your  network  eggs  in  one 
basket.  Page  45. 


STEVE  BORNS 


News 


Network  Associates  bags  Secure 
Networks  for  $25  million. 

House  committee  overwhelm¬ 
ingly  approves  Internet  Tax 
Freedom  Act. 

Figuring  out  crypto  export  and 
usage  rules  can  be  more  com¬ 
plicated  than  encryption  tech¬ 
nology  itself. 

Check  out  these  sources  on 
crypto  rules. 

10  IBM  selling  to  ISP/ telcos. 

10  In  spite  of  possible  legal 

action,  Ameritech  last  week 
signed  a  deal  to  become  what 
amounts  to  a  commissioned 
sales  agent  for  Qwest. 

1 0  Netscape  releases  the  final 
module  in  its  electronic 
commerce  product  line. 

A  look  back  at  how  the  SBC/ 
PacTel  merger  has  gone. 

1 6  AT&T  launches  IP  telephony 
trial. 


63  Sun  asks  court  to  prevent 

release  of  Java-incompatible 
Windows  98. 


64  Bay  boosts  Backbone  Concen¬ 
trator  Node. 


Local  Networks 


1 9  Fast  Ethernet  trunking  technol¬ 
ogy  poised  to  take  off. 

1 9  Compaq  and  Digital  separately 
slash  their  server  prices. 

22  Dave  Kearns:  Beware  of  network 
hernias. 


Internetworks 


27  CEO  James  Zucco  plots  a  new 
course  for  Shiva. 


27  Cisco  preparing  for  terabit 
speeds. 
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Productivity  Suites 

Web-enabled  office  suites  make 
Webmasters  of  the  masses.  Page  38. 
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Carriers  &  ISPs 


29  Convergent  is  a  carrier  that 
supplies  your  LAN,  too. 

29  MCI  teams  with  start-up  for 
electronic  billing. 

30  David  Rohde:  Front  group 
accusations  go  public. 


Intranet  Applications 


33  HP  attacks  Web  QoS. 

33  Sterling  touts  Year  2000 
EDI  fix. 


36  Scott  Bradner:  Security  on 
the  horizon. 


Technology  Update 


43  How  to  avoid  remote  access 
congestion  over  the  ’Net. 


Industry  gurus  talk  about 
Ethernet’s  past,  present 
and  future.  Page  40. 


Management  Strategies 


52  Companies  prove  VPNs  can 
help  slash  costs  in  health 
care  and  other  industries. 


Opinions 


44  Editorial:  An  open  letter 
to  Bell  Atlantic  business 
customers. 


44  Paul  Misener:  Proposed  SBC/ 
Ameritech  merger  is  not  a 
big  deal. 

66  Mark  Gibbs:  Watching  our 
miserable  lives  on  the 
Internet. 


66  ’Net  Buzz:  National  ISP 
launches  public  stock  of¬ 
fering;  Hoping  to  answer 
an  eternal  question;  Start¬ 
up  gets  $11.8  million  in 
funding. 


Net  Know-It-All.  Page  8. 

Network  Help  Desk.  Page  43. 

Message  Queue.  Page  44. 

Editorial  and  advertiser  indexes.  Page  62. 
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effective  requests  for  proposal  and  sorting  through  the 
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test  of  three  tools  for  managing  distributed  NT  domains 
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—  Enterprise  Administrator 
from  Mission  Critical  Software. 


To  quickly  get  to  any  online 
info  referenced  in  Network 
World,  enter  its  DocFinder 
number  in  the  input  box 
on  the  home  page. 
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This  Week 


Only  on  Fusion 


Keeping  Current.  April’s  AT&T 
frame  relay  outage  was  perhaps 
the  first  big  test  of  service-level 
agreements.  ButwhatdoSLAs 
really  give  you,  and  how  should 
you  use  them?  Fred  McClimans  discusses 
the  issue,  and  we  provide  an  SLA  archive 
and  forum.  DocFinder:  7140 


Network  computers.  Are  they  D0A?  When 
even  Oracle  CEO  Larry  Ellison  suggests  plain 
old  PCs  are  assuming  the  role  he  once  forecast 
forthe  devices,  is  it  time  to  let  them  go?  Join 
ourforum.  DocFinder:  7141 


Microsoft.  Whether  you  want  the  latest  news 
on  its  legal  battles  and  Windows  98  or  are 
looking  for  background  on  its  cases,  we’ve 
got  the  resource  for  you:  An  archive  of  relevant 
Network  World  and  IDG  articles  and  a  forum 
in  which  to  discuss  them  all.  DocFinder:  7142 


Help  Desk.  Our  online  Help  Desk  forum 
lets  you  post  questions  about  network 
problems.  Help  Desk  Editor  Ron  Nutter 
answers  the  queries  -  and  so  do  other 
readers.  DocFinder:  7143 


HOW  TO  GET  ONTO 
NETWORK  WORLD  FUSION 


Click  on  Register  on  the  home  page  and  follow 
the  instructions.  Subscribers,  keep  your  NWF 
number  -  highlighted  on  the  front  cover’s  mailing 
label  -  handy  during  registration.  Nonsub-  - 


scribers  must  fill  out  an  online 
registration  form. 
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Framingham,  MA  01701;  CALL:  (508)  875-6400; 
FAX:  (508)  820-3467;  E-MAIL:  nwnews@nww.com; 
CIRCULATION:  (508)  820-7444;  nwcirc@nww.com; 

STAFF:  See  the  masthead  on  page  10  for  more 
contact  information;  REPRINTS:  (612)  582-3800. 
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The  Software  Minute 

Extending  your  enterprise  in  a  connected  world. 


New  suite  for  Windows  NT®  lets  departments  focus  on  business  apps,  instead  of  infrastructure. 
A  new  IBM  Suite  for  Windows  NT  makes  it  easier  to  build,  deploy  and  manage  business 
applications.  Fully  integrated  components  include  groupware,  database,  Internet,  communications 
and  storage  management  with  backup  and  restore  functions.  Ships  with  Intel®  LANDesk® 
Management  Suite  to  simplify  management  of  all  desktop  systems  from  a  single  point, 
vv  ww.software.ibm.com/min/; nt  1 


New  enterprise  suite  leverages  core-business  assets  on  the  Windows  NT  platform.  IBM  Enterprise 
Suite  for  Windows  NT  adds  industrial-strength  connectivity  and  transactional  components.  It  helps 
organizations  leverage  existing  technology  assets  and  skills  by  integrating  Windows  NT  applications 
into  core  business  systems.  And  using  data  from  core  systems  in  departmental  Windows  NT 
applications,  evaluators  can  look  for  performance  advantages  vs.  competitive  offerings 
in  three  areas:  deployment  of  Web  applications;  support  for  departmental  business  apps; 
and  interaction  between  Windows  NT  applications  and  existing  host  and  UNIX®  systems. 
www.software.ibm.com/min/nt2 


Make  data  from  virtually  any  source  available  on  Windows  NT.  IBM  DB2®  Datajoiner®  offers 
unprecedented  access  and  simplifies  data  consolidation  across  platforms.  Datajoiner  lets  you  view 
your  data  (IBM  and  other,  relational  and  nonrelational)  as  though  the  data  were  local.  Users  can 
access  and  join  tables  located  across  multiple  data  sources  with  a  single  SQL  statement  without 
knowing  the  location  of  the  source.  Enables  managers  to  answer  their  own  queries  at  will  instead 
of  waiting  for  a  report,  www.software.ibm. com/ m in/d  j 


e-business 

Accelerate 
business 
results  of 
your  new 
Windows  NT 
apps. 

IBM  is  offering  free 
one-day  business 
seminars  in  13  U.S. 
cities,  beginning 
this  month.  Subjects 
include  new  ways 
to  make  the  most 
of  Windows  NT 
as  a  platform  for 
electronic  business 
and  Business 
Intelligence 
applications.  Dates, 
venues,  ami  agenda 
details  are  at 
ii'ii  iv.soft  ware. ibm. 
com/min/ntroadshow. 


Volume  I,  Issue  5 


Answers  that  once  took  hours  can  now  come  in  minutes.  DB2  Universal  Database™  Enterprise- 
Extended  Edition  now  supports  symmetric  multiprocessors  (SMPs)  and  clustered  SMP  systems 
on  the  Windows  NT  platform,  allowing  users  to  run  the  “killer  queries”  other  databases 
can’t.  The  power  curve  rises  in  near-linear  fashion  as  processors  are  added,  for  predictable 
performance  at  any  scale.  Ideal  for  data  warehousing  and  e-business  applications  where 
growth  in  data  or  users  can  be  dramatic  and  “rip  and  replace”  is  not  an  option.  Business-proven 
on  AIX®  Universal  Database  EEE  is  also  available  for  Sun  Solaris™  as  well  as  Windows  NT. 
w  ww.softwa  re.  ibm.com/ mi  n/ud  b3  e 


Solutions  for  a  small  planet" 


The  IBM  home  page  is  located  at  www.ibm.com.  IBM,  Datajoiner,  DB2,  AIX.  Universal  Database,  the  e-business  logo  and  Solutions  for  a  small  planet  are  trademarks  of  International  Business  Machines  Corporation  in  the  United 
States  and/or  other  countries.  Microsoft,  Windows  and  Windows  NT  are  registered  trademarks  ol  Microsoft  Corporation.  Intel  and  LANDesk  are  registered  trademarks  of  Intel  Corporation  in  the  U.S.  and  other  countries.  UNIX  is  a 
registered  trademark  in  the  United  States  and  other  countries  licensed  exclusively  through  X/Open  Company  Limited.  Solaris  Is  a  trademark  of  Sun  Microsystems,  Inc.  in  the  U.S.  and  other  countries.  Other  company,  product  and 
service  names  may  be  trademarks  or  service  marks  of  others.  ©1998  IBM  Corporation. 


Nearly  one-fourth  of  1998  IT  budgets  at  U.S.  companies  will  be  spent  on 
Windows  NT- related  projects,  according  to  IDC  research. 


News 


News  briefs,  May  18, 1998 


Network  Associates  buys  security 


Dedicated  to  DSL 

■  Some  of  the  world’s  biggest  phone  companies  last  week  got 
behind  a  proposed  standard  that  would  make  digital  subscriber 
line  (DSL)  technology  easier  to  install.  Deutsche  Telekom,  France 
Telecom,  British  Telecommunications  pic,  Singapore  Telecom 
and  the  Netherlands’  phone  company,  NTT,  said  they  would  back 
a  proposed  standard  for  universal  DSL,  a  technology  that  supports 
up  to  1.5M  bit/ sec  downloads  as  well  as  simultaneous  voice  phone 
calls  over  a  regular  phone  line.  The  international  backers  joined 
U.S.  regional  Bell  operadng  companies  and  Compaq  Computer 
Corp.,  Intel  Corp.  and  Microsoft  Corp.  in  supporting  the  pro¬ 
posed  standard.  A  draft  is  expected  sometime  this  summer. 

Big  Bay  blowout 

■  Bay  Networks,  Inc.  next  week  will 
unveil  the  “management  corner¬ 
stone”  ofitsAdaptive  Networking  strat¬ 
egy  with  new  products  and  statements 
of  direction.  On  the  product  front,  Bay 
will  announce  the  first  fruits  of  its  Net- 
sation  Corp.  acquisition  in  the  form  of 
Optivity  management  software  that 
provides  Web  configuration  of  multi¬ 
vendor  network  devices.  Bay  will  also 
divulge  its  plan  for  managing 
policy-based  networks  and  network  directories. 

Carriers  win  right  to  charge  new  user  fee 

■  As  expected,  the  Federal  Communications  Commission  last 
week  said  local  carriers  can  charge  a  new  user  fee  to  compensate 
carriers  for  implementing  telephone  number  portability.  The  fee 
would  apply  only  in  areas  where  portability —  the  ability  for  users 
to  change  local  carriers  while  keeping  their  phone  numbers  —  is 
available.  But  starting  next  Feb.  1 ,  all  commercial  and  residential 
users  in  those  areas,  not  just  those  who  change  carriers,  would  be 
hit  with  the  fee.  Under  the  FCC’s  formula,  the  fee  comes  to  50 
cents  to  $1  per  phone  line,  per  month.  Carriers  have  been  press¬ 
ing  the  FCC  for  compensation  even  while  they  have  repeatedly 
missed  the  FCC’s  portability  deadlines  (NW,  April  13,  page  1) . 

Iridium  moving  from  rocket  pad  to  service  launch 

■  At  press  time,  Iridium  LLC,  the  first  of  the  new  low-earth  orbit 
satellite  network  providers,  was  scheduled  to  blast  the  last  of  its  66 
satellites  into  space  from  Vandenberg  Air  Force  Base  in  Califor¬ 
nia.  The  Iridium  service,  nearly  a  decade  in  development,  is 
designed  to  offer  global  calling,  paging  and  potentially  low-speed 
messaging  and  file  transfer  from  a  single  universal  handset.  Irid¬ 
ium  said  it  plans  to  start  offering  its  services  on  Sept.  23. 

Get  your  hands  off  my  ’Net  stash 

■  Vice  President  A1  Gore  last  week  announced  a  new  Clinton 
administration  plan  to  give  U.S.  citizens  greater  control  over  the 
personal  information  available  about  them  over  the  Internet.  The 
privacy  plan  includes  a  Web  site  that  individuals  can  use  to  restrict 
access  to  credit  record,  driver’s  license  data  and  a  host  of  other 
personal  information.  The  U.S.  Federal  Trade  Commission  will 
sponsor  the  new  Website  (www.consumer.gov). 

3Com  issues  security  warning 

■  3Com  Corp.  last  week  issued  a  security  advisory  to  users  of  its 
CoreBuilder  and  SuperStack  II  LAN  switches  due  to  widespread 
distribution  of  customer  service  and  support  logins.  The  logins 
are  used  for  service  and  recovery  procedures,  and  are  issued  only 
by  3Com’s  Customer  Service  Organization  under  conditions  of 
“extreme  emergency,”  such  as  in  the  event  of  a  customer  losing 
passwords.  3Com  said  the  logins  were  published  on  the  Internet 
by  users  chatting  in  a  3Com  news  group.  Due  to  the  login  distribu¬ 
tion,  3Com  CoreBuilder  and  SuperStack  II  switches  may  be  vul¬ 
nerable  to  security  breaches  caused  by  unauthorized  access  via 
these  special  logins,  3Com  said. 

©3Com:  (888)  225-1733 


Company  pays  $25  million  for  Secure  Networks,  Inc. 


By  Ellen  Messmer 

Santa  Clara,  Calif. 

Network  Associates,  Inc.  last 
week  continued  its  buying  spree 
by  announcing  the  acquisition  of 
privately  held  Secure  Networks, 
Inc.  for$25  million. 

With  the  purchase,  Network 
Associates  bagged  Secure  Net¬ 
works’  network-scanning  tool, 
called  Ballista,  which  is  used  to 
test  IP  networks  for  security 
holes. 

Currently  Ballista,  which 
competes  with  similar  tools  from 
Internet  Security  Systems,  Inc., 
starts  at  $4,000. 

“But  we  plan  to  give  Ballista 
away  for  free”  as  part  of  Network 
Associates’  Net  Tools  Secure 
suite,  said  Peter  Watkins,  general 
manager  at  the  Net  Tools  divi¬ 
sion  of  Network  Associates. 

Simply  making  the  tool 
available  on  the  Internet,  as 
software  companies  often  do, 


might  be  a  bad  move  because 
hackers  could  find  it  useful 
for  breaking  into  corporate 
networks.  Network  Associates 


PROFILE:  SECURE  NETWORKS,  INC. 

Headquarters:  Calgary,  Alberta 

Management:  Arthur  Wong,  president 
and  founder 

Main  product:  Ballista,  a  network 

intrusion  detection  tool 

Employees:  20 

Key  customers:  U.S.  Army,  National 
Security  Agency 


is  now  pondering  how  to  dis¬ 
tribute  Ballista  for  free  without 
having  it  fall  into  the  wrong 
hands. 

Distribution  aside,  the  pur¬ 
chase  brings  Network  Associates 
some  big  new  customers. 


According  to  Arthur  Wong, 
president  and  founder  of 
Secure  Networks,  the  firm 
counts  the  National  Security 
Agency  and  the  U.S. 
Army  Research  Labs 
as  two  of  its  largest 
customers. 

Current  plans  call 
for  moving  most  of 
the  20-member  staff  at 
Calgary,  Alberta-based 
Secure  Networks  to  Net¬ 
work  Associates’  head¬ 
quarters  here. 

The  purchase  is  one 
of  many  recent  buys 
for  Network  Associates. 
In  March,  the  company 
acquired  help  desk  vendor 
Magic  Solutions,  Inc.  in  a  cash 
deal  worth  $1 10  million. 

Network  Associates  has  also 
recently  acquired  Pretty  Good 
Privacy,  Inc.  and  Trusted  Infor¬ 
mation  Systems,  Inc.  ■ 


Congress  acts  on  Internet  taxes,  encryption 

House  committee  approves  bill  that  bans  state  and  local  Net  taxes. 


By  Nancy  Weil 

Washington,  D.  C. 

The  U.S.  House  of  Represen¬ 
tatives’  Commerce  Committee 
last  week  approved  a  bill  that  for¬ 
bids  state  and  local  governments 
from  imposing  taxes  on  Internet 
access  charges  for  threeyears. 

The  Internet  Tax  Freedom 
Act  was  approved  41-0  and  now  is 
expected  to  go  to  conference  dis¬ 
cussions  between  the  full  House 
and  the  U.S.  Senate.  If  the  bill 
gains  approval  during  those  dis¬ 
cussions,  it  will  go  to  President 
Clinton. 

The  bill,  sponsored  by  Rep. 


Christopher  Cox  (R-Calif.),  also 
forbids  new  tax  liability  for  con¬ 
sumers  and  vendors  who  con¬ 
duct  commercial  transactions 
over  the  Internet. 

The  proposed  legislation 
amends  the  1934  Communica¬ 
tions  Act  to  say  that  the  Federal 
Communications  Commission 
cannot  regulate  charges  that 
subscribers  pay  for  Internet 
access  and  online  services.  The 
bill  bars  the  FCC  from  collecting 
regulatory  fees  from  Internet 
access  or  online  services. 

The  bill  further  directs  the 
Clinton  administration  to  work 


with  Congress  to  study  U.S.  and 
international  taxation  of  Inter¬ 
net  commerce  before  recom¬ 
mending  how  the  U.S.  ought  to 
handle  such  taxes.  The  proposed 
legislation  orders  the  adminis¬ 
tration  to  demand  that  the  Inter¬ 
net  be  free  of  taxes  and  tariffs  in 
other  nations  as  well.  “The  Inter¬ 
net  Tax  Freedom  Act  is  needed 
not  just  to  make  the  Internet 
grow,  but  it  is  needed  because 
the  packet-switched  architecture 
makes  it  uniquely  susceptible  to 
multiple  and  discriminatory  tax¬ 
ation,”  Coxsaid. 

Security  measures 

Separately,  Sen.  John  Ash¬ 
croft  (R-Mo.)  and  Sen.  Patrick 
Leahy  (D-Vt.)  last  week  unveiled 
legislation  with  a  dual  purpose: 
Make  it  easier  to  export  encryp¬ 
tion  products  and  prohibit  gov¬ 
ernment-mandated  key-recovery 
systems. 

The  bill,  dubbed  the  E-Privacy 
Act,  would  also  set  up  a  National 
Technology  Center,  where  local, 
state  and  federal  law  enforce¬ 
ment  agencies  could  go  to  get 
help  when  confronted  with 
encrypted  data  during  a  criminal 
investigation. 

Weil  is  a  correspondent  with  IDG 
News  Service’s  Boston  bureau. 


For  the  answer  t 
;  question  and  more 
net  trivia,  visit  Network  World  Fusion  and 
enter  2349  in  the  DocFinder  box. 


This  week  s  question: 

Which  network  security  technology  shares  its 
name  with  a  part  of  your  arm? 


mm.nwfuston.com 
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Navigating  the  world  of  government  encryption  export  rules 


By  Ellen  Messmer 

Washington,  D.C. 

Your  global-minded  organiza¬ 
tion  has  decided  to  use  an  IP 
encryption  gateway  or  secure 
e-mail  to  protect  traffic  ex¬ 
changed  with  subsid¬ 
iaries  and  trading 
partners  around  the 
world. 

This  seems  like  a 
simple  enough  deci¬ 
sion.  By  using  the 
Internet,  everyone  will 
save  money,  and  com¬ 
munications  will  be 
secure.  However,  the 
move  will  be  anything 
but  simple  if  you  are 
the  network  manager 
charged  with  shipping 
the  encryption  prod¬ 
ucts  abroad  and  get¬ 
ting  them  installed. 

That’s  because  government 
agencies  here  and  around  the 
world  often  view  strong  encryp¬ 
tion  technology  as  a  military 
weapon. 

So  before  you  ship  that  “vir¬ 
tual  private  network”  with 
strong  encryption  abroad,  you’ll 
first  need  to  get  an  encryption 
export  license  from  the  U.S.  gov¬ 
ernment.  And  quite  possibly, 
you’ll  need  to  get  an  encryption 
permit  to  use  the  technology  in 
other  countries,  such  as  France 
or  Russia,  which  prohibit  unreg¬ 
istered  encryption  use.  Some 
countries,  such  as  Saudi  Arabia, 
simply  ban  encryption. 

Just  finding  out  what  the  cryp¬ 
tography  ground  rules  are  can 
be  bewildering  because  many 


Stewart  Baker:  “In  Africa, 
I’ve  had  officials  tell  us 
that  if  you  bring  in  encryp¬ 
tion  equipment,  they  'll 
throw  you  in  jail.  ” 


governments  don’t  bother  to 
spell  them  out.  Why?  Because 
the  spy  agencies  and  national 
defense  organizations  that  set 
the  guidelines  want  to  have  com¬ 
plete  freedom  when  it  comes  to 
approving  use  of 
strong  cryptography. 

Even  in  the  U.S., 
“what’s  written  or 
published  is  only 
about  40%  of  what 
you  need  to  know,” 
said  Ken  Bass,  a  part¬ 
ner  at  Washington, 
D.C.  law  firm  Venable, 
Baetjer,  Howard  & 
Civelletti. 

In  the  U.S.,  you’ll 
have  to  apply  for 
your  export  license 
through  the  Depart¬ 
ment  of  Commerce. 
But  behind  the  scenes,  you’ll 
also  have  to  curry  favor  with  the 
National  Security  Agency  (NSA), 
the  Federal  Bureau  of  Investiga¬ 
tion  and  the  State  Department. 

About  the  only  clear  rule 
when  it  comes  to  shipping 
encryption  technology  is  that 
you  shouldn’t  even  think  of 
exporting  anything  to  what  the 
U.S.  government  considers  to  be 
pariah  countries,  such  as  Iraq, 
Cuba  and  Libya. 

Otherwise,  “from  a  regula¬ 
tory  standpoint,  it’s  chaos,”  Bass 
said. 

“But  the  NSA  has  determina¬ 
tive  powers  at  [the]  Commerce 
[Department]  today,”  Bass  said. 
Therefore,  he  makes  regular 
trips  to  the  NSA  at  Fort  Meade, 
Md.,  to  plead  the  case  for  his  cli¬ 


Where  to  find  crypto  info 

Finding  reliable  information  about  the  world’s  crypto¬ 
graphy  rules  can  be  a  chore.  Fortunately,  Dutch  graduate 
student  Bertjaap  Koops,  who  attends  Tilburg  University  in 
the  Netherlands,  has  taken  on  this  chore  and  shares  his 
findings  with  others. 

Koops’  Crypto  Law  Survey  Web  site  (http://cwis.kub. 
nl/ ~frw/ people/koops/bertjaap.htm)  has  even  won  the  admi¬ 
ration  of  lawyers,  who  deem  it  to  be  remarkably  reliable  —  so  far 
as  anyone  can  tell. 

Reached  by  e-mail,  Koops  said  he  has  spent  three  years  col¬ 
lecting  information  about  crypto  rules.  He  typically  gets  infor¬ 
mation  from  academic  literature  and  policy  reports.  “I  am  also 
receiving  more  and  more  information  from  people  all  over  the 
world,  notably  from  business  people  who  have  queried  the  gov¬ 
ernment  of  a  particular  country  on  its  crypto  regulations,  and 
[from]  users,  who  share  their  knowledge  on  regulations  in  their 
country,”  Koops  wrote. 

Another  source  of  information  on  cryptography  rules  is  run 
by  the  Global  Internet  Liberty  Campaign  (www.gilc.org) .  Also 
worth  checking  out  are  links  on  Network  World’s  Web  site 
(www.nwfusion.com,  DocFinder:  7144). 

— Ellen  Messmer 


ents  who  want  to  ship  equipment 
out  of  the  country. 

Under  the  known  rules, 
financial  institutions  get  special 
treatment  to  export  strong  128- 
bit  encryption  technology. 
There  is  ardent  debate  in  gov¬ 
ernment  circles  about  whether 
insurance  companies  should 
also  get  special  treatment. 

But  even  banks  are  restricted 
to  encrypting  only  financial 
transactions  and  can’t  use  their 
equipment  for  general-purpose 
communication,  Bass  said. 

“In  theory,  you  can  get  a  spe¬ 
cial  license  for  your  trading  part¬ 
ners,  vendors  or  consultants,” 
he  added.  “The  most  compli¬ 
cated  [licenses]  are  for  general- 
purpose  public  communications 


approved  a  large  percentage  of 
export  licenses,”  Thomsen 
added.  But  this  view  overlooks 
the  licenses  that  companies 
neglected  to  apply  for  because 
the  companies  figured  they  had 
no  chance  of  getting  the  licenses 
approved. 

Encryption  regulations 

greatly  complicate  electronic 
commerce  at  firms  that  take 
security  seriously.  One  of  Wall 
Street’s  largest  investment  firms 
now  conducts  some  high-stakes 
global  trading  on  the  ’Net,  but 
cryptography  rules  require  that 
some  of  the  firm’s  international 
trading  partners  only  use  40-bit 
encryption  in  their  browser- 
based  digital  certificates. 

“We  know  [the  encryption  is] 


ENCRYPTION  EXPORT  MADE  EASY 

Five  ways  to  get  a  U.S.  export  license  for  encryption  technology: 

y]  1)  Choose  to  buy  40-bit  encryption  software  products. 

y]  2)  Use  products  that  implement  the  Clinton  administration’s  key- 
recovery  scheme. 

jV'l  3)  Use  56-bit  products  from  certain  vendors.  Several  vendors  have 
told  the  Commerce  Department  they  will  implement  key-recovery 
products  by  year-end,  and  in  return  the  Commerce  Department  has 
temporarily  allowed  them  to  export  some  56-bit  products. 

jVl  4)  Apply  at  the  Commerce  Department  for  an  “encryption  licensing 
arrangement,”  which  will  allow  you  to  ship  56-bit  products  without 
key-recovery  to  all  of  your  company’s  subsidiaries  and  branches. 

jy^l  5)  Apply  at  the  Commerce  Department  for  case-by-case  licensing. 


at  128-bit  [Data  Encryption  Stan¬ 
dard]  levels.  But  [the  feds  are] 
not  approving  those.  ’  ’ 

Getting  the  necessary  export 
licenses  to  use  strong  encryption 
with  your  Uading  partners  isn’t 
easy,  said  Roszel  Thomsen,  an 
attorney  at  Baltimore-based 
Thomsen  &  Burke  LLR 

For  a  company  to  convince 
U.S.  encryption-export  bureau¬ 
crats  to  allow  it  to  conduct  secure 
communications  with  its  trading 
partners,  “you  get  into  multiple 
applications  and  extensive  justi¬ 
fications,”  Thomsen  said.  “You 
have  to  show  a  long-term  rela¬ 
tionship  with  the  business  part¬ 
ner  and  provide  evidence,  such 
as  contracts.” 

If  your  trading  partner  hap¬ 
pens  to  be  based  in  another 
country,  getting  approval  can  be 
mission  impossible.  The  expert 
lawyers  in  this  field  all  say  they 
just  won’t  take  cases  that  are 
hard  to  get  approved. 

“Of  course,  this  makes  the 
Commerce  Department  look 
good  because  they  can  say  they 


breakable,  but  we  can’t  do  any¬ 
thing  about  it  except  add 
another  layer  of  security, 
dynamic  password  tokens,  for 
authentication,”  said  the  Wall 
Street  firm’s  director  of  global 
security  services. 

Although  encryption  export 
remains  a  combination  of  “law 
and  lore,”  as  Thomsen  calls  it,  he 
tells  his  clients  there  are  five 
basic  ways  to  get  a  U.S.  export 
license  (see graphic). 

If  a  company  decides  to  go  the 
route  of  using  NSA-approved 
key-recovery  systems,  the  com¬ 
pany  can  probably  export  what¬ 
ever  level  of  encryption  tech¬ 
nology  it  wants  to  use. 

However,  the  Gauntlet  fire¬ 
wall  from  Network  Associates, 
Inc.’s  Trusted  Information  Sys¬ 
tems  division,  available  with  an 
option  for  encryption  key  recov¬ 
ery,  may  be  the  only  product  on 
the  market  that  meets  the  NSA’s 
criteria.  And  most  customers  just 
don’t  seem  to  want  to  buy  key- 
recovery  systems,  which  could 
allow  governments  around  tire 


world  to  eavesdrop  on  their  data. 

“Customers  strongly  want  to 
be  in  control  over  their  own  sys¬ 
tems,”  said  Kelly  Blough,  Net¬ 
work  Associates’  director  of 
government  relations.  “They 
want  to  determine  how  and 
when  they  can  recover  their 
encrypted  data.” 

Global  challenge 

Figuring  out  U.S.  encryption 
rules  is  tough,  but  figuring  out 
other  countries’  rules  can  be 
nearly  impossible. 

Israel,  France,  Singapore  and 
Hong  Kong  have  restrictions  on 
encryption  import.  And  like  the 
U.S.,  Europe  is  in  the  early  stages 
of  investigating  how  to  setup  key- 
recovery  centers  to  hold  digital 
certificates  or  encryption  keys. 

Cryptography  used  strictly  for 
authenticating  users’  identities, 
such  as  digital  signatures,  is  usu¬ 
ally  not  subject  to  encryption 
export  or  domestic-use  rules. 
But  Germany  and  Malaysia 
appear  to  be  among  the  few 
countries  with  rules  pertaining 
to  the  provision  of  digital  certifi¬ 
cate  services,  according  to  Stew¬ 
art  Baker,  an  attorney  here  at 
international  law  firm  Steptoe 
and  Johnson  LLR 

With  the  notable  exception  of 
France,  most  European  coun¬ 
tries  don’t  make  it  hard  for  cor¬ 
porations  to  use  encryption 
technology  as  they  wish. 

In  France,  where  rules  seem 
to  be  spelled  out  decently,  users 
have  to  get  encryption  permits. 
Companies  can  also  expect  to 
have  French  authorities  hold 
their  encryption  keys  if  they  are 
not  40-bit,  which  is  breakable,  or 
if  they  are  not  based  on  key- 
recovery  technology. 

Corporations  should  be  pre¬ 
pared  to  have  their  data  inter¬ 
cepted  and  decrypted  by  French 
authorities,  Bakersaid. 

“Wiretapping  has  a  long  his¬ 
tory  of  enthusiastic  use  in 
France,”  said  Baker,  claiming 
that  French  authorities  pass  on 
decrypted  competitive  secrets  to 
local  firms. 

In  areas  of  the  world  where 
few  rules  are  written  down,  local 
government  attempts  to  regulate 
encryption  can  get  bizarre.  “In 
Africa,  I’ve  had  officials  tell  us  if 
you  bring  in  encryption  equip¬ 
ment,  they’ll  throw  you  in  jail,” 
said  Baker,  who  next  month  will 
issue  a  book  on  encryption 
export  called  The  Limits  of  Trust. 

“The  point  is,  you  can’t  be 
sure  if  you’re  legal  in  a  lot  of 
areas,”  Baker  added.  ■ 
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Choosing 

the  right 

The  wrong  CD  jukebox  can  box  you 
in  when  your  needs  change.  Instead, 
keep  your  options  open  with  the 
versatile  Kodak  Digital  Science ™ 

CD  Library  144.  It's  engineered 
with  scalability,  flexibility,  and 
performance  in  mind. 

The  CD  Library  144  is  easy  to 
configure — drives  and  magazines 
exchange  in  seconds  for  a 
"mix-and-match"  solution  that  can 
keep  pace  with  the  latest  drive  and 
media  technology.  Adding  up  to 
105  gigabytes  of  storage  almost 
anywhere  is  simplified  by  a  standard 
SCSI-2  interface  and  third-party 
jukebox  management  software  for 
your  network  operating  system. 

With  support  for  the  industry's 
fastest  CD  readers  and  writers  and 
an  average  disc  swap  time  of  about 
four  seconds,  the  CD  Library  144 
won't  keep  you  waiting.  Add  in 
rugged  reliability,  and  it's  a  value 
that's  hard  to  beat  in  the  100-  to 
200-slot  jukebox  range. 

For  versatile  storage  and  retrieval, 
press  the  phone  buttons  for  your 
value-added  reseller  or  your  local 
Kodak  house,  or  visit  our  Web  site  at 
www.kodak.com/go/businessimaging. 
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_ News _ 

New  IBM  group  targeting  the  telco/ISP  market 


By  Marc  Songini 

When  it  comes  to  contending 
in  the  highly  competitive  market 
for  telco  and  ISP  wares,  Big  Blue 
has  been  a  Big  Mess. 

But  several  signs  indicate  that 
IBM  now  wants  to  play  hardball. 
The  company  recendy  landed  a 
contract  with  Sprint  Corp.  that 
will  let  the  carrier  offer  IBM 


frame  relay  and  SNA  hardware 
and  services  to  big  enterprise 
users.  The  contract  was  the  first 
big  win  for  a  new  group  inside 
IBM’s  Networking  Hardware 
Division  (NHD)  designed  to  win 


big  telco  and  ISP  business. 

“We  have  at  least  seven  other 
contracts  pending,  and  we  have 
lots  of  other  products  and  ser¬ 
vices  that  will  be  available  for  the 
ISP  and  telco  market  by  the  end 
of  the  year,’’  said  Robert  Zim¬ 
mer,  business  line  manager  for 
the  new  Service  Provider  Net¬ 
works  group. 


Zimmer  declined  to  identify 
the  other  companies  his  group  is 
in  negotiations  with,  but  sources 
said  IBM  has  been  talking  with 
MCI  Communicadons  Corp. 
and  AT&T.  Neither  MCI  nor 


AT&T  confirmed  these  reports. 

While  Zimmer  provided  few 
technical  details,  he  said  IBM 
later  this  year  will  roll  out  a  high- 
end  switch  aimed  exclusively  at 
the  ISP/ telco  market.  He  said 
the  box  will  handle  routing  and 
switching  and  will  help  users  fun¬ 
nel  multiprotocol  traffic  onto 
carrier  backbones.  IBM  already 
offers  the  Nways  2220  Model  200 
—  a  small  access  switch  that  it  will 
sell  to  telcos  and  ISPs,  Zimmer 
said. 

But  products  are  not  the  Ser¬ 
vice  Provider  Networks  group’s 
only  focus.  Internally,  the  group 
has  the  power  to  work  with 
other  IBM  divisions  to  package 
services  —  such  as  a  server  with 
storage  systems  and  software,  for 
example  —  and  offer  them  to 
carriers. 

And  as  of  last  January,  the 
group  had  dedicated  sales  peo¬ 
ple  to  go  after  telco  and  ISP 
contracts. 

“NHD  has  been  in  the  tele¬ 
com  market  for  a  while  but  has 
not  had  much  to  show  for  it,’’ 


Zimmer  said.  “But  we  now  have  a 
concerted  internal  effort  to 
make  this  business  succeed.” 
The  thrust,  Zimmer  said,  will  be 
on  selling  packaged  services  tar¬ 
geting  IP,  SNA,  voice  and  other 
net  technologies. 

By  the  year  2000,  managed 
services  and  ISP  services  will  be 
worth  $23  billion.  “We  intend  to 
own  a  big  part  of  that,”  Zimmer 
said. 

But  success  will  not  come  eas¬ 
ily.  IBM  has  watched  rivals  such 
as  Cisco  Systems,  Inc.  and  Bay 
Networks,  Inc.  build  strong  track 
records  by  installing  their  equip¬ 
ment  in  ISP  and  telco  nets. 

IBM  has  also  let  its  hardware 
reselling  agreement  with  Cas¬ 
cade  Corp.  expire  —  meaning 
Big  Blue  has  no  high-end  switch 
to  sell  to  telcos  or  ISPs. 

It’s  going  to  be  hard  for  IBM 
to  succeed  outside  its  own 
installed  base,  said  Jerry  Weth- 
erington,  systems  coordinator 
at  the  University  of  Florida  in 
Gainesville.  IBM’s  ISP  products 
and  services  are  going  to  appeal 


a By  the  year  2000,  managed 
services  and  ISP  services  will  be 
worth  $32  billion.  We  intend  to 
own  a  big  part  of  that.  ” 

Robert  Zimmer, 

business  line  manager, 
IBM’s  Service  Provider  Networks  group 


Ameritech,  US  WEST  to  plug  Qwest  services 

RBOCs  teaming  with  Qwest  to  get  into  the  long-distance  game. 


By  David  Rohde 

Washington,  D.C. 

Ameritech  Corp.  may  be 
doing  the  merger  dance  with 
SBC  Communications,  Inc.,  but 
on  its  own,  Ameritech  has  hit  on 
a  new  way  to  get  into  the  long¬ 
distance  business. 

For  its  trouble,  Ameritech 
could  get  sued  by  the  big  long¬ 
distance  carriers. 

Ameritech  last  week  signed  a 
deal  to  become  what  amounts  to 
a  commissioned  sales  agent  for 
Qwest  Communications  Corp., 
the  new  national  carrier  that’s 
halfway  done  building  a  super¬ 
fast  16,000-mile  network. 

Qwest  is  aching  to  put  cus¬ 
tomer  traffic  on  its  OC-192  net¬ 
work  even  before  the  carrier 
closes  its  pending  merger  with 
long-distance  carrier  LCI  Inter¬ 
national,  Inc. 

Ameritech  will  market 
Qwest’s  long-distance  service 
under  the  Qwest  brand  and 
receive  an  undisclosed  fee  for 
every  customer  who  signs  up. 

A  week  earlier,  US  WEST,  Inc. 
likewise  agreed  to  sell  Qwest 
long-distance  service  and  put 
local  calling  and  Qwest  long  dis¬ 
tance  on  the  same  bill  under  the 
name  Buyer’s  Advantage. 


Qwest  President  and  CEO  Joe 
Nacchio  conceded  neither 
RBOC  deal  is  aimed  at  large 
enterprises.  Ameritech  will  offer 
Qwest  long-distance  at  a  flat  9.5 
cents  per  minute  to  commercial 
customers. 

The  fee  is  competitive  with 
big  carriers’  small-business  ser¬ 
vice  rates,  but  more  than  the  typi¬ 
cal  5  to  8  cents  larger  businesses 
now  pay  with  T-l  access  lines. 
Residential  customers  will  get  a 
break,  though:  They’ll  pay  15 
cents  per  minute  during  the  day 
but  only  7  cents  per  minute  eve¬ 
nings  and  weekends  —  less  than 
almost  all  offers  from  the  major 
carriers. 

But  neither  Ameritech  nor 
US  WEST  has  yet  won  federal 
authority  to  enter  the  long¬ 
distance  business.  So  a  gaggle  of 
competitors,  including  AT&T 
and  MCI  Communications 
Corp.,  last  week  sued  Qwest 
and  US  WEST  for  violating  the 
Telecommunications  Act  of 
1996. 

Analysts  said  a  similar  suit 
against  Qwest  and  Ameritech  is 
likely.  One  complainant,  the 
Association  for  Local  Telecom¬ 
munications  Services  —  the 
trade  association  for  competitive 


local  exchange  carriers  —  even 
labeled  Buyer’s  Advantage  as 
“US  WEST’S  illegal  long-dis¬ 
tance  marketing  scam.  ’  ’ 

Qwest  and  regional  Bell  oper¬ 
ating  company  officials  did  not 
act  the  least  bit  shocked  that 
competitors  were  attacking  the 


By  Andy  Eddy 

Mountain  View,  Calif. 

Netscape  Communications 
Corp.  has  announced  the  pro¬ 
duction  release  of  BuyerXpert 
1.0,  a  procurement  application 
that  completes  the  company’s 
CommerceXpert  line  of  elec¬ 
tronic  commerce  products. 

The  CommerceXpert  prod¬ 
ucts  were  acquired  by  Netscape 
in  its  purchase  of  Actra  Business 
Systems  LLC  from  GE  Informa¬ 
tion  Systems  lastyear. 

BuyerXpert,  which  has  been 
in  public  beta  release  since 
November,  helps  companies 
automate  business-to-business 
purchasing  and  reduces  paper¬ 
work  by  facilitating  transactions 
via  a  Web  browser.  The  product 
can  also  create  templates  for 


programs’  legality.  The  RBOCs 
maintained  that  because  they 
are  simply  marketing  agents  for 
Qwest,  they  are  not  actually 
“providing”  long  distance 
under  the  letter  of  the  law. 

Qwest  hired  Lloyd  Cutler,  for¬ 
mer  counsel  to  President  Clin¬ 
ton  and  President  Carter,  to 
defend  the  deals.  In  a  statement, 
Cutler  said  he  was  satisfied 
the  deals  “comply  with  all  appli¬ 
cable  laws.”  ■ 


packages  of  items  that  are  pur¬ 
chased  regularly;  the  creation  of 
multiple  catalogs;  custom  pric¬ 
ing  configurations;  and  diverse 
search  capabilities. 

Netscape  tends  to  focus  on 
open  standards  in  its  products, 
and  BuyerXpert  is  no  exception. 
The  product  provides  compati¬ 
bility  with  electronic  commerce 
standards,  such  as  Open  Buying 
on  the  Internet  and  EDI  Over 
the  Internet. 

BuyerXpert  starts  at  $250,000 
for  a  two-processor  system  on 
Sun  Solaris.  It  also  requires  the 
ECXpert  module,  which  pro¬ 
vides  basic  commerce  and  trans¬ 
action  capabilities  as  well  as 
linkage  to  EDI  systems  through 
the  Internet. 

©Netscape:  (650)  254-1900 


Netscape  rounds  out  e-comm  line 


most  to  those  with  IBM  equip¬ 
ment  already  installed,  he  said. 

“IBM  is  late  to  the  game,  but 
they  could  be  a  semicredible  sup¬ 
plier  to  ISPs,  and  they  can  grab  a 
piece  of  the  market,”  said  How¬ 
ard  Anderson,  managing  direc¬ 
tor  of  The  Yankee  Group 
consultancy  in  Boston.  ■ 
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Technologies’  vision  for  a  com- 
igh-performance  wireless  LAN  solution 
today  and  ready  for  tomorrow.  Already 
performing  in  the  most  demanding  environments, 
Spectrum24’s®  advanced  infrastructure  is  a  flexible 
solution  that  grows  as  you  grow. 

Spectrum24  is  an  open  architec¬ 
ture  system  designed  to  support  the 


mi  future  ready 


“We  give  Symbol  high  marks 
for  Spectrum24  and  the 
wireless  LAN  pager.  They 
take  the  lead  on  our  list 
to  receive  our  Innovative 
Use  of  Technology  Award 
for  the  year!’ 

—Andrew  Seybold, 
editor  in  chief, 

The  Outlook 


IEEE  802.11  standard  through  a 

simple  software  upgrade. 
It  allows  you  to  expand 
your  network  capacity 
and  coverage  as  needed 
with  multiple  access  points,  wireless  bridges  and  micro  access  points  which 
all  feature  pre-emptive  roaming  with  load  balancing.  And  with  Symbol’s 
latest  line  of  LAN  appliances,  including  two-way  pagers 
and  wireless  phones,  you  can  further  extend  the  reach  of 
your  wireless  LAN  into  new  applications. 

From  the  recognized  leader. 

Symbol  has  long  been  recognized  for  product  innovation 
and  technology  leadership.  Find  out  how  we  can  help  you 
get  future  ready  now.  For  more  information,  call  for  a  free  copy 
of  a  third-party  competitive  evaluation  which  will  help  you  make 
your  own  decision  about  Symbol’s  Spectrum24  wireless  LAN.  Call 
Symbol  at  1-800-722-6234,  or  visit  us  on  the  World  Wide  Web 
at  www.symbol.com/S24.htm 
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SBC 

Continued  from  page  1 

of  the  divestiture  of  AT&T,  they 
are  far  from  twins.  Ameritech, 
based  in  Chicago,  serves  five 
states  and  has  a  reputation  for 
being  among  the  leading  carri¬ 
ers  in  the  deployment  of  new 
technology.  For  instance,  Ameri¬ 
tech  is  one  of  only  three  RBOCs 
to  offer  a  commercial  digital  sub¬ 
scriber  line  service. 

Ameritech  also  heavily  pro¬ 
motes  its  managed  service  pack¬ 
ages,  getting  inside  the  corpo¬ 
rate  LAN  and  managing  equip¬ 
ment  down  to  the  desktop. 

By  contrast,  San  Antonio- 
based  SBC  offers  digital  services, 
including  ISDN,  dedicated  lines, 
frame  relay  and  ATM,  but  this 
RBOC’s  offerings  mostly  come 
without  management  packages. 
The  exception  is  in  California, 
where  Pacific  Bell  has  continued 
its  managed  service  offerings. 

SBC  also  has  lagged  in  the 
deployment  of  advanced  data 
sendees,  according  to  Daniel 
Briere,  president  of  TeleChoice, 
a  consultancy  in  Verona,  N.J. 

But  the  strongest  contrast 
between  SBC  and  Ameritech  is 
in  their  relationships  with  regu¬ 
lators.  SBC  is  combative;  Ameri¬ 
tech  is  diplomatic.  Ameritech 
started  its  Customers  First  cam¬ 


paign  in  1993  to  convince  Illinois 
regulators  that  Ameritech  pro¬ 
moted  local  phone  competition 
and  deserved  to  be  allowed  into 
long-distance  service. 

SBC,  on  the  other  hand,  went 
to  court  and  won  a  ruling  which 
states  that  telecom-act  regula¬ 
tions  outlining  what  RBOCs 

NOT  SO  FAST 


need  to  do  to  get  into  long-dis¬ 
tance  are  unconstitutional.  That 
ruling  is  under  appeal. 

Competitive  spin 

In  an  effort  to  present  the 
merger  as  pro-competition,  SBC 
and  Ameritech  announced  a 
“national/local”  strategy,  the 
companies’  plan  to  sell  local 
phone  service  in  30  cities  outside 
of  their  region.  Because  the 
already-mighty  SBC  has  barely 
taken  any  steps  in  that  direction, 
the  strategy  was  scorned  by  some . 


“You  don’t  need  to  combine 
Ameritech  and  SBC  to  do  the 
national/local  strategy,”  said 
Bob  Taylor,  president  and  CEO 
of  Focal  Communications  Corp., 
a  CLEC  in  Chicago.  “I  think 
that’sjustabunch  of  hooey.” 

But  SBC  and  Ameritech  insist 
they  need  the  power  of  their 


combined  companies  to  afford 
to  deploy  local  services  outside 
their  regions.  The  strategy  was 
discussed  by  Ameritech  CEO 
Richard  Notebaert  and  SBC 
CEO  Edward  Whitacre  during 
talks  that  started  in  earnest  about 
six  weeks  ago.  The  talks  culmi¬ 
nated  in  a  May  10  vote  by  both 
carriers’  boards  of  directors. 

Despite  the  companies’ 
claims  of  increased  competition, 
some  users  fear  the  effects  of 
local  carriers  becoming  even  big¬ 
ger.  Carl  Weinaug,  city  manager 


of  Stillwater,  Okla.,  has  been  try¬ 
ing  without  success  to  get  a  car¬ 
rier  to  replace  SBC. 

‘  ‘SBC  is  already  a  big  gorilla  in 
a  small  cage.  It  looks  to  me  like 
it’s  becoming  impossible  for 
the  small  CLECs  to  make  it,” 
Weinaug  said. 

Other  customers  acknowl- 


Date  of  expected  FCC  decision 
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edged  that  small  CLECs  might 
suffer,  but  they  also  argued  that 
several  large  carriers  with 
national  reach  are  what  is  really 
needed  in  the  telecom  world. 
“You’re  going  to  have  two  or 
three  big  players,  AT&T,  World- 
Com/MCI,  Time-Warner.  I  think 
all  the  little  companies  will  go  by 
the  wayside,”  said  Phillip  Skin¬ 
ner,  telecommunications  direc¬ 
tor,  Ohio  State  University  Med¬ 
ical  Center,  Columbus,  which 
has  a  frame  relay/ ATM  network. 

But  Skinner  said  the  smaller 
CLECs  have  helped  him  by 
undercutting  Ameritech  prices 
and  forcing  Ameritech  to  come 
back  with  12%  to  15%  price  cuts. 
“Having  the  little 
guys  around  has 
opened  up  the  ave¬ 
nues,”  Skinnersaid. 

That  may  all 
change,  he  said. 

“You  won’t  have  lit¬ 
tle  companies  com¬ 
peting,  you’ll  have 
the  big  conglomer¬ 
ates  competing,” 

Skinner  continued. 

Smaller  earners 
are  not  capable  of 
meeting  global  net¬ 
working  needs,  said 
Mort  Rahimi,  vice 
president  of  IT  for 
Northwestern  Uni¬ 
versity  in  Chicago,  which  is  a  big 
Synchronous  Optical  Network 
(SONET)  customer  of  Ameri- 
tech’s.  “To  the  extent  that  larger 
national  companies  make  their 
presence  known,  I  think  it  will 
reduce  costs.  Frequently,  net¬ 
working  problems  are  national, 
not  regional.  I  would  rather  see 
four  to  eight  national  companies 
than  eight  regional  companies,” 
Rahimi  said. 

“It  may  be  advantageous  to 
leverage  size.  I’ve  anticipated 


five  or  six  truly  global  carriers 
that  could  provide  all  services  to 
all  people.  The  jury  is  out  on 
that,”  said  Phil  Evans,  telecom 
manager  at  Perot  Systems. 

Even  so,  for  at  least  two  years 
after  the  merger,  SBC  will  be 
distracted  from  focusing  on 
competition.  “The  resources 
that  might  have  gone  into  spur¬ 
ring  market  competition  now  go 
into  the  merger.  There  might  be 
bodies  allocated  to  competition, 
but  they  don’t  have  a  budget 
behind  them,”  said  Christine 
Heckart,  vice  president  of  broad¬ 
band  for  TeleChoice. 

Regulation 

Congress  could  get  involved 
in  the  deal.  Senate  Commerce 
Committee  Chairman  John 
McCain  (R-Ariz.)  voted  against 
the  1996  act  on  grounds  that  it 
fails  to  give  RBOCs  the  freedom 
to  innovate.  He  said  the  law 
forces  them  to  merge  to  survive. 
“The  1996TelecomActuninten- 
tionally,  but  quite  effectively,  sty¬ 
mies  competition,”  McCain  said 
in  a  statement.  “The  proposed 
merger  of  SBC  and  Ameritech  is 
yet  another  example  of  the  act’s 
real-world  effects.” 

In  addition,  the  two  top  mem¬ 
bers  of  the  Senate  Judiciary 
Committee’s  antitrust  subcom¬ 
mittee  said  they  were  very  con¬ 
cerned  about  the  deal  and 
demanded  an  extensive  review 
by  the  FCC  and  the  U.S.  Depart¬ 
ment  of  Justice. 

Subcommittee  Chairman 


Mike  DeWine  (R-Ohio)  and 
ranking  minority  member  Herb 
Kohl  (D-Wis.)  warned  in  a  letter 
to  regulators  that  the  proposed 
merger  could  lead  to  “some¬ 
thing  approaching  the  old  Bell 
system  rather  than  the  vigorously 
competitive  landscape  that  the 
[Telecommunications  Act  of 
1996]  envisioned.”  ■ 

Get  more  information  online 
atwww.nwfusion.com 
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Looking  back  at  SBC’s  last  big  buyout 


SBC  Communications,  Inc.’s  acquisition  of 
Pacific  Telesis  about  a  year  ago  for  $  1 6.7  bil¬ 
lion  resulted  in  a  culture  clash  of  major 
proportions. 

SBC,  a  fairly  low-key  carrier  located  in  San 
Antonio,  suddenly  was  in  charge  of  PacTel,  a  San 
Francisco  company  heavily  into  glitzy  marketing 
and  promotions. 

“It  was  beef  vs.  granola.  Starched  shirts  vs.  tie- 
dyed.  It  was  a  story  in  contrasts,”  said  Daniel 
Briere,  president  of  TeleChoice,  a  consultancy  in 
Verona,  N.J.  But  SBC  has  had  a  substantive 
impact  on  PacTel  since  the  companies  merged. 

The  biggest  changes  have  come  in  PacTel’s 
management  ranks  and  organizational  struc¬ 
ture.  On  the  other  hand,  few  new  services  have 
emerged  as  a  result  of  the  merger,  and  prices 
have  remained  relatively  unchanged.  As  for 
changes  to  customer  service,  it  depends  on  who 
you  talk  to  about  it.  SBC’s  presence  has  been  felt 
perhaps  most  strongly  at  the  top  —  many  of  Pac- 
Tel’s  high-level  executives  are  now  history.  For 
example,  Chairman  Philip  Quigley  and  Presi¬ 
dent  and  CEO  Dave  Dorman  have  left,  and  SBC 
has  hand-picked  their  replacements. 

On  the  business  organization  side,  SBC  last 
fall  dumped  a  Pacific  Bell  unit  that  was  respon¬ 
sible  for  providing  competitive  responses  to 
users  who  solicited  bids  from  competitive  local 
exchange  carriers. 

“There  was  a  lot  of  comment  at  Pacific  Bell 
that  you  needed  to  get  cowboy  boots  and  do  it  the 


San  Antonio  way,  and  in  San  Antonio  they  didn’t 
provide  competitive  responses,”  according  to 
Richard  Kuehn,  president  of  RAK  Associates,  a 
telecom  consulting  firm  in  Cleveland. 

Meanwhile,  SBC  unfolded  a  new  strategy  for 
dealing  with  state  regulators.  SBC  set  up  its  Exter¬ 
nal  Affairs  Office  to  lobby  state  and  local  govern¬ 
ments  in  an  effort  to  curry  future  favorable 
regulatory  treatment.  That  effort  tripled  Pac¬ 
Tel’s  public  relations  staff  to  3,000,  a  former 
staffer  said. 

Some  customers  wish  the  combined  carrier 
would  pay  a  little  less  attention  to  regulators  and 
a  little  more  to  customer  service.  Ken  Lund,  tele¬ 
com  manager  for  Allen  Lund  Co.,  in  La  Canada, 
Calif.,  said  that  since  the  merger,  PacTel  has  been 
slower  to  provide  the  local  access  piece  of  T-l 
lines  to  his  long-distance  carrier,  MCI  Communi¬ 
cations  Corp. 

Lund  said  PacTel  also  has  made  it  difficult  for 
him  to  move  local  traffic  to  MCI  Metro,  MCI’s 
local  phone  service  group.  “[PacTel]  has  done 
things  to  make  it  very  difficult  to  [move].  They 
are  90%  of  our  problem  and  carry  only  10%  of 
our  [traffic] .” 

But  other  customers  said  it  is  business  as  usual 
with  PacTel.  “There  are  no  real  changes  that  I’ve 
seen,”  saidJ.C.  Murphy,  senior  telecommunica¬ 
tions  analyst  with  The  Hartford  in  San  Diego. 
She  said  her  PacTel  account  team  is  intact,  ser¬ 
vice  is  good  and  pricing  has  not  changed. 

—  Tim  Greene 


Getting  approval  to  merge  will  not  be  a  cinch  for  the  following  carriers: 

Merging  companies  Major  obstacles 

SBC/Ameritech  Fears  that  SBC  is  attempting  to  reconstitute  Mid-year  1999  at  the  earliest 

the  old  Bell  System 

WorldCom/MCI  Alleged  concentration  of  Internet  backbone  Originally,  this  summer;  but 

facilities;  European  Union  investigation  approval  will  likely  come  later 

AT&T/TCG  Approval  of  local  facilities  for  AT&T  could  leave 

the  FCC  without  rationale  to  block  RB0C  deals 


wi 


‘7 don’t  expect 
competition  to 
increase  with  these 
consolidations. 
I  just  become  more 
pessimistic 

Carl  Weinaug, 

city  manager  for 
Stillwater,  Okla. 
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manage 


On  the  average  day,  you  cover 
a  lot  of  ground.  So  does  Intel’s 
LANDesk®  software. 

LANDesk  software  is  a  family  of 
products  that  manages  evolving  net¬ 
works.  Just  like  you  do.  LANDesk 
products  provide  single-point  network 
management,  and  deliver  more 
reliability  to  business-critical  servers. 
They  provide  solutions  for  everything 


from  deploying  standardized  desktops 
to  protecting  your  data  across  the  enter¬ 
prise.  It’s  what  you  need  to  operate  your 
network  smoothly  and  more  efficiently. 

Plus,  the  entire  LANDesk  family 
works  across  Windows  NT  or  Novell 


NetWare*  for  flexible,  standards- 
based  solutions. 

Visit  our  Web  site  for  a  free  demo 
and  the  rest  of  the  details.  Because 
nothing  works  harder  at  managing  net¬ 
works  than  Intel  LANDesk  software. 
With  the  possible  exception  of  you. 
www.intel.com/network/landesk 
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RELIABILITY.  These  days,  you've  got  to  demand  it  from  your  data  network.  Because  when  the  network  goes  down,  so  does  your 
business.  Which  is  why  you  need  a  data  network  from  Nortel.  We've  been  designing  data  networks  for  mission-critical  applications 
for  nearly  25  years.  In  199/  more  companies  chose  Nortel  Passport  than  any  other  enterprise  network  switch.  And  a  Nortel  data 
network  is  designed  to  respond  to  your  needs  now,  and  in  the  future,  with  the  same  high  level  of  reliability.  So  while  anyone  can 
-  and  will  -  promise  you  a  reliable  data  network,  Nortel  has  a  track  record  for  delivering  reliable  data  solutions  that's  hard  to 
beat.  And  we're  sure  to  have  you  praising  your  data  network,  rather  than  hurling  expletives  at  it.  To  find  out  just  how  reliable  your 
data  network  is,  and  can  be,  visit  our  Web  site  at  www.nortel.com/167T  or  give  us  a  call  at  1-800-4  NORTEL,  dept.  167T 
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_  News _ 

Year  2000  whistle-blowers  lose  a  forum 

Legal  concerns  spell  the  end  for  Project  Damocles  as  founder  reluctantly  abandons  his  Web-based  creation. 


By  Paul  McNamara 

Peter  de  Jager  has  reluctantly  con¬ 
cluded  that  the  sword  of  Damocles  is 
indeed  double-edged. 

A  Year  2000  consultant  and  founder 
of  the  popular  Year  2000  Information 
Center  Web  site,  de  Jager  had 
established  a  Year 
2000  whistle¬ 
blowers  forum  — 
dubbed  Project 
Damocles  —  back 
in  January  (AW, 

Jan.  12,  page  1). 

Legal  concerns  of 
his  own,  however, 
have  forced  de 
Jager  to  sheath  his 
sword. 

The  creator  of 
Project  Damocles 
had  intended  to 
give  customers  and  employees  of  high- 
tech  product  vendors  a  place  to  file 
reports  about  their  knowledge  of  serious 
Year  2000  problems  that  were  going 
unaddressed. 

Once  informed  that  such  a  report  had 
been  lodged  against  the  company,  de 
Jager  reasoned  the  offenders  would  vol¬ 
untarily  clean  up  their  acts  rather  than 
suffer  punitive  legal  consequences  down 
the  road. 

De  Jager  had  hoped  that  Project 
Damocles  would  also  prompt  fuller  dis¬ 
closure  by  vendors  and  other  companies 
that  have  been  downplaying  their  Year 
2000  liabilities. 


However,  that  was  before  he  started 
hearing  from  lawyers. 

Risky  business 

“Strange  things  happened  after 
Damocles  started,”  de  Jager  said  in  a 
message  recently  posted  to  his  Web  site. 

“I  got  lots  of 
free  advice  from 
lawyers.” 

Some  told  de 
Jager  they  had 
fears  he  would 
become  a  target 
of  lawsuits  filed 
by  the  compa¬ 
nies  that  were 
being  accused 
of  negligence. 

Others  had 
warned  that 
even  though  de 
Jager  had  no  intention  of  accepting 
“expert  witness”  work  on  Year  2000  suits 
involving  Project  Damocles  reports,  he 
would  undoubtedly  be  compelled  to  tes¬ 
tify  by  the  parties  involved. 

“The  risk  to  me  personally  of  being 
subpoenaed  in  perpetuity  was  just  not 
something  I  was  going  to  risk,”  de  Jager 
said  last  week. 

Calling  it  quits 

Instead,  he  announced  the  disband¬ 
ing  of  Project  Damocles  and  deleted 
from  his  computer  the  “hundreds”  of 
reports  received  at  his  Web  site 
(wvw.year2000.com).  Copies  of  these 


“Strange  th  ings 
happened  after 
Damocles  started. 

I  got  lots  of  free 
advice  from  lawgers.” 

Peter  de  Jager,  Year  2000 
consultant  and  creator  of 
Project  Damocles 


EAST  BEATS  WEST 


Earlier  this  month  at  NetWorld+Interop  98,  Network  World  hosted  a  trivia  contest 
called  NetBowl  '98  that  pitted  East  Coast  industry  leaders  against  executives  from 
the  West  Coast.  The  second  annual  NetBowl  raised  more  than  $64,000  in  cash  and 
equipment  for  NetDay,  the  national  volunteer  effort  to  provide  the  nation’s  K-12 
schools  with  networked  computers  and  Internet  access.  The  winning  East  Coast 
team  included  (left  to  right)  The  Yankee  Group’s  Howard  Anderson,  Lucent  Techno¬ 
logies,  Inc.'s  Karyn  Mashima,  FORE  Systems,  Inc.’s  Eric  Cooper  and  Cabletron  Systems, 
Inc.'s  Chris  Oliver.  The  West  Coast  squad  included  3Com  Corp.’s  Janice  Roberts, 
Alteon  Networks,  Inc.’s  Selina  Lo,  Cisco  Systems,  Inc.’s  Larry  Lang  and  Extreme  Net¬ 
works,  Inc.'s  Gordon  Stitt. 
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reports  filed  at  his  lawyer’s  office  were 
also  destroyed,  he  said. 

While  de  Jager  won’t  discuss  specific 
Project  Damocles  reports  in  detail,  he 
did  say  “there  were  a  couple  in  there 
that  gave  me  cause  for  concern.  There 
was  some  stuff  in  there  that  should  be 


acted  upon.” 

Describing  himself  as  more  “frustrat¬ 
ed”  than  angered  by  the  demise  of  his 
project,  de  Jager  said  he  believes  govern¬ 
ment  agencies  should  pick  up  where 
Project  Damocles  left  off  and  encourage 
whistle-blowers  to  step  forward.  ■ 


Advertorial 


Time's  Up 

for  T1/T3  Multiplexers, 

Says  Nortel's  Conner. 

The  Tl  /T3  multiplexer's  era  in  the  private  network  has  passed.  When  these 
products  were  created,  voice  traffic  was  the  biggest  concern  to  enterprises. 
A  networks  reliability  and  performance  now  hinge  on  its  ability  to  handle 
ever-increasing  data  traffic.  In  recent  years,  data  has  replaced  voice  as  the 
primary  communications  carried  on  enterprise  networks.  With  todays 
increasing  demand  for  performance  and  bandwidth  management,  Tl  /T3 
multiplexers  have  been  left  behind  as  a  network  consolidation  vehicle. 
Furthermore,  these  networks  may  not  be  Y2K-ready,  and  problems  are 
likely  to  be  addressed  through  expensive  upgrades. 

Enterprises  with  mission-critical  networks  that  rely  on  private  T1/T3 
lines  and  outdated  T1/T3  multiplexers  could  face  a  network  that  can't 
handle  today's  growing  traffic  demands.  A  Y2K  patch  may  not  be  the  best 
solution  because  Tl  /T3  multiplexers  simply  were  not  designed  to  function 
in  today's  bandwidth-hungry  environment.  As  a  result,  many  companies  are 
abandoning  T1/T3  multiplexers  altogether  and  upgrading  to  advanced 
switching  technology  that  resolves  Y2K  issues  and  handles  increasing 
network  needs. 

"Time's  up  for  T1/T3  multiplexers,"  said  F.  William  Conner, 
president  of  Nortel  Enterprise  Data  Networks.  "Enterprises  that  go  for  a 
Y2K  patch  are  throwing  good  money  after  bad.  Networks  must  be  able  to 
transition  companies  beyond  the  Year  2000  and  meet  performance, 
speed  and  reliability  demands." 

Nortel  Enterprise  Data  Networks  is  helping  many  of  its  customers 
transition  to  Passport,  a  multimedia  switch  that  will  support  integrated 
networking  needs  and  meet  the  most  stringent  reliability  requirements  in 
the  industry.  Nortel's  Passport  allows  its  customers  the  flexibility  to  use 
today's  most  advanced  networking  technologies.  Bandwidth  and  equip¬ 
ment  cost  savings  of  up  to  50  percent,  compared  to  T1/T3  multiplexers, 
enable  an  enterprise  to  pay  for  the  technology  in  just  a  few  years. 

Nortel  has  developed  a  simple  multiplexer  replacement 
package  featuring  the  Passport  Enterprise  Network  Switch.  Not 
only  is  it  a  complete  long-term  solution,  the  network  will  be 
transformed  into  a  state-of-the-art  system  that  will  adapt  to  future  needs  with 
a  true  integration  of  voice  and  data. 

Visit  our  Web  site  at  www.nortel.com/167V  or  call  us  at 
1-800-4  NORTEL,  dept.  167V,  to  get  more  information. 

Nortel  supports  more  than  8,400  Passport  systems  globally. 

NORTEL 

NORTHERN  TELECOM 


www.nortel.com/1  67  V 
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ATM  creeps  into  IP  telephony 

Market  trial  opens  in  Boston,  requires  credit  card,  extra  dialing. 

By  David  Rohde  dial  31  digits?  If  so,  you  can  participate 

Basking  Ridge,  N.J.  in  AT&T’s  IP  telephony  trial,  provided 

Got  a  credit  card  and  the  patience  to  you’re  in  one  of  three  cities  selected  by 


the  carrier. 

But  don’t  expect  the  highly  anticipat¬ 
ed  new  service,  dubbed  Connect  ’N 
Save,  to  become  a  corporate  voice 
offering  anytime  soon.  Connect  ’N 
Save  will  be  strictly  a  consumer  service 
available  only  to  individuals  who  regis¬ 
ter  a  credit  card  number  with  AT&T. 


The  one  server  to  buy  when 
you’re  buying  more  than  one. 


Four  Pentium®  233MMX  ____ 
utility  servers  with  256MB 
RAM  and  two  3.5"  drive 
bays 

10/100  switching  smart 
hub 

12"  color  TFT  LCD  pop¬ 
up  display  with  keyboard 
and  mouse 

Server  with  Dual  Pentium® 

Pro  200  CPU,  256MB 

RAM,  CD-ROM,  and  three  X 

3.5"  drive  bays 

Server  with  Pentium®  Pro 
200  CPU,  256MB  RAM, 

CD-ROM,  and  three  3.5" 
drive  bays 

Server  with  Pentium®  II 
333  CPU,  512MB  RAM, 
and  five  3.5"  drive  bays 

See  us  at  PC  Expo,  Booth  #622 


Pre-wired  19"  x  84"  relay 
rack  with  power  bus. 
Racks,  servers,  and 
accessories  customized  to 
fit  your  needs 

Fibre  Channel  or  SCSI 
external  storage  and  RAID 
systems  with  up  to  72GB 
of  storage  per  8  drive  array 

CD-ROM  tower  with 
network  server  and  hub 

Video/keyboard/mouse 
switch  with  on-screen 
controls 

100%  cluster/failover 
security  with  Vinca® 
Standby  Server  failover 
software  for  Windows  NT® 
and  Novell®  (three  servers 
for  one-to-one  backup) 

Software-controlled  UPS 


Crystal  high- density  rackmount  servers. 


For  nearly  a  decade,  Crystal  Group  Inc.  has  been  providing  space-saving,  high  reliability  computers/servers 
to  the  communications  industry  worldwide.  Crystal’s  rackmount  servers  are  available  with  multiple  EIDE  or 
SCSI  hard  drives,  CD-ROM,  AC  or  DC  power  and  industrial  level  cooling.  Our  industry  standard  PICMG  2.0 
PC-compatible  ISA/PCI  architecture  allows  the  latest  in  processing  technology  from  Intel,  Cyrix  and  AMD. 
On-board  system  monitoring  and  alarm  capabilities  are  available  along  with  a  complete  line  of  rack  mounted 
accessories  like  Fibre  Channel  storage  and  cluster/failover  backup  systems.  No  matter  how  many  servers  you 
need,  let  Crystal  Group  build  a  rack  system  for  you.  Crystal  Group  Inc.  Doing  things  no  one  else  can. 


1-800-378-1636  http://crystalpc  .com 

Inc. 
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Novell  and  Netware  are  registered  trademarks  of  Novell,  Inc  •  Windows  NT  is  a  registered  trademark  of  Microsoft  Corporation 
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That’s  the  word  from  AT&T,  which 
very  quietly  began  a  market  trial  of  the 
service  last  week  in  the  Boston  area. 
Additional  trials  are  slated  to  begin 
later  this  month  in  Atlanta  and  San 
Francisco. 

As  of  last  Tuesday,  consumers  in  the 
Boston  area  could  prepay  for  $25,  $50 
or  $100  worth  of  IP  calling  by  dialing  an 
800  customer  service  line,  said  Ozzie 
DeFaria,  an  AT&T  product  manager. 

When  consumers  call  for  the  service, 
AT&T  issues  them  a  local  access  num¬ 
ber  along  with  an  authorization  code 
and  a  personal  identification  number 
(PIN).  Each  time  the  consumer  dials 
those  three  numbers,  an  automated  sys¬ 
tem  tells  the  caller  how  much  money  is 


Price  point  derby 


AT&T  will  test  the  following  flat-rate 
prices  in  its  three-city  IP  telephony 
market  trial: 

®  Atlanta 

8.5  cents  per  minute 

o  Boston 

8.0  cents  per  minute 

@  San  Francisco 

7.5  cents  per  minute 


left  in  his  account.  The  system  then 
prompts  the  caller  for  the  area  code 
and  phone  number  he  wants  to  reach, 
DeFaria  said. 

Customers  must  dial  a  total  of  31  dig¬ 
its  to  make  a  long-distance  call  over  the 
network.  The  call  is  routed  via  a  gate¬ 
way  over  the  AT&T  WorldNet  IP  back¬ 
bone,  which  directs  the  call  back  to  the 
public  switched  telephone  network  at 
the  terminating  end  for  delivery  to  the 
number  called. 

AT&T  is  charging  8  cents  per  minute 
in  the  Boston  trial.  That  price  falls 
between  the  amounts  being  charged  in 
the  other  trials  (see  graphic). 

DeFaria  said  AT&T  wants  to  see 
which  of  the  three  prices  is  enough  of  a 
discount  compared  with  ordinary  tele¬ 
phony  prices  to  lure  customers  to 
AT&T’s  IP  service.  In  demonstrations, 
the  IP  telephony  offering  has  provided 
a  slight  but  predictable  delay  in  trans¬ 
mission. 

Besides  issuing  press  releases  to  local 
papers,  AT&T  is  doing  little  active  mar¬ 
keting  of  the  service.  “We  only  have 
limited  capacity,  so  we’re  not  doing  a 
full-scale  marketing  launch  of  this,” 
DeFaria  said.  “We’re  not  going  after  the 
big  numbers.” 

Neither  businesses  nor  residential 
customers  will  be  able  to  presubscribe 
their  telephone  lines  to  Connect  ’N 
Save.  Instead,  everyone  will  have  to  use 
individual  credit  card  accounts, 
DeFaria  said.  Billing  will  appear  on  cus¬ 
tomers’  credit  card  statements,  not 
phone  bills  from  AT&T. 

AT&T  has  not  planned  a  national  ser¬ 
vice  rollout,  DeFaria  said.  ■ 


The  browse  function 
presents  a  list  of  NetOp 
Host  PCs  in  the  network. 
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View  controlled  PCs 
windowed  —  or  zoom  in  for 
a  full  screen  view. 


Backwards  compatible.  Can 
remote  control  earlier  NetOp 
Host  versions  on  your 
network. 


smaiign 


£k  Connection  gemote  Control  Cflrfigwebon  WMow  Help 


•WINDOWS  NT4 


**  DOS 


NTRViSV 

C:\DOS\DI SPLAY. SVS  CON=<E 
C:\TOKEN\DXMAHfiOD.SVS  04S 
C:\TOKEN\DXHCHMOD.SVS 
C : \TOKFN\DXNTHHOD . SVS 
C:\DOS\KEYB.COM  DK.B50.C: 
C:\DOS\NLSFUNC.EXE  C:\DOS 
C:\PCLP13BSsREDI R . SVS 
C : SPCLP1 3  BSM  PS  FUNC . EX  E 
C:\DOS\COMf1AND.COM  /E:2S6 


Copyrltft  ©  I9W-1W® 
Mtorofcrft  Corporitton 


H  WIND0WS_95 


version:  4.0 


Ete  Edit  tfew  He*. 


I’^TT 

[3H  Floppy  (A.  1  (C.)  Host  lot  d(D  )  Ntstv40e(E  )  Sy*on 


Tt**  product  is  | 


hSSimImmbI 


MS-DOS  Prompt 


g  fr0**"5  > 

‘T*1!  fiocumenh  » 


H13  Wjj 

43  CJ 


Network 
Web  Sites 


Simultaneous  remote  control 
of  multiple  PCs  running 
any  resolution  and  color 
depth. 


OS/2 


Remote  Mouse  LoceJ  Keyboard  :  00:12:32 


Chat  feature  allows  on-line 
conversation  with  remote 
user  —  ideal  for  support 
situations. 


Remote  control  using  any 
popular  communication 
'  standard  (NetBIOS,  IPX, 
TCP/IP,  modem  and  ISDN). 


Cross  platform.  All  major 
1  PC  operating  systems  are 
supported. 


IANVPCONANV 

PLATFORM  FROM 


ANYWHERE 

WORLD. 


Every  PC  in  your  cornpdny:  windows  nt  4.0  &  3.x,  windows  95, 

Windows  3.1  x,  OS/2,  DOS.EclSy:  One  click  to  any  available  PC  in  your 
company;  installs  easily  in  minutes...  Fast:  Compression  and  caching  for 
optimal  performance...  Secure:  Call-back,  passwords,  multilevel  access 
rights,  audit  trails,  centralized  security  server. . .  Stable:  No  TSRs, 
no  replacement  of  device  drivers,  low  resource  require¬ 
ments...  FREE  OFFER!  Give  us  your  name, 
address,  and  contact  information,  and  we’ll 
give  you  a  FREE  full-function  trial  copy: 

800-675-0729  Fax: 561-391-5820. 

Visit  us  at:  www.4ctc.com 


NetOp  and  the  red  kite  are  registered  trademarks  of  Danware  Data  A/S.  Other  brand  and  product  names  are  trademarks  of  their  respective  holders. 
©  1998  Copyright  Danware  Data  A/S.  All  rights  reserved. 


NetOp 

NetOp  is  available  from  CrossTec  Corporation 


Tullett  &  Tokyo  Forex,  with  23  offices  worldwide,  is  one  of  the  largest  foreign  exchange  brokers  in  the  world.  In 
a  business  where  seconds  mean  the  difference  between  profit  and  loss,  they  need  a  network  that  is  dependable, 
robust  and  fast.  “With  the  Xylan  equipment  we  can  price  things  faster,”  says  Len  Monteleone,  director  of 
information  technology  at  Tullett  &  Tokyo  Forex.  “Our  clients  come  to  us  because  they  know  we  have  a  system 
that’s  superior  to  that  of  our  competitors.  We  have  an  intuitive,  very  fast  system  that  enables  us  to  look  at  a  lot 
more  deals  per  day.  Xylan  makes  a  great  product.  I  don’t  think  you  can  get  any  better  than  this.” 

Switching:  LAN,  Layer-Three,  ATM,  Gigabit. 

Interfaces:  Ethernet,  Fast  Ethernet,  Gigabit  Ethernet,  ATM,  Token  Ring,  FDDI,  Frame  Relay,  Voice,  ISDN. 

Services.'  Firewalls,  Authentication,  Multicast,  Broadcast  Management,  Protocol  Translation,  Mobility,  QoS, 
Prioritization,  Compression,  Policy-Based  Management. 

199^  Xylan  Corporation.  Inc  Xylan  and  OinmSwitch  are  registered  trademarks  of  Xylan  Corporation,  Inc.  All  registered  trademarks  are  property  of  their  respective  owners.  All  specifications  are  subject  to  change. 


For  a  full  case  study: 
www.xylan.com/ nw 
800995  2612 
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Local  Networks 

Covering:  LAN  Hubs,  Switches  and  Management  •  Operating  Systems  •  Servers  •  Thin  Clients 


Briefs 


■  IBM  has  cut  the  price  of  its 
entry-level  Network  Station 
Series  100  network  com¬ 
puter 

(NC)  from 
$649  to 
$499.  IBM 
claims  it 
is  the first 
major  IBM  Network  Station 

company 

to  price  anNC,  not  including 
monitor,  under  $500.  IBM  also 
said  it  will  add  Citrix  Sys¬ 
tems,  Inc.’s  ICA  protocol  to  its 
Network  Station  Series  1 00  NCs 
to  let  the  devices  access  applica¬ 
tions  running  on  multiuser  Win¬ 
dows  NT  servers. 

©  IBM:  ( 800 )  426-  7080 

■  Allied  Telesyn  Interna¬ 
tional  Corp.  has  announced 

two  100M  bit/ sec  switches 

and  one  10M  bit/sec  Ethernet 
switch  for  fiber-optic  LANs. 

The  AT-8208F  has  eight  100M 
bit/sec  ports,  while  the  AT-8216F 
supports  16 100M  bit/sec  ports. 
The  switches  can  be  upgraded 
with  ATM  or  FDDI  uplinks.  The 
devices  support  IP  routing  be¬ 
tween  virtual  LANs.  The  AT-8208F 
costs  $7,699,  and  the  AT-8216F  is 
priced  at  $14,399.  The  ATM 
uplink  costs  $2,595,  while  the 
FDDI  connection  costs  $4,595. 

The  new  Ethernet  switch,  the 
AT-3714F,  has  12 10M  bit/sec  ports 
and  one  100Base-FX  uplink.  It 
also  includes  an  option  slot  for  a 
10/100Base-TX  or  100Base-FX 
uplink.  The  new  offering  costs 
$3,995.  The  10/ 100Base-TX  uplink 
costs  $79,  and  the  100Base-FX 
uplink  is  $329. 

©  Allied  Telesyn:  ( 800)  424- 
4284 

■  Compaq  Computer  Corp. 

has  announced  that  its  ProLiant 
3000  server  is  now  available 
with  up  to  two  333-MHz  Pentium 
II  processors,  3G  bytes  of  memory 
and  109.2G  bytes  of  internal  hot- 
pluggable  storage.  The  Windows 
NT  server  costs  $4,499. 

©  Compaq:  ( 800)  345-1518 


Vendors  deliver  more  bang  for  Fast  Ethernet  buck 

Sun’s  trunking  technology  supported  by  switch  vendors,  allows  aggregation  of  100M  bit/sec  links. 


By  Robin  Shreier  Hohman 

If  100M  bit/sec  isn’t  enough 
for  you  and  1G  bit/sec  is  too 
much,  Fast  Ethernet  trunking 
could  fityour  needs. 

Bay  Networks,  Inc.,  Cabletron 
Systems,  Inc.  and  other  leading 
vendors  have  begun  to  ship 
switches  that  can  aggregate  up  to 
four  100M  bit/sec  links  into  one 
fat  pipe  that  provides  400M 
bit/sec  of  switching  capacity  in 
both  directions.  The  fat  pipe  can 
be  used  to  link  switches  to  servers 
or  workstations  and  to  connect 
switches  to  one  another. 

While  the  switch  vendors  are 
supporting  trunking,  its  biggest 
proponent  may  be  Sun  Microsys¬ 
tems,  Inc.,  which  is  among  the 
companies  trying  to  establish 
a  link  aggregadon  standard 
through  the  IEEE  802. 3ab  work¬ 
ing  group. 

The  company  last  fall  an¬ 
nounced  Sun  Trunking  1.0,  soft¬ 
ware  that  enables  customers  to 
establish  Fast  Ethernet  trunks 
between  servers  outfitted  with 
Sun  network  interface  cards  and 
switches.  The  software  works 
with  Sun’s  PCI  and  SBus  Quad 
Fast  Ethernet  network  interface 
cards.  The  software  also  supports 
server  failover,  redundancy  and 
load  balancing. 


The  tests  showed  that 
switches  from  Bay,  Cisco  Systems, 
Inc.,  Extreme  Networks,  Inc., 
Foundry  Networks,  Inc.,  Lucent 
Technologies,  Inc.  and  Plain- 
tree  Systems,  Inc.  all  support 
the  Sun  trunking  technology. 
Here’s  a  quick  look  at  the 
throughput  achieved  by  the 
switches: 

•  Bay  BayStack  350F-HD  — 
390. 6M  bit/sec 

•  Cisco  Catalyst  5505  — 
398.5Mbit/ sec 

•  Extreme  Summit  4  — 
406. 3M  bit/sec 

•  Foundry  Fastlron  Work¬ 
group  Switch  —  401 ,2M  bit/sec 

•  Lucent  P550  Cajun  Switch 

—  386. 3M  bit/sec 

•  Plaintree  WaveSwitch  9200 

—  408.9M  bit/sec 

The  Tolly  Group  noted 
that  each  of  the  throughput 
numbers  is  almost  twice  the 
theoretical  maximum  through¬ 
put  of  a  single  full-duplex 
Fast  Ethernet  connection.  The 
testing  organization  said  the 
numbers  probably  would  have 
been  higher  if  the  tests  had 
involved  more  powerful  com¬ 
puters  with  more  memory.  The 
Tolly  Group  used  low-  to  mid¬ 
range  workstations. 

The  participating  vendors 


Faster  than  Fast  Ethernet 


Vendors  are  just  starting  to  ship  Fast  Ethernet  switches,  bundling  up 
to  four  100M  bit/ sec  pipes  into  one  400M  bit/ sec  connection  using 
Sun  Trunking  1.0  technology. 
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Fast  Ethernet  switch 
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Sun  Quad  Fast 
Ethernet  network 
interface  card 


Server 


When  Sun  announced  Sun 
Trunking  1.0,  the  company  also 
cited  a  handful  of  switch  vendors 
that  planned  to  work  with  Sun 
to  support  trunking  on  their 
switches.  The  Tolly  Group,  a 
Manasquan,  N.J.,  consulting  and 
testing  firm,  recently  put  Sun 
Trunking  1 .0  through  its  paces  in 
a  series  of  switch  tests. 


will  likely  offer  different  degrees 
of  support  for  the  Sun  Trunking 
1.0  technology.  Plaintree,  for 
instance,  pointed  out  that  it  will 
let  customers  assign  a  Fast  Ether¬ 
net  trunk  to  ports  anywhere  on 
the  same  switch,  not  just  on  one 
module. 

“By  doing  that,  you’re  pro¬ 
tecting  against  a  cable  failure, 


you’re  protecting  against  drivers 
and  receivers  on  either  end  fail¬ 
ing,’’  said  Paul  Weiss,  vice  presi¬ 
dent  of  marketing  for  the 
Newton,  Mass.,  company. 

In  addition  to  the  vendors 
that  participated  in  the  Tolly 
Group  tests,  other  vendors 
plan  to  support  the  Sun  tech¬ 
nology.  Xylan  Corp.,  for  exam¬ 
ple,  will  soon  introduce  Omni- 
Channel,  which  will  enable 
customers  to  support  Sun  Trunk¬ 
ing  1.0  on  any  Xylan  Omni- 
Switch.  3Com  Corp.  is  among 
the  other  switch  vendors  that 
support  trunking,  both  among 
3Com  switches  and  with  servers 
running  Sun  Trunking  1.0 
software. 

Cabletron  has  its  own  trunk¬ 
ing  technology  called  Smart 


Trunk,  which  is  available  on 
the  company’s  entire  SmartS¬ 
witch  product  line,  including 
the  SmartSwitch  Router  ob¬ 
tained  by  Cabletron  via  its 
YAGO  Systems,  Inc.  acquisition. 
Cabletron  said  all  of  its  Smart 
Trunk  products  will  work  with 
Sun  Trunking  1.0  technology, 
as  well.  ■ 


•  A  Sun  white  paper 
and  FAQ  on  trunking 


•  information  from  Cisco  on 
Fast  EtherChannel 


Compaq  and  Digital  slash 
their  server  prices 

Companies  lower  cost  of  Pentium  machines  by  up  to  20%. 


By  Marc  Songini 

PC  server  vendors  are  really 
starting  to  spoil  customers. 

Compaq  Computer  Corp. 
and  Digital  Equipment  Corp., 
which  Compaq  is  acquiring,  sep¬ 
arately  have  announced  server 
price  cuts  of  up  to  20%. 

This  is  the  second  time  this 
year  that  Compaq  has  slashed 
prices  on  its  servers.  The  com¬ 
pany  chopped  prices  by  more 
than  20%  on  some  models  in 
February. 

And  Compaq  hasn’t  been 
alone.  Dell  Computer  Corp., 
IBM  and  others  have  also  gotten 
into  the  price  cutting  act. 

Prices  are  falling  because, 
even  though  demand  is  great, 
supply  is  even  greater,  said  Jona¬ 
than  Eunice,  an  analyst  with  Illu- 
minata,  Inc.,  a  Nashua,  N.H., 
consultancy.  In  addition,  cus¬ 
tomers  now  are  at  the  point 
where  they  expect  server  prices 
to  free  fall  alongside  PC  prices, 
he  said. 

Compaq  has  lowered  prices 
for  servers  up  and  down  the 


line.  On  the  low  end,  the  com¬ 
pany  reduced  the  price  of  its 
one-processor  Pentium  or  Pen¬ 
tium  II  ProSignia  200  by  9%,  to 
$2,273.  The  company  knocked 
$2,714  off  the  price  of  its  high- 
end  ProLiant  7000.  The  four- 
processor  server  now  costs 
$34,024. 

Compaq  made  its  biggest 
price  cut  on  the  ProLiant  800,  a 
workgroup  server  that  sports  two 
200-MHz  Pentium  Pro  proces¬ 
sors.  The  machine  now  sells  for 
$2,433,  down  20%.  Compaq 
trimmed  14%  off  the  price  of  its 
higher-end  ProLiant  1600  work¬ 
group  server,  which  features  two 
266-MHz  Pentium  II  processors 
and  now  costs  $6,050. 

Digital  restricted  price  cuts  to 
its  low-end  Pentium  II  1000  and 
3000  Digital  Server  lines. 

The  entry-level,  two-processor 
Digital  Server  1205  is  now  priced 
at  $1,650,  down  20%  from 
$2,040.  The  company  cut  10% 
off  the  price  of  its  Digital  Server 
3205  workgroup  machine,  which 
now  costs  $2,990.  ■ 
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There  are  2,600,000  IT  professionals  out  there  and 
14,819,756,871  daily  problems  to  solve. 

Obviously,  something’s  got  to  give. 


It’s  fairly  obvious  that  the  role  of  the  IT  person  has  changed  considerably 
in  the  past  few  years. 

In  most  cases,  it’s  gone  from  policeman  to  fireman,  from  telling  people 
what  they  can  and  can’t  have,  to  putting  out  fires  caused  by  all  the  stuff 
they  went  and  got  anyway. 

One  way  to  make  things  simpler  is  to  have  key  parts  of  your  system 
integrated. 

Not  surprisingly,  this  is  one  of  the  biggest  advantages  of  our  software. 
We  built  Microsoft8  Windows8  Office,  BackOffice8  and  Visual  Studio™  from 
the  ground  up  to  work  together  in  the  same  familiar  way. 

More  integration  =  fewer  problems,  which  means  you’ll  have  the  time  to 
focus  on  more  strategic  issues  like  building  a  system  that  meets  the 
unique  and  dynamic  needs  of  your  company. 

We  call  this  kind  of  system  a  Digital_Nervous_System. 


©1998  Microsoft  Corporation.  All  rights  reserved.  Microsoft.  BackOffice,  Visual  Studio.  Where  do  you  want  to  go  today?  and  Windows  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  in  the  United  States  and/or  other  countries. 
Number  of  IT  professionals  provided  by  IntelliQuest/Computer  Industry  Media  Study  Version  4.0. 


A  Digital_Nervous_Sy$tem  relies  on  distributed  PCs  and  integrated 
software  to  make  information  flow  more  rich,  rapid  and  accurate. 

It  helps  organizations  act  faster  and  make  more  informed  decisions. 

It  helps  users  focus  on  the  task,  not  the  technology. 

It  helps  you  go  from  fireman  to  architect. 

Windows,  Office,  BackOffice  and  Visual  Studio  provide  an  ideal  foundation 
for  your  Digital_Nervous_System  because  they’re  integrated.  They  also 
work  with  an  industry’s  worth  of  applications,  so  incorporating  new 
software  solutions  is  easier.  Taking  advantage  of  hardware  advances  is 
easier.  Integrating  Internet  capabilities  is  easier. 

Of  course,  none  of  this  will  help  you  sleep  better  at  night. 

You’ll  just  lie  awake  thinking  of  more  important  things. 


Where  do  you  want  to  go  today?® 


Microsoft * 

www.microsoft.com/digital_nervous_system/ 


Local  Networks 


r 


WIRED  WINDOWS 


Beware  of  network  hernias 


ast  week,  I  wrote  about  disaster 
prevention  using  my  own  strangu¬ 
lated  hernia  as  an  example  of  a  pre¬ 


ventable  disaster.  Thanks  to  the  wonder¬ 
ful  folks  at  AusUn’s  Seton  Medical  center, 
my  personal  disaster  recovery  is  going 


extremely  well.  But  my  disaster  was  pre¬ 
ventable,  and  so  are  most  of  yours. 

Some  things  are  already  taken  care  of. 
We  have  mirrored  hard  drives,  RAID  sys¬ 
tems,  redundant  power  supplies  and 
clustered  servers.  These  are  “nonstop” 
solutions,  designed  to  keep  a  server  or 
network  operating  when  a  disaster 
strikes.  But  not  every  server  or  network 


deserves  or  can  afford  a  nonstop  solu¬ 
tion  for  every  subsystem.  For  those  sys¬ 
tems  without  redundancy,  there  are  still 
a  number  of  steps  you  can  take  to  mini¬ 
mize  problems. 

Most  disasters,  contrary  to  belief,  do 
not  strike  like  a  bolt  out  of  the  blue. 
Rather,  there  are  ongoing  indications 
that  a  subsystem  is  failing. 

Here’s  one  example.  A  user  calls  your 
help  desk  and  reports  he  cannot  attach  to 
the  network  or  a  server  —  a  logon  failure. 
You  ask  the  user  to  try  again,  then  change 
his  password  (on  the  chance  he’s  forgot¬ 
ten  it)  and  have  him  try  once  more.  After 
this  fails,  you  have  him  reboot.  This  time 
the  logon  succeeds. 

Do  you  chalk  this  up  to  user  error? 
Workstation  RAM?  A  flaky  network  card? 
Most  likely,  you  write  it  off  as  an  anomaly. 
Lovely  word,  anomaly.  It  means  “some¬ 
thing  went  wrong,  but  I  haven’t  the  slight¬ 
est  idea  what,  and  I’m  not  going  to  track 
it  down.” 

While  the  cost  of  tracking  down  the 
exact  problem 
might  be  too  high 
—  especially  if  it 
was  a  workstation 
operating  system 
bug  —  it  is  worth 
the  effort  to  see  if 
the  problem  is 
repeatable  and  a 
network  failure, 
rather  than  a  local 
failure.  You  can  do 
this  by  reading  the  local,  server  and  net¬ 
work  error  logs  for  clues. 

Similarly,  you  can  periodically  test  disk 
drives  (with  server  operating  system  tools 
or  third-party  utilities)  and  monitor  their 
health  with  error  logs.  You  should  also 
consider  purchasing  or  periodically  rent¬ 
ing  a  RAM  tester  —  a  hardware  device 
that  can  thoroughly  check  out  RAM 
modules  and  spot  the  symptoms  of  incip¬ 
ient  failure. 

Tip  of  the  week 

My  favorite  tool  for  keeping  a  network 
healthy  is  COMPAS,  from  Microtest 
( www.  microtest,  com/html/ network_ 
diagnostics.html).  COMPAS  combines 
the  best  features  of  cable  testers,  protocol 
analyzers  and  network  diagnostic  utili¬ 
ties  into  a  handheld,  portable  tool.  Get 
one  and  you  ’ll  wonder  how  you  ever  got 
along  without  it. 

Above  all,  monitor  all  of  the  logs  pro¬ 
vided  by  your  systems  and  look  for 
minor  failures  and  errors,  which  are  the 
clues  to  an  upcoming  disaster.  It’s  only 
by  knowing  the  real  state  of  your  net¬ 
work’s  health  and  acting  on  symptoms  of 
upcoming  failure  that  you  can  really  pre¬ 
vent  disasters  before  they  occur. 

Kearns,  a  former  network  administrator,  is 
a  freelance  writer  and  consultant  in  Austin, 
Texas.  He  can  be  reached  at 
wired@vquill.  com. 


Dave  Kearns 
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In  the  real  world,  a  Virtual  Private  Network  (VPN)  must  provide  maximum  security  and  operate  at 
network  straining  capacities.  To  satisfy  these  requirements,  RADGUARD  offers  rock  solid, 
dedicated  hardware  systems.  Our  solutions  are  built  with  the  strongest  possible  security  modules, 
fit  seamlessiy  and  transparently  into  existing  networks  and  support  all  IP  applications. 
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RADGUARD 


The  first  name  in  IPsecure  VPN 

www.radi>uard.com 


U.S.  Headquarters  1  -888-SECURE-O,  201-828-961  1 
Int.  Headquarters  +972-3-64.S-5444,  E-mail:  info@radguard.com 
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nly  UNIX®  that  Intel®  IA-64  will  ever  need 


UNIX,  the  only  one  that  today  is  fully 


mature,  with  thousands  of  applications 


and  millions  of  users.  No  one  knows 


both  64-bit  and  l  NIX  like  we  do,  makin 


Digital  your  clear 


UNIX  choice  for  Alpha 


and  I  A-64.  You’ll  get 


perfo  mi  a n ce  leaps  a  nd 


lower  costs,  up  front 


and  down  the  road.  Thanks  to  proven 


UNIX  technology  from 


^flANDEIVT 

P  a  Compaq  company 


the  combined  expertise  of 


Digital,  Sequent,  Tandem"  and  others 


For  more,  visit  www.digital.com/one 


And  get  ready  to  win  in  a  networked  world 


<£>1998  Digit.il  Equipment  Corporation.  Digital  and  the  Digital  logo  are  trademarks  of  Digital  Equipment  Corporation.  All  other  names  are  trademarks  or  registered  trademarks  of  their  respective.  eotap^iiesL 


PENTIUM  PRO 

PROCESSOR 


pentium®J 


You’ve  seen  them  on  TV.  You’ve  seen  them  in 
magazines.  And  now,  you  can  buy  Gateway™ 
desktop  and  notebook  PCs  through  ALR® 
Power  Partner  Resellers. 

Talk  about  an  unbeatable  combination!  Under 
one  roof,  you  get  the  value  of  a  Gateway  PC 
plus  the  business  computing  expertise  and 
face-to-face  service  of  an  ALR  reseller. 

And  the  advantages  just  keep  stacking  up. 
Through  a  single  reseller,  you  get  access  to  both 
full-featured  Gateway  PCs  and  performance- 
packed  ALR  Revolution™  servers.  You  can 
empower  your  users  with  the  latest  in  personal 
computing  technology,  and  power  your  networks 
with  the  product  line  that  captured  InfoWorlds 
1996  and  1997  “Server  Product  of  the  Year” 
awards.  Best  of  all,  your  ALR  reseller  can  help 
you  determine  what  combination  of  Gateway 
desktops  and  ALR  Revolution  servers  is  right  for 
your  applications  and  budget.  Most  ALR 
resellers  can  even  help  you  design  and  install 
entire  networks. 

Gateway  PCs,  ALR  servers  and  the  expertise  of 
an  ALR  reseller...  What  a  great  way  to  buy  a 
computer!  For  the  authorized  ALR  Reseller 
nearest  you,  call  our  toll-free  number  today. 
1-800-444-4ALR  (4257) 


Gateway  GP6-Series 
Loaded  with  Pentium®  II 
processor  technology, 
multimedia  hardware  and  a 
complete  software  library,  the 
GP-6  Series  is  ideal  for  small 
businesses  and  home  offices 
Fully  loaded  systems  with 
hard  drive,  monitor,  and 
software  titles 

starting  at  $1,599 


Gateway  Solo0  Notebooks 

With  processor  options  ranging 
from  166-  to  266-MHz  and  screen 
sizes  reaching  14.1",  the  Gateway 
Solo  series  packs  real  desktop 
power  in  a  portable  package. 
Fully  loaded  multimedia 
notebooks 

starting  at  $1,999 


®  1996  Gateway  2000,  Inc.  All  rights  reserved.  The  mtel  Inside  Logo,  Intel  and  Pentium  are  registered  trademarks  of  Intel  Corporation.  All  other  brands  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  companies.  Not  all  Gateway  systems  contain  the  Pentium  II  processor.  Many  Gateway  2000  products  are  custom  engineered  to  Gateway  2000 
may  also  have  other  rights  which  vary  from  state  to  state  Some  states  do  not  allow  the  exclusion  or  limitation  of  incidental  or  consequential  damages  so  the  above  limitation  or  exclusion  may  not  apply  to  you.  ALR  is  a  wholly  owned  subsidiary  of  Gateway  2000,  Inc. 


Gateway™  E-Series 
1000,  3000  &  31 10 
These  true  enterprise  desktops 
are  the  perfect  corporate 
complement  to  ALR's 
award-winning  servers. 
Fully  loaded  systems  with 
hard  drive,  monitor,  and 
Ethernet  connectivity 


ALR®  Revolution™  2X 

With  dual  333-MHz  Pentium®  II 
processor  support,  plus  server 
management  and  autorecovery 
technology  built  in,  the  ALR 
Revolution  2X  offers  big 
server  features  at  a  small 
price.  We  even  offer  an 
optional  rack-mount  kit! 


starting  at  $1019 


starting  at  $1,845 


ALR  Revolution  6X6 

Winner  of  InfoWorld's  1997 
Server  Product  of  the  year 
award,  the  ALR  Revolution  6X6 
was  the  first  industry  standard 
system  to  harness  the  power  of 
six  Pentium®  Pro  chips  and  the 
first  Intel-based  server  to  break 
the  10,000  tpmC  barrier. 


ALR  Revolution  2XL 

Boasting  redundant  power 
supplies,  13  drive  bays,  and 
support  for  dual  Pentium® 
Pro  or  Pentium®  II  processors, 
the  ALR  Revolution  2XL 
redefines  mid-range  servers. 

starting  at  $3,095 


800-444-4ALR 


Advanced  Logic  Research,  Inc. 


starting  at  $7,995 


www. alr.com 


specifications,  which  may  vary  from  the  retail  versions  ol  the  software  androt  hardware  in  functionality,  performance  or  compatibility.  All  prices  and  configurations  are  subject  to  change  without  notice  or  obligation.  Prices  do  not  include  shipping  and  handling  or  any  applicable  laves.  Call  lor  a  free  copy  of  our  limited  warranty.  This  warranty  gives  you  specific  legal  rights,  and  you 
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Cb/n®  Fcut  EtherLink ®  XL  10/100  NIC. 


Performance3 


Introducing  3Com  s  next  generation 
Fast  EtherUnk  XL  1 0/1 00  NIC  with 
breakthrough  Parallel  Tasking®  II 
performance.  The  solution  for 
all  your  network  hurdles 


3Com  has  the  answer  for  your  networks  need  for  speed  — the  new  Fast 
Ether  Link®  XL  10/100  network  interface  card  (NIC). 

Our  newest  10/100  Mbps  NIC  introduces  Parallel 
Tasking®  II  performance.  The  next  step  in  our  Parallel 


larger  portions  of  data  across  the  PCI  Bus  for  the 
highest  throughput  and  lowest  CPU  utilization 
in  the  industry,  for  the  best  desktop 
application  performance  available. 


-  Ui 
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software  for  optimized  performance,  control  and  management  of 
your  network.  It  features  standards-based  traffic  prioritization  for  improved 
performance  of  mission  critical  applications,  and  dRMON  SmartAgent® 


upgrades  are  free. 

As  part  of  3 Corn’s  Managed  PC  solution,  this  card  also  features  Remote 
Wake  Up,  allowing  network  managers  to  remotely  power  up  PCs  for  after- 
hours  updates.  DMI  2.0  support  ensures  compatibility  with  leading  desktop 
management  applications  for  superior  control  from  startup  through  shut¬ 
down.  The  result  —  the  lowest  cost  of  ownership  available. 

So  remember  the  Fast  EtherLink  XL  NIC  from  the  worldwide 
networking  leader  that  has  helped  make  over  100  million  connections. 

And  get  your  network  moving  today. 


Call  Lio  today  to  yet  your  $45  Foot  EtherLink  XL 
Evaluation  Unit  and  more  information. 


1 -888-906-3COM  (ext.  128) 
www.3com.com/xlspeed/nw.html 
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Internetworks 


Briefs 


■  Transcend  Corp.  last  week 
announced  Gemini,  a  modem 
that  can  bond  together  two  ana¬ 
log  phone  lines  to  give  users  a 
fatter  link  to  the  Internet  or  any 
other  dial-up  location  equipped 
with  modems 
capable  of 
standard 
channel 
bonding. 

The  Gemini 
V.90  56K  bit/sec  modem  com¬ 
presses  data  and  splits  it  in 
accordance  with  Multilink 
Point-to-Point  Protocol  (MLPPP). 
Gemini  works  by  pumping  data 
down  separate  phone  lines; 
MLPPP-enabled  modems  at 

the  other  end  piece  the  data 
back  together.  Gemini  will 
be  available  in  August  for 
under  $200. 

(£>  Transcend:  (407)  6384400 

■  Micromuse,  Inc.  has 
unveiled  a  Windows  NT  ver¬ 
sion  of  its  Netcool/OMNI- 

bus  service-level  manager. 
Netcool/OMNIbus  is  a  native 
Windows  NT  application  that  is 
functionally  equivalent  to  its  Unix 
counterpart.  Netcool  is  intended 
to  be  either  a  primary  or  fail¬ 
over  management  system  con¬ 
sole  for  associating  network 
events  with  IT  service  availabil¬ 
ity.  Netcool/OMNIbus  for  Windows 
NT  will  ship  in  the  third  quarter. 
Pricing  for  Netcool/OMNIbus 
starts  around  $35,000  to  $40,000, 
Micromuse  said.  The  product 
will  ship  in  the  third  quarter. 

©Micromuse:  (415)  538-9090 

■  Qwest  Communications 
International,  Inc.  will  beta- 
test  Avici  Systems,  lnc.’s 
Terabit  Switch  Router  (TSR) 
later  this  year.  The  TSR  is  a  back¬ 
bone  router  for  the  Internet.  It  is 
designed  to  scale  from  600M  bit/ 
sec  to  multiple  terabit/sec  to  ac¬ 
commodate  the  geometric  growth 
of  the  'Net.  It  will  be  generally 
available  in  early  1999,  Avici  said. 
Qwest  will  run  the  TSR  through 
its  paces  in  the  fourth  quarter. 
Qwest  currently  uses  Cisco 
Systems,  Inc.  's  Gigabit  Switch 
Router  in  the  core  of  its  network. 


Transcend’s  Gemini 


Covering:  TCP/IP* SNA* Network  Management 
Muxes,  Routers  and  WAN  switches ‘Remote  Access 


Shiva:  The  comeback  kids? 

CEO  James  Zucco  wants  Shiva  to  be  your  VPN  company . 

It  has  been  a 
bumpy  year  for 
Shiva  Corp.  since 
the  company  decid¬ 
ed  to  break  out  of  the  remote 
access  pack  and  dabble  in  the 
carrier  market. 

But  Shiva  is  returning  to  its 
roots.  By  focusing  on  products 
that  provide  dial-up  remote 
access  over  the  Internet,  Shiva 
hopes  to  meet  the  needs  of 
corporations  looking  for  inex¬ 
pensive  ways  to  tie  remote 
workers  and  business  partners 
into  corporate  networks. 

In  addition,  the  company 
renegotiated  the  deal  with 
Nortel  that  gave  Shiva  access  to 
carrier  customers. 

Shiva  CEO  James  Zucco,  who 
was  appointed  last  October, 
recently  spoke  about  the  com¬ 
pany’s  VPN  strategy  and  the 
compedtive  remote  assess  mar¬ 
ketplace  with  Network  World 
Editor  in  Chief  John  Gallant 
and  Senior  Editor  Tim  Greene. 


How  do  you  convince  cus¬ 
tomers  to  go  the  virtual  private 
network  route? 

How  do  you  make  a  graceful 
migration  of  your  appropriate 
traffic  from  direct-dial  remote 
access  to  VPN?  How  do  you  get 


the  benefits  of  both?  How  do 
you  create  a  single  manage¬ 
ment  environment  that  allows 
you  to  do  direct  dial  and  VPN? 
Fifty  percent  of  remote  access 
traffic  is  local.  VPNs  don’t  add 
complexity  to  the  local  remote 
access  call.  With  the 
growth  of  telecommut¬ 
ing,  demands  are  high. 
We  also  have  known 
for  some  time  that  the 
public  phone  network 
provides  enormous 
redundancy  that  data 
networks  don’t,  as 
Internet  outages  show. 
As  a  fallback,  direct- 
dial  remote  access  will 
still  be  an  important 
part  of  a  [chief  infor¬ 
mation  officer’s]  port¬ 
folio  of  technology  for 
some  time. 


There  is  wariness 
among  customers 
about  the  whole  VPN 


Cisco  prepping  router  for  terabit  speeds 


By  Jim  Duffy 

Las  Vegas 

Cisco  Systems,  Inc.’s  new  ter¬ 
abit  router  will  be  based  on  the 
same  architecture  as  the  com¬ 
pany’s  existing  gigabit  routers. 

Next  year,  Cisco  will  unveil 
10G  bit/sec  OC-192  interfaces 
for  its  12000  series  Gigabit 
Switch  Router,  which  will  begin 
the  GSR’s  metamorphosis  into  a 
terabit  switching  router,  said 
Graeme  Fraser,  vice  president 
and  general  manager  of  Cisco’s 
ISP  business  unit.  Fraser  dis¬ 
cussed  Cisco’s  plans  two  weeks 
ago  at  the  NetWorld+Interop  98. 

“We  are  going  to  base  [ter¬ 
abit  routing]  on  the  GSR,” 
Fraser  said.  “We  plan  to 
upgrade  [the  GSR]  next  year 
with  10G  bit/sec  line  cards  for 
250G  bit/sec  of  overall  capacity 
[and]  to  scale  beyond  that  for 
muldterabits.” 

Terabit  routing  provides  the 
speed  many  industry  experts 
say  is  necessary  for  scaling  the 
Internet  into  the  next  decade 


and  providing  a  new  class  of 
data  services  to  end  users. 
Several  router  start-ups  are 
designing  terabit  routers  ( NW, 
Jan.  19,  page  20). 

Many  of  the  start-ups,  how¬ 
ever,  say  that  a  crossbar  switch¬ 
ing  fabric  —  which  is  at  the 
heart  of  Cisco’s  GSR  —  is  inade¬ 
quate  for  scaling  the  Internet  to 
terabit  speeds.  Specifically, 
detractors  say  because  crossbar 
fabrics  employ  input  queuing, 
they  are  insufficient  for  IP  multi¬ 
cast  applications  and  are  suscep¬ 
tible  to  head-of-line  blocking. 

But  Cisco  claims  to  have 
cured  the  multicast  and  head- 
of-line  blocking  issues  of  cross¬ 
bar  switches  with  the  GSR.  For 
multicast,  the  GSR  employs  a 
patented  output-scheduling 
algorithm  for  recognizing  and 
queuing  multicast  packets, 
Fraser  said.  And  the  GSR 
employs  a  technique  Cisco  calls 
“virtual  output  queuing”  to  alle¬ 
viate  head-of-line  blocking. 

Another  technology  that  will 


help  scale  the  GSR  is  wave- 
division  multiplexing  (WDM). 
WDM  is  said  to  provide  in¬ 
creased  bandwidth  efficiency, 
and  eliminates  the  cost  and 
bandwidth  limitations  of  time- 
division  multiplexing  (TDM), 
which  is  employed  in  existing 
Synchronous  Optical  Network 
(SONET)  infrastructures.  To 
connect  the  GSR  to  WDM  gear, 
Cisco  is  developing  a  concate¬ 
nated  OC-48  interface.  A  con¬ 
catenated  interface  statistically 
multiplexes  packets  and  cells 
over  optical  wavelengths  and 
uses  all  of  the  2.5G  bit/sec  avail¬ 
able  in  an  OC-48  trunk.  ■ 

Get  more  online: 

O  Papers  that  explain 
wave-division  multi¬ 
plexing 

o  A  look  at  the  use  of  WDM  in 
metropolitan  area  networks 


concept,  let  alone  the  actual 
VPN  services.  How  do  you  deal 
with  that? 

The  current  solution  for 
remote  access  is  running  com¬ 
plex  data  communications  stuff 
over  the  phone  system.  One  of 
the  biggest  factors  in  remote 
access  is  the  long-distance 
[cost]. 

In  dealing  with  some  of  the 
early  [VPN]  adopters,  they  are 
saying,  “OK,  we’re  going  to 
peel  off  some  of  our  traffic  and 
put  it  on  a  remote  access  VPN.” 
The  costxsavings  let  users  get  a 
two  or  three  month  payback  on 
the  technology.  Is  it  a  risky 
strategy  for  us?  It’s  always  risky 
going  into  new  markets,  but 
you  want  early  market  share. 
And  I  think  there  is  a  com¬ 
pelling  set  of  economics  to 
encourage  customers  and 
customers’  bosses  to  say,  “Let’s 
try  this.” 

You  have  a  box,  but  it’s 
also  a  crowded  field.  What  is 
your  window  for  optimizing  the 
opportunity? 

For  the  longer  term,  we  fun¬ 
damentally  believe  remote 
access  isn’t  going  away.  The 
modem  business  will  continue 
to  be  strong.  The  consolidation 
of  the  ISPs  over  the  course 
of  the  next  couple  of  years 
will  provide  an  access  field 
around  the  world  for  VPNs. 
Once  that  access  field,  the  ISP 
[points  of  presence],  is  in 
place,  you’ll  need  VPN  technol¬ 
ogy  on  the  premise,  and  we  will 
be  there  with  early  market 
share.  It’s  an  important  evolu¬ 
tion,  and  we  hope  to  lead  it. 
Part  of  it  is  demystifying,  part  of 
it  is  delivering. 

What  was  wrong  with  the 
original  Nortel  deal? 

It  was  complicated.  The  sim¬ 
plest  way  to  say  it  is  the  expens¬ 
es  that  were  abated  were  not 
nearly  covering  what  we  were 
spending  on  [research  and 
development].  We  were  spend¬ 
ing  more  than  half  of  our  R&D 
dollars  on  carrier,  but  85%  of 
our  business  was  spent  on 
[remote]  access.  We  had  a 
choice  to  make  whether  we 
serve  our  customers  or  serve 
what  were  in  fact  Nortel 
customers.  ■ 
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She’s  three  keystrokes  away  from  bringing  your  network  to  its  knees.  Unless,  of  course,  you’re 

PART  OF  THE  BC3%  OF  THE  FORTUNE  1  □  □  WHO  HAVE  CHOSEN  NETWORK  ASSOCIATES  FOR  THEIR  NETWORK 

SECURITY  AND  MANAGEMENT.  IF  SO,  BREATHE  EASY.  IF  NOT,  IT’S  PROBABLY  NOT  HER  LOOKS  GIVING  YOU 

SHORTNESS  OF  BREATH.  TO  FIND  OUT  MORE  ABOUT  NETWORK  PROTECTION, 

CALL  l-BDD-332-9966,  DEPT.  6234,  OR  VISIT  WWW.NAI.COM.  □  K ,  NOW  EXHALE. 

Who’s  watching  your  network 
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Briefs 


■  The  Senate  Commerce 
Committee  is  investigating 

“irregularities”  in  the 
E-rate  program,  the  federal 
government’s  subsidy  for  Inter¬ 
net  access  and  telecom  services  at 
schools  and  libraries.  Committee 
Chairman  John 
McCain  (R-Ariz.) 
demanded  a 
report  from  the 
Federal  Com¬ 
munications 
Commission 
explaining  how 
the  FCC  detects 


McCain 


“inflated  costs’’  in  E-rate  con¬ 
tracts.  According  to  a  letter  to  the 
FCC  signed  by  McCain  and  other 
committee  members,  some  school 
districts  are  allegedly  demand¬ 
ing  free  or  discounted  laptops, 
scanners,  cameras,  teacher  train¬ 
ing  and  cable  TV,  none  of  which 
are  among  the  products  and  ser¬ 
vices  eligible  for  discount. 


■  The  U.S.  Small  Business 
Administration  (SBA )  has 
asked  the  Federal  Communica¬ 
tions  Commission  to  reconsider 
its  decision  ending  users’  right 
of first  refusal  for  toll-free 
vanity  numbers  beyond  the 
800  and  888  area  codes.  The  FCC 
ruled  number  combinations  in 
the  877  and  all  subsequent  toll- 
free  area  codes  would  be  thrown 
open.  This  would  allow  the  num¬ 
bers  (800)  FLOWERS  and  (877) 
FLOWERS,  for  example,  to 
belong  to  different  companies. 
The  SBA  charged  that  the  FCC 
waited  until  just  before  877  went 
into  effect  before  making  a  deci¬ 
sion  and  violated  technical 
requirements  for  issuing  federal 
regulations. 


■  Global  One,  the  internation¬ 
al  joint  venture  led  by  Sprint 
Corp.,  has  inaugurated  a  new 
node  in  Buenos  Aires  for  its 

Global  IP  service.  The  service 
offers  Argentine  commercial  sites 
a  choice  of  dedicated  or  dial-up 
access  to  the  Internet.  Global  One 
previously  christenened  frame 
relay  service  in  Argentina  via  an 
agreement  with  Argentina’s 
international  carrier. 


Covering:  The  Internet* Interexchange  and  Local  Carriers 
Wireless* Regulatory  Affairs* Voice  Equipment 


Convergent  cures  hospital’s  net  ills 

Carrier  offers  WAN  services,  LAN  gear,  network  monitoring  and  maintenance. 


By  Tim  Greene 

Englewood,  Colo. 

Precedent  Health  had  a 
major  problem:  The  organiza¬ 
tion  was  about  $2  mil¬ 
lion  shy  of  what  it  need¬ 
ed  to  set  up  the  voice 
and  computer  networks 
for  the  new  Denver  hos¬ 
pital  it  was  planning. 

To  meet  budget, 
Precedent’s  IS  Director 
Roy  Crookshanks  start¬ 
ed  planning  cuts.  He 
abandoned  an  ATM 
LAN  for  10M  bit/sec 
Ethernet.  He  eliminat¬ 
ed  redundant  backups. 

He  wiped  out  full-time  monitor¬ 
ing  of  the  network.  WAN  con¬ 
nections  were  scaled  down. 

But  with  the  help  of  competi¬ 
tive  local  exchange  carrier 
(CLEC)  Convergent  Commun¬ 
ications,  Inc.,  the  hospital 
opened  two  weeks  ago  with  the 


network  Crookshanks  originally 
designed.  Convergent  basically 
took  over  construction  of  the 
hospital  LAN  and  WAN  with  no 


up-front  capital  investment  by 
Precedent.  “We  could  not  have 
built  this  network  ourselves,” 
Crookshanks  said. 

Convergent  is  more  than  the 
average  CLEC.  It  will  buy  a  cus¬ 
tomer’s  existing  LAN  for  cash, 
install  new  gear  if  necessary, 


Convergent  services 


Convergent  Communications  is  a  com¬ 
petitive  local  exchange  carrier  offering 
local  and  long-distance  voice  and  data 
services,  but  it  also: 

•  Buys  your  old  LAN  gear  for  cash. 

•  Plans  and  installs  new  networks. 

•  Monitors  and  maintains  the  gear. 

•  Runs  a  help  desk  for  both  LANs  and  WANs. 


MCI  Systemhouse  develops 
electronic  billing  service 


By  David  Rohde 

Las  Vegas 

MCI  Communications  Corp.’s 
IT  services  arm  has  joined  forces 
with  an  Internet  commerce 
start-up  to  help  banks  offer  elec¬ 
tronic  billing  and  payment  to 
their  customers. 

MCI  Systemhouse  announced 
a  partnership  with  NETdelivery 
Corp.  of  Boulder,  Colo.  NET¬ 
delivery ’s  Electronic  Delivery 
Management  (EDM)  software 
suite  lets  partners  post  con¬ 
sumer  bills  on  secure  Web  sites. 
MCI  Systemhouse  announced 
the  partnership  at  the  recent 
NetWorld+Interop  98  show  here. 

Later  this  year,  the  two  com¬ 
panies  expect  to  roll  out  an  elec¬ 
tronic  billing  service,  which  will 
be  hosted  on  the  MCI  network, 
to  financial  institutions. 

The  competition 

MCI  and  NETdelivery  offi¬ 
cials  expect  the  service  to  com¬ 


pete  with  MSFDC,  the  electronic 
billing  joint  venture  between 
Microsoft  Corp.  and  First  Data 
Corp.  announced  nearly  a  year 
ago.  MSFDC  is  a  service  that  lets 
companies  use  the  Internet  to 
send  bills  to  and  receive  pay¬ 
ments  from  consumers. 

A  number  of  financial  insti¬ 
tutions  are  already  piloting 
MSFDC,  including  Wells  Fargo 
Bank  and  KeyBank  Corp. 
Retailers  such  as  J.C.  Penney 
Company,  Inc.  and  Shell  Oil 
Co.  have  also  signed  up  to  test 
MSFDC. 

MCI  and  NETdelivery  offi¬ 
cials  did  not  give  the  names  of 
banks  scheduled  to  pilot  their 
service. 

“A  lot  of  banks  are  going  to 
pilot  with  us  because  they  don’t 
want  to  give  up  control  to 
Microsoft,”  said  Scott  Andersen, 
operating  executive  for  MCI 
Systemhouse ’s  Commercial  In¬ 
dustries  Sector.  ■ 


supply  WAN  links  and  then 
manage  the  whole  network. 

When  Precedent  called  on 
Convergent,  the  hospital  had 
already  started  installing  an 
Ethernet  LAN  and  had  leased 
hardware.  Convergent  took 
over  those  leases  and  installed 
the  25M  bit/sec  ATM  LAN 
Crookshanks  originally  wanted. 

The  hospital  is  now  setting  up 
a  frame  relay  WAN  that  connects 
remote  clinics  to  the  hospital 
network.  Some  of  the  clinics 
have  been  tied  in  by  56K  bit/sec 
lines,  but  high-bandwidth  appli¬ 
cations,  such  as  radiology  image 
transfers,  will  require  upgrades 
to  1.5M  bit/sec  links. 

By  hiring  Convergent,  Pre¬ 
cedent  avoided  the  $5  million 
up-front  cost  of  setting  up  its 
own  network  and  instead  pays  a 
$130,000  flat  monthly  fee,  or 
$1.56  million  per  year,  based  on 
the  number  of  workstations  in 
use,  Crookshanks  said. 

The  hospital  has  253  net¬ 
work  users,  and  over  the  next 
five  months  that  figure  is 
expected  to  grow  to  450.  The 
number  of  remote  offices  is 
expected  to  increase  from  15  to 


50  over  the  next  year.  Part  of 
Precedent’s  savings  came  from 
eliminating  12  network  IS  jobs. 
The  work  is  now  done  by 
Convergent  employees. 

Convergent  estimates  it  can 
offer  support  services  for  30%  to 
40%  less  than  companies  pay  for 
in-house  support.  In  some  of  its 
points  of  presence,  Convergent 
uses  PBXs  to  do  voice  switching. 
Data  is  routed  to  the  appropri¬ 
ate  long-haul  carrier. 

Convergent  offers  local  and 
long-distance  phone  and  data 
services  as  well  as  design,  instal¬ 
lation  and  continuing  care  of 
LANs  down  to  the  desktop.  The 
CLEC  set  up  shop  in  five  states 
with  plans  to  expand  nation¬ 
wide  focusing  on  businesses 
that  have  up  to  500  desktops. 

©Convergent:  (303)749-3000 


Get  more  online: 


9  Details  of  AT&T’s  LAN 
outsourcing  service 

©  A  guide  to  intranet 
outsourcing 


QUICK  TAKE:  WIRELESS  SERVICES 


What  are  you  paying  for  wireless  services? 

In  a  recent  studyjhe  Yankee  Group  broke  down  the  costs  for  buying 
wireless  services  per  city.  The  consultancy  found  the  worldwide  wire¬ 
less  average  cost  to  be  32  cents  per  minute. 


Least  expensive 
(Per  minute) 

Q  $.08  Seoul,  Korea 

o  $.13  Islamabad,  Pakistan 

O  $.13  Santiago,  Chile 

o  $.16  Sydney,  Australia 

$.18  Chicago 

G  $.18  Rome 

O  $.18  Toronto 

G  $.19  New  Delhi,  India 

G  $.19  Taipei,  Taiwan 

G  $.20  London  and 

Copenhagen,  Denmark 


Most  expensive 
(Per  minute) 

G  $.69  Moscow 

G  $.57  Berlin 

o  $.51  Beijing,  China 

G  $.48  Auckland,  New  Zealand 

Q  $.47  Tokyo 

Q  $.46  Brussels,  Belgium 

G  $.45  New  York 

G  $.45  Panama  City,  Panama 

o  $.43  Amsterdam 

O  $.42  Sao  Paulo,  Brazil  and 
Sofia,  Bulgaria 
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Carriers  &  ISPs 


£YE  ON  THE  CARRIERS 

Front  group  accusations  go  public 


Os  the  stakes  grow  ever  higher  in  the 
telecom  industry  wars,  carriers  are 
no  longer  hesitating  to  tell  regulators 
when  their  opponents  aren’t  playing  fair. 


For  some  time,  the  regional  Bell  oper¬ 
ating  companies  and  the  long¬ 
distance  carriers  have  engaged  in  the 
questionable  practice  of  funding  “con¬ 


sumer  groups”  to  argue  their  cases.  The 
difference  now  is  each  camp  is  tattling 
on  the  other. 

On  Feb.  27,  the  Alliance  for  Public 
Technology  (APT),  which  labels  itself  a 
grass-roots  coalition  of  individuals  and 
nonprofits  promoting  universal  and 
affordable  access  to  public  networks,  gave 
Federal  Communications  Commission 


orer 


Now  get  the  premier  TN3270E,  TN5250  and  VT420 

Terminal  Emulations  Suite  for  networked  PCs,  for  Windows  NT, 
Windows  95  and  Windows  all  on  one  CD.  Don’t  pay  more  for 
backwards  compatibility.  dJi&tHxplorer  is  designed  to  bring 
applications  into  the  future  and  it’s  ready  today. 


COMMUNICATIONS  LTD. 


- 


i  M#  A, 

8*N<rlC*k. 


•fits  Otic s  f 


6>ET 
VezS/Dtj  £> 
No*// 


K. 


d^stExplorer. 

The  terminal 
emulation  suite 
that’s  getting 
everyone  excited. 


Why  do  IT  managers  everywhere  like  HostExplorer  so  much?  That’s  easy. 
They  love  the  way  it  works  right  out  of  the  box.  How  extremely  fast  it  is  — 
and  how  little  memory  it  requires.  And  how  it  lets  their  network  administrators 
control  any  desktop  from  any  location. 

The  fact  is,  you  won’t  find  a  better  terminal  emulation  suite  out  there. 
HostExplorer  gives  you  complete  high  performance  PC-to-enterprise 
connectivity. 

Find  out  for  yourself  why  IT 
managers  are  getting  so  worked 

up.  Contact  us  for  an  evaluation 
copy  of  HostExplorer. 


COMMUNICATIONS  LTD. 


www.hummingbird.com/nw  Email:  info@hummingbird.com  Tel:  (416)496-2200  Fax:  (416)496-2207 
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Chairman  William  Kennard  an  award  for 
his  “pioneering  efforts  in  telecommunica¬ 
tions  and  consumer  access.” 

The  timing  was  no  coincidence.  Just 
nine  days  earlier,  APT  had  fded  a  special 
petition  with  the  FCC  under  Section  706 
of  the  Telecommunications  Act  of  1996. 
The  section  requires  the  FCC  to  remove 
barriers  to  the  deployment  of  broadband 
public  data  networks  or  have  a  plan  to  do 
so  by  August  1998  (AW,  April  6,  page  25). 

In  its  petition,  APT  proposed  that  a 
good  use  of  Section  706  wovdd  be  to  give 
RBOCs  special  authority  to  enter  the 
long-distance  market  for  broadband  ser¬ 
vices  even  before  they  won  general  long¬ 
distance  approval.  The  idea  is  the  RBOCs 
could  become  Internet  backbone 
providers  and  ease  congestion  problems. 

Here’s  what  the  petition  did  not  state: 
Though  APT  does  have  several  hundred 
members  who  pay  a  nominal  fee,  APT 
officials  have  conceded  to  Network  World 
that  a  majority  of  their  operational  fund¬ 
ing  comes  from  the  RBOCs  and  GTE 
Corp.  (AW, Jan.  26,  page  1). 

Now,  the  APT  has  often  filed  com¬ 
ments  in  FCC 
proceedings 
without  anyone 
making  a  big 
deal  out  of  it. 

But  Section  706 
has  the  poten¬ 
tial  to  get  the 
RBOCs  into  the 
long-distance  David  Rohde 
data  business 

without  the  usual  rigmarole  of  meeting  a 
local  competition  checklist  and  providing 
wholesale  services  to  competitors. 

So  this  time  the  long-distance  carriers 
took  the  gloves  off.  In  its  April  13  com¬ 
ments  on  the  APT  petition,  WorldCom, 
Inc.  charged  “APT  is  not  the  unaffi- 
liated,  grass-roots-based  public  interest 
group  that  it  purports  to  be.”  WorldCom 
went  on  to  reveal  how  the  RBOCs  fund 
APT  and  labeled  the  petition  a  “far- 
reaching  attempt  to  rewrite  the 
Telecommunications  Act  of  1996  into  a 
blank  tablet  [for  its]  financial  backers.” 

APT  General  Counsel  Maureen  Lewis 
defended  the  group’s  advocacy.  She  con¬ 
ceded  APT’s  legal  filings  don’t  reveal  its 
funding.  But  she  noted  that  APT’s 
newsletter  now  reveals  APT’s  “sponsors” 
to  be  several  local  phone  companies 
plus  the  U.S.  Telephone  Association, 
their  trade  association. 

It  would  be  too  bad  if  the  dispute  over 
who’s  zooming  who  in  the  regulatory 
game  got  so  heated  that  everyone  forgot 
what  they  were  arguing  about  in  the  first 
place:  more  bandwidth  for  less  money 
from  whoever  can  provide  it.  But 
WorldCom  has  every  right  to  reveal  the 
money  trail  behind  an  FCC  petition.  And 
if  the  RBOCs  think  there’s  merit  in  giving 
them  special  broadband  data  authority, 
they  should  try  to  win  it  fair  and  square. 

Rohde  is  Network  World’s  senior  editor  of 
Carriers  &  ISPs.  He  can  be  reached  at 
david_rohde@nww.  com. 


c§?  Seagate  software 


where  are  the  critical 

problems?? 
where  are  the 
critical 
problems? 


ii  the  real  problems 

please  Stand  Ollt? 


tEAGATE 

NerveCenter 


the  sophisticated  event  management  application  from  Seagate  Software,  enables  automatic 


Seagate  NerveCenter 


three  minor  blips  may 


filtering  and  correlation  of  network  events,  highlighting  ones  that  are  critical 


by  themselves,  but  what  if  they  occur  all  at  once???? 


not  be  important 


Behavior  Models  train  NerveCenter  to  think  like  your  best  network  and  system  administrators,  enabling  it  to  recognize 


do  i  have  to  be  a  rocket  scientist 


relationships  between  events  -  and  correct  or  alert  you  to  them 


With  NerveCenter's  graphical  behavior  models,  you  can  visualize  the  rela 


tionship  between  events,  making  it  easier  to  get  started.  Less  time  wasted  on  small  stuff.  More  time  for  what’s 


important.  That's  what  Seagate  Software’s  new  era  of  information  availably,  access,  and  analysis  is  all  about 


1998  Seagate  Software.  Inc  Seagate  Software  and  the  Seagate  logo  are  trademarks  of  Seagate  Technology  Outside  of  the  US  and  Canada,  call  *  407-531  7501 


Products:  RAD  Data  Communications  WAN  Systems 

Description:  WAN-  systems  for  data  &  voice  with  worldwide  installation  &  maintenance 

Berrefit:  Single  contact  point  for  central  purchasing  and  worldwide  installation  and  maintenance.  Efficient  and  responsive  team 
knowledgeable  of  international  standards  and  requirements.  Extensive  network  of  international  distributors  and  trained" 
service  providers.  Same  account  manager  oversees  the  sales,  installation  and  maintenance  -  domestic  and  international. 
Support  and  training  for  multinational  corporations,  systems  integrators,  resellers  worldwide. 


Contact:  Toll  free  1-800-444-7234  or  market@radusa.com  http://www.rad.com 


One  Contact  for 
chase  &  Worldwide  Service 
of  RAO's  Global  Systems 


Boring  ads.  Brilliant  solutions. 


data  communications 


RAD  Data  Communications,  Inc. 

e-mail:  in  !  t@radusa.com  Toll  Free:  1-800-444-7234  U.S.  Headquarters:  900  Corporate  Drive,  Mahwah,  NJ  07430  Tel:  201/529-1100  Fax:  201/529-5777  Midwest:  Tel:  847/342-9999  Fax:  847/342-9986 
West  Coast:  Tel:  714/897-2448  Fax:  714/891-1764  Canada:  Tel:  416/423-6161  Fax:  416/423-4244  International  Headquarters:  8  Hanechoshet  Street,  Tel  Aviv  69710  Israel  Tel:  972-3-6458181  Fax:  972-3-6498250 


Briefs 


■  The  private 
sector  must  lead 
the  effort  to  set 

Internet  pub¬ 
lic  policy, 

according  to 
White  House 
Internet  advi¬ 
sor  Ira  Magaziner.  In  a  speech 
to  computer  professionals  in 
Washington,  D.C.  last  week,  Maga¬ 
ziner  said  the  federal  government 
is  ill-equipped  to  lead  Internet 
policy  efforts  because  it  moves  too 
slowly  to  keep  up  with  the  rapidly 
changing  technology 

He  also  said  too  few  politicians 
and  policy  makers  in  Washington 
truly  understand  the  Internet  and 
its  impact  on  the  economy.  Maga¬ 
ziner  heads  a  government  panel 
that  is  reviewing  proposals  to 
revamp  the  Internet's  domain 
naming  policy 

■  Keyf  ile  Corp.  of  Nashua, 

N.H.,  this  week  will  unveil  two 
versions  of  its  flagship  document 
management  software:  Keyfile 
4.0  and  Keyfile  for  Microsoft 
Corp.  's  Internet  Information 
Server  ( IIS).  Keyfile  4. 0  runs  on 
Windows  95  and  NT,  and  includes 
an  API  kit  for  customization  and 
a  hands-off  installation  process.  It 
costs  $7,995 per  server  and  $795 
per  client. 

Keyfile  for  IIS  lets  customers 
access  and  work  with  documents 
using  Microsoft’s  Internet  Ex¬ 
plorer  or  Netscape  Communica¬ 
tions  Corp.  's  Navigator.  It  is 
priced  at  $4,995 per  server,  plus 
$495 per  client  access  license. 

©  Keyfile:  (603)  883-3800 

■  Dover  Pacific  Computing, 
Inc.,  of  San  Diego,  has  an¬ 
nounced  a  call  center  and  ship¬ 
ping  fulfillment  application. 
Available  for  Windows  NT  and 
Unix,  Orders  of  Magnitude  costs 
$50,000 for  a  version  that  handles 
direct  marketing  analysis  and 
another  $50,000 for  Web-based 
transactions. 

©  Dover  Pacific  Computing: 
(619)4504800 


Ira  Magaziner 


Covering:  Messaging  •  Groupware  •  Databases 
Multimedia  •  Electronic  Commerce  •  Security 


HP’s  e-commerce  strategy  keys  in  on  QoS 


By  James  Niccolai 

San  Francisco 

Hewlett-Packard  Co.  last 
week  unveiled  a  new  electronic 
commerce  strategy  aimed  at 
letting  businesses  allocate  more 
system  resources  to  their  most 
important  customers  and 
applications. 

Oudining  HP’s  so-called  Web 
Quality  of  Service  (QoS)  strategy 
at  a  press  conference  here,  HP 
executives  said  Internet  users 
demand  a  predictable  level  of 
service  from  Web  sites  before 
they  will  plunge  into  electronic 
commerce.  “In  order  to  provide 
a  good  customer  experience, 
you’ve  got  to  have  a  predictable 
service,”  said  Nigel  Ball,  general 
manager  of  HP’s  Internet  and 
Applications  Systems  Division. 

Web  QoS  consists  of  hard¬ 
ware,  middleware  and  software 
products  that  allow  companies 
and  service  providers  to  give 


functions  such  as  online  banking 
and  sales  priority  over  activities 
such  as  Web  browsing  during 
times  of  peak  activity,  Ball  said. 

The  technologies  also  allow 
businesses  to  identify  their  most 
important  customers  —  by  using 
cookies,  IP  addresses  and  other 
means  —  and  give  those  users 
priority  access  to  server  re¬ 
sources.  Customers  in  a  queue 
will  have  the  consolation  of  an 
onscreen  message  that  tells  them 
how  long  it  will  take  to  get  access 
to  a  site,  company  officials  said. 

The  first  product  based  on 
Web  QoS  technologies  will  be 
HP  ServiceControl,  which  the 
company  plans  to  ship  June  1  for 
its  HP  9000  Enterprise  servers 
and  HP-UX  Unix  operating  sys¬ 
tem.  The  product  includes 
Admission  Control,  a  policy- 
based  system  for  prioritizing  and 
managing  the  workload  on  a 
server,  and  Persistant  Connec¬ 
tions,  which  is  designed  to  pre¬ 
vent  server  overload  by  limiting 
access  to  high-priority  users,  HP 
said. 

In  August,  the  company  plans 
to  offer  a  complete  server  plat¬ 
form  called  HP  Domain  Com¬ 
merce,  which  will  include  HP 
ServiceControl  bundled  with  a 
handful  of  the  most  essential 
electronic  commerce  tools  and 


applications,  officials  said. 

These  include  a  tool  for  man¬ 
aging  electronic  commerce 
applications  centrally  from  a 
Web  browser;  payment  software 
from  HP’s  wholly  owned  subsid¬ 
iary,  Verifone;  and  HP’s  Open- 


Pix  software  for  viewing,  sharing 
and  printing  high-bandwidth 
images  over  the  Internet. 

HP  Domain  Commerce  was 
designed  to  work  well  with  elec¬ 
tronic  applications  from  part¬ 
ners  BroadVision,  Inc.,  iCat 
Corp.,  Intershop  Communica¬ 
tions,  Inc.  and  Open  Market, 
Inc. 

HP’s  initial  QoS  offerings 
were  developed  for  its  HP-UX 
version  of  Unix.  The  company 
plans  to  port  HP  Domain  Com¬ 
merce  to  Windows  NT  and  possi¬ 
bly  to  other  versions  of  Unix  in 


the  future,  although  no  concrete 
plans  for  other  Unix  systems 
have  been  made.  Ball  said. 

HP  ServiceControl  is  priced 
at  $800  per  CPU,  while  HP 
Domain  Commerce  will  cost 
$3,995,  HPsaid. 


The  company  also  an¬ 
nounced  ongoing  work  with 
Cisco  Systems,  Inc.  to  enhance 
HP’s  QoS  offerings.  HP  Service- 
Control  includes  a  technology 
that  improves  load  balancing 
using  Cisco’s  LocalDirector. 
Also,  the  companies  are  working 
together  to  more  tightly  inte¬ 
grate  Cisco’s  CiscoAssure  Policy 
Networking  with  HP’s  QoS  tech¬ 
nologies,  Cisco  officials  said. 

HP  hopes  its  Web  QoS  strat¬ 
egy  will  enable  it  to  compete  bet¬ 
ter  against  system  vendors  IBM 
and  Sun  Microsystems,  Inc.,  Ball 
said.  In  one  of  several  jibes  at 
IBM,  Ball  criticized  the  company 
for  trying  to  decrease  customer 
wait  times  by  “throwing  more 
hardware  at  the  problem,” 
rather  than  making  better  use  of 
available  resources. 


Sterling  crafts  Year  2000  fix  for  EDI 

Company  tackles  EDI  Year  20000  problems  for  customers  and  their  partners. 


v-Uy.-V;;v., 


Hewlett-Packard  last  week  rolled  out  a  new  electronic-commerce  strategy, 
dubbed  Web  Quality  of  Service,  which  includes  the  following: 

O  Peak-usage  management,  a  feature  that  prioritizes  requests  to  keep  the 
system  from  being  overloaded. 

O  User  classes,  a  way  to  offer  higher  levels  of  service  to  premier  customers. 
o  Service  classes,  a  way  to  prioritize  types  of  services  such  as  transactions 
vs.  browsing. 

Q  Joint  development  with  Cisco  to  bring  Web  QoS  features  to  Cisco  hardware. 


HP  puts  money  on  electronic  commerce  table 


Get  more  online: 


o  More  details 
from  HP 


Q  Overviews  of  Web 


guarantees  made  by  ISPs 


By  Ellen  Messmer 

Columbus,  Ohio 

Sterling  Commerce,  Inc.  has 
detailed  a  multipronged  ap¬ 
proach  to  fixing  the  Year  2000 
problem  its  corporate  customers 
face  with  older  electronic  data 
interchange  software. 

Only  the  very  latest  4010  ver¬ 
sion  of  the  ANSI  EDI  standard, 
finalized  last  December,  has  an 
8-byte  data  field  to  properly  pro¬ 
cess  the  year  2000  date.  Older 
EDI  software  uses  a  6-byte  field 
that  can’t  process  the  year  2000 
date  and  those  beyond,  accord¬ 
ing  to  Sterling  Product  Manager 
Carole  Comscock. 

As  a  remedy  to  the  problem, 
Sterling  will  provide  a  free  ver¬ 


sion  of  4010-compliant  software 
to  its  current  EDI  corporate  cus¬ 
tomers.  Sterling  EDI  customers 
Cummins  Engine  Co.,  Toys  ’R 
Us,  Inc.  and  JCPenney  Com¬ 
pany,  Inc.  are  large  EDI  users 
that  have  started  the  trek  to  Year 
2000  compliance. 

Because  Sterling  EDI  custom¬ 
ers  have  trading  partners  that 
use  competing  EDI  software, 
Sterling  also  is  offering  to  set  up 
a  Year  2000  conversion  service  in 
its  value-added  network  to  con¬ 
vert  any  incoming  Year  2000- 
challenged  messages  into  the 
4010  format. 

Sterling  plans  to  charge  a 
one-time  fee  for  the  conversion 
service  for  its  largest  EDI  cus¬ 


tomers.  The  fee  is  expected  to 
range  from  $  1 ,000  to  $3,000. 

Sterling  also  will  help  large 
EDI  customers  get  their  trading 
partners  year  2000-ready. 
“We’re  keeping  a  database  of  all 
Year  2000-certified  customers,” 
Comscock  said. 

There  is  also  the  option  for 
trading  partners  to  simply  agree 
that  “00”  means  the  year  2000. 
The  retail  and  grocery  indus¬ 
tries,  for  example,  might  view 
this  as  an  interim  course  of 
action,  Comscock  said.  The 
health  care  industry,  however,  is 
less  likely  to  follow  suit  because  it 
needs  a  four-digit  year  field  to 
represent  a  patient’s  date  of 
birth.  ■ 


World  Cup  debut 

HP’s  Web  QoS  will  receive  a 
public  trial  over  the  next  few 
months  during  the  1998  World 
Cup  Football  tournament.  HP  is 
the  IT  hardware  and  mainte¬ 
nance  supplier  for  the  event,  and 
a  component  of  Web  QoS  that 
gives  priority  to  users  making 
online  transactions  will  be  used 
on  die  World  Cup’s  online  store, 
officials  said. 

For  more  information,  HP 
can  be  contacted  at  (650)  857- 
1501. 

Niccolai  is  a  correspondent  with 
IDG  News  Service’s  San  Francisco 
bureau. 
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YOU  MIGHT  BUY  THE  IDEA 
THAT  A  LOT  OF  SERVERS 
CAN  DO  THE  JOB 

OF  THE  NEW  S/390  G5  SERVER. 


BUT  THEN  YOU’D 
HAVE  TO  BUY 
A  LOT  OF  SERVERS. 


IBM  S/390  PARALLEL  ENTERPRISE  SERVER  -  GENERATION  5™ 

With  twice  the  power  of  its  high-end  predecessors,  the  new  CMOS-based  S/390  G5  enterprise  server  easily  handles  the  largest 
workloads.  It  supports  UNIX,®  Java™  and  hot  new  apps  like  SAP  R/3,  Baan*  PeopleSoft,  Oracle  Applications  and  Lotus®  Domino™ 
It  even  helps  reduce  cost  by  enabling  server  consolidation.  And  all  this  can  be  run  as  a  single  enterprise  system.  Looking  to  do  business  on 
the  Net?  The  S/390  server  offers  Parallel  Sysplex®  technology  with  unsurpassed  99.999%  availability  and  bulletproof  security.  To  put  a  lot 
more  server  behind  your  enterprise,  visit  www.s390.ibm.com/g5  IBM  S/390:  The  defining  standard  in  enterprise  computing. 


Intranet  Applications 


’NIT iNSIDER 

Security  on  the  horizon 


s  predicted  in  a  front-page  story  in 
the  May  4th  issue  of  Network  World, 
virtual  piivate  networks  (VPN)  were  all 
the  rage  at  NetWorld+Interop  98  in  Las 


Vegas.  VPNs  were  not  the  only  hot  topic 
by  far,  but  they  did  seem  to  be  every¬ 
where  you  looked. 

The  show  seemed  a  bit  subdued  com¬ 


pared  with  last  year’s  (although  any 
show  in  Las  Vegas  is  on  an  entirely  dif¬ 
ferent  plane  than  shows  elsewhere).  The 
magicians  trying  to  entice  you  to  listen 
to  a  spiel  about  Ethernet  switches  were 
here  once  again,  but  there  seemed  to  be 
fewer  of  them  and,  wonder  of  wonders, 
there  were  even  some  technically  com¬ 
petent  people  in  some  of  the  booths. 


In  addition  to  VPNs,  the  Gigabit 
Ethernet  vendors  were  out  in  force  with 
20  or  more  booths  in  addition  to  the  big 
Gigabit  Alliance  booth.  There  were 
many  other  interesting  products,  such  as 
Manage. Corn’s  Java-based  front-line 
management  station. 

But  VPNs  seemed  to  me  to  be  the 
show  focus  this  year,  just  like  Gigabit 
Ethernet  was  last  year,  IP  Switching  the 
year  before  and  ATM  before  that.  I  just 
hope  Gigabit  Ethernet  and  VPNs  do  not 
take  the  same  path  to  success  that  the 
other  hot  topics  did. 

One  problem  with  all  of  the  attention 
on  VPNs  is  there  is  no  one  consistent 
thing  that  the  VPN  proponents  are  talk¬ 
ing  about. 

Some  vendors  are  talking  about  the 
connections  between  corporate  fire¬ 
walls  when  they  speak  of  VPNs.  Others 
are  referring  to  the  connections  inside 
a  WAN  that  an  ISP  might  set  up  to  do 
traffic  engineering  or  to  help  facilitate 
the  delivery  of  consistent  quality  of  ser¬ 
vice  (QoS).  Others  mean  the  IP  tun¬ 
nels  that  can  be 
created  between 
an  on-the-road 
employee  dialing 
into  a  local  ISP 
and  the  home 
office.  And  a  few 
vendors  seem  to 
think  any  en¬ 
crypted  point-to- 
point  link  qualifies 
as  a  VPN. 

All  of  the  above  are  valid  definitions 
of  what  a  VPN  might  be.  But  with  all  of 
the  differing  assumptions  about  VPNs,  it 
is  a  good  idea  for  users  considering  the 
purchase  of  VPN  services  or  equipment 
to  be  sure  that  their  own  and  the  ven¬ 
dors’  assumptions  about  the  technology 
are  in  line. 

One  thing  that  most  definitions  of  the 
technology  have  in  common  is  that  a 
VPN  includes  encrypted  point-to-point 
tunnels.  Encouragingly,  most  of  the  ven¬ 
dors  I  saw  said  they  supported  IP 
Security.  IPSec  is  the  IETF  technology 
that  supports  encrypted  tunnels  along 
with  management  of  the  cryptographic 
keys.  IPSec  is  in  the  final  stages  of  being 
approved  as  a  proposed  standard. 

In  spite  of  the  fact  that  IPSec  is  not  yet 
approved,  eight  IPSec  software  vendors 
have  already  demonstrated  interoper¬ 
ability  between  their  products,  and 
many  more  companies  have  announced 
products. 

It’s  a  good  sign  that  most  of  the  VPN 
vendors  say  they  already  support  IPSec 
or  will  in  the  future.  This  means  there  is 
a  reasonable  chance  that  many  of  the 
VPN  products  will  interoperate.  This,  of 
course,  is  the  purpose  of  standards. 

Disclaimer:  Even  though  Harvard  sets 
its  own  standards,  its  products  interoper¬ 
ate.  The  above  are  my  own  observations. 

Bradner  is  a  consultant  with  Harvard 
University ’s  University  Information  Systems.  He 
can  be  reached  at  sob@harvard.edu. 


ARE  YOU  GOING  TO 
TELL  YOUR  KIDS  YOU  DID 
IN  THE  IP  REVOLUTION 


Will  you  tell  them  it  just  passed 
you  by  because  you  could  never 
quite  get  a  handle  on  it?  Or  that 
you  used  Xedia  Access  Point  to 
leverage  the  power  of  the  internet, 
prioritize  bandwidth,  reduce  costs, 
and  create  a  platform  that  you 
could  build  on  well  into  the  future. 
Your  call.  For  a  white  paper  on 
Xedia,  check  out  www.xedia.com 
or  email  us  at  info@xedia.com. 


1.800. 98. XEDIA  -  WWW.XEDIA.COM 
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Rapid  growth  can  make 
your  data  rampage  wildly 
out  of  control.  That’s  why 
Digital  StorageWorks 
puts  a  leash  on  it.  With 
an  expandable  building 
block  design  that  lets  you 
scale  your  storage  solu¬ 
tions  to  your  changing 
needs.  And  because 
access  to  data  becomes 
transparent  across  all 


major  operating  systems, 
you  can  take  full  advan¬ 
tage  of  it  Ferocious  growth 
can  be  a  big  opportunity 
for  you.  That’s  why  we 
have  the  StorageWorks 
products  you  need  to 
harness  the  power  of 
information  and  make 
it  work  for  you.  Call 
1 -800-DIGITAL  or  visit 
www.digital.com/tame. 


ESA  10000  Multiple  terabyte 
capacity  scalable  to  over 
tOOMB/sec  performance  on 
Digital,  Sun,  HP,  IBM 
and  SGI.  HA  7000  Capacity 
up  to  1TB  with  Fibre  Channel 
speeds  for  Year  2000  readiness. 
BA  1000  Windows  AT® 
clustering  storage  solution 
with  point  and  click  storage 
management. 
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Productivity  suites 


aking  Webmasters  of  us  all 


Lotus  envisions  FastSite 
appealing  to  departments,  ■„ 
such  as  human  resources, 
that  may  want  to  set  up 
mini  Web  sites. 


s  intranets  continue  to  proliferate, 
experts  say  many  are  falling  prey  to 
the  so-called  Dead  Web  Syndrome, 
symptomized  by  stale,  lackluster  content 
and  broken  hyperlinks  that  only  serve  to 
keep  visitors  away.  One  important  reason  for  this 
syndrome  is  that  too  few  workers  are  pitching  in 
to  help  keep  their  corporate  sites  current,  lively 
and  vital. 

Why  the  dearth? 

The  most  natural  would-be  content  developers 
—  bosses,  middle  managers,  knowledge  workers 
and  secretaries  —  do  not  possess  the  skills  neces¬ 
sary  to  funnel  information  from  their  PCs  to  an 
intranet  Web  server.  They  need  a  Webmaster’s 
help.  However,  with  today’s  estimated  average 
ratio  of  50  content  contributors  to  one  Web¬ 
master,  pushing  everything  through  that 
central  IT  clearinghouse  can  create  a  bottleneck 
capable  of  choking  even  the  best-intended 
intranet. 

A  recent  survey  of  major  business  customers 
conducted  by  Microsoft  Corp.  shows  that  82%  of 
intranets  have  suffered  from  the 
Dead  Web  Syndrome. 

The  good  news  is  that  help 
appears  to  be  on  the  way. 

Natural  content  creators  may 
not  know  how  to  write  HTML 
tags,  but  they  can  generally  han¬ 
dle  the  word  processors,  spread¬ 
sheets  and  presentation  applications  already 
found  in  the  two  dominant  office  productivity 
suites,  Microsoft  Office  and  Lotus  Development 
Corp.’s  SmartSuite.  Mindful  of  these  realities, 
Microsoft  and  Lotus  are  striving  to  convert  their 
suites  into  de  facto  Web  publishing  tools  that  will 
allow  companies  to  disperse  the  intranet-building 
load  from  scarce,  overburdened  Webmasters  out 
to  departments  and  workgroups. 

“Instead  of  an  IT-hosted,  IT-created,  top-down 
intranet,  what  you’re  seeing  at  the  group  level  is 
an  end  user  creating  an  intranet  to  help  share 
information  between  users,”  says  Andrew  Dixon, 
an  Office  product  manager  at  Microsoft.  “That’s 
not  part  of  their  job,  that’s  not  part  of  their  train¬ 
ing.  But  they  just  need  to  solve  this  problem.” 

Office  and  SmartSuite  users  are  already  able  to 
save  text  and  spreadsheet  documents  directly  into 
HTML  without  any  complex  conversion  process. 
However,  it’s  the  next  step  —  getting  that  stuff 
posted  to  the  Web  —  that  continues  to  call  for 
Webmaster  intervention  ...  at  least  for  now. 

Fortunately,  the  next  version  of  SmartSuite  will 
include  a  new  application  called  FastSite  that 
Lotus  and  its  beta  customers  believe  will  go  a  long 
way  toward  bolstering  the  ranks  of  content  pro¬ 
ducers  who  are  also  capable  of  direct  Web  pub¬ 
lishing.  FastSite  allows  a  nontechnical  SmartSuite 
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Paul  McNamara 


user  to  edit  and  publish  directly  to  a  simple 
intranet  site  without  knowing  HTML  or  having  to 
use  a  more  complex  tool  such  as  NetObjects 
Fusion  from  NetObjects,  Inc.  or  Microsoft’s 
FrontPage. 

“We  have  folks  in  larger  corporations  who  are 
[looking  at]  this  with  minisites  in  mind,”  says 
Heidi  Votaw,  a  SmartSuite  product  manager.  “For 
example,  maybe  a  [human  resources]  group 
might  push  all  their  policies  and  procedures  into 
a  mini  Web  site  so  that  they  can  do  document 
sharing  and  make  sure  that  the  information  is  up 
to  date  and  available.  You  could  have  a  finance 

COMING  IN  LOTUS’  NEXT  SMARTSUITE 

When  the  Millennium  Edition  of  Lotus’  SmartSuite 
ships  this  summer  it  will  include  a  new  Web  publishing 
application  called  FastSite. 
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KBSD  SmartSuite  : 

Welcome  to  FastSite! 


*  £ ri lit  >  section 

*  Cram  a  Imierlinh 

Edit  a  stte 

*  Add  mart  lilts  la  a  silt  or  section 

*  flama  publishing  anaaaies 

*  Change  >5iH  5  WebLoah 

*  Change  «  section  s  WebLook 

Publish  a  site 


*  Preview  web  mats  in  browser 
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FastSite  will  allow 
SmartSuite  users  to 
see  pages  exactly 
as  they  will  appear 
on  the  Web. 
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[site]  and  a  sales  and  marketing  site.” 

According  to  one  beta  tester,  Micheline  Long, 
a  computer  consultant  in  Palmdale,  Calif., 

FastSite  “is  fabulous  [and]  just  what  people  need” 
to  inject  new  life  into  their  intranets.  ‘You  can 
take  documents  that  are  already  created  else¬ 
where  [and]  just  slam  them  together  in  a  couple 
of  easy  steps,”  Long  says.  The  result,  she  adds,  is 
“a  Web  site  that’s  creative  and  functional  and 
profitable.” 

FastSite,  however,  is  not  intended  to  take  the 
place  of  more  powerful  site-design  tools.  “People 
who  are  using  NetObjects  Fusion  to  do  the  layout 
and  the  content  are  probably  going  to  keep  using 
it,”  says  another  beta  tester,  John  Head,  technical 
director  of  Artron  Products,  Inc.  in  Carol  Stream, 
Ill.  “This  product  is  targeted  at  anybody  who  is 
not  a  developer.” 

Head  sees  FastSite  putting  responsibility  for 
intranet  content  in  the  hands  of  those  who  are 
best  suited  to  the  task.  “The  customers  will  love  it 
because  they  have  control;  they’re  not  handing  [a 
Webmaster]  all  these  pieces  of  paper,”  he  says. 


“They  want  to  administer  the  content  themselves, 
and  this  really  allows  them  to  do  that.” 

Long  believes  FastSite  will  be  popular  among 
customers  who  have  so  far  shied  away  from  get¬ 
ting  onto  the  Web  for  fear  of  not  being  able  to 
handle  the  technology. 

“I  have  people  who  come  to  me  and  say,  ‘I 
really  have  to  do  a  Web  site,  but  I  don’t  know 
how,’  ”  Long  says.  “Well,  they  can  do  it  now.” 

Actually,  FastSite  won’t  be  available  until  the 
next  version  of  SmartSuite,  called  the  Millennium 
Edition,  ships  this  summer. 

Meanwhile,  Microsoft  intends  to  provide  that 
same  ease  of  publishing  in  the  next  version  of 
Office,  due  by  year-end. 

“We’re  making  a  big  investment  to  elevate 
HTML  to  the  same  level  of  our  native  file  for¬ 
mats,  such  as  .DOC  and  .XLS  files,”  Microsoft’s 
Dixon  says.  “This  will  let  anyone  on  any  platform 
read  business  documents  created  by  Office, 
including  documents  with  rich  formatting  ele¬ 
ments  such  as  charts  and  draw¬ 
ing  objects.” 

Office  will  use  the  Extensible 
Markup  Language  to  enable 
“round-tripping,”  Dixon  adds, 
which  means  a  user  can  save  an 
Office  document  in 
HTML  and  reopen  it  in 
Office  without  losing 
data  or  formatting. 

In  addition,  Office 

_  users  will  be  able  to  cre¬ 
ate,  edit,  save  and 

retrieve  documents  on  their  intranet  without 
Webmaster  assistance. 

“This  capability  will  be  so  tightly  integrated 
into  the  standard  document  open  and  save  prac¬ 
tices  of  today  that  publishing  to  the  Web  will 
become  a  simple  part  of  people’s  regular  work 
habits,”  Dixon  says. 

Having  more  workers  involved  in  maintaining  a 
corporate  intranet  may  be  a  good  thing,  but  it  is 
not  without  potential  pitfalls,  says  one  expert. 

“If  you’ve  got  potentially  hundreds  or  thou¬ 
sands  of  content  developers  and  this  is  an  extra- 
net  environment  that  provides  access  to  the 
outside  world,  it  could  pose  some  security  con¬ 
cerns  [about  the]  posting  of  competitive  informa¬ 
tion  or  sales  forecasts,”  says  Michael  Osterman, 
an  analyst  with  Creative  Networks,  Inc.  of  Palo 
Alto,  Calif.  “There  could  also  be  some  network 
security  risks.” 

However,  these  risks  pale  in  comparison  with 
the  potential  benefits,  according  to  Osterman. 

“I  would  anticipate  that  the  vast  majority 
of  intranet  content  is  going  to  be  end-user 
developed  within  the  next  couple  of  years,” 
he  says.  ■ 


Users  will  not  only  be  able  to 
save  documents  to  HTML  but 
also  publish  them  directly  to 
an  intranet. 
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^  Base  introduces  the  MegaSwitch  II 
Desktop  Edition.  The  Nbase  NH2048  has  32 
switched  10/100  auto-negotiating  ports  and 
two  uplink  slots  for  Fast  Ethernet,  Gigabit 
Ethernet,  FDDI,  and  ATM.  This  48-port  switch 
is  a  cost-effective  solution  for  desktop  switching 
requiring  low  latency  and  extensive 
management  capabilities.  Order  now, 
call  800-858-7815  ext.  337  or  call  your  local 
NBase  reseller  for  your  special  introductory 
offer  of  only  $89  per  port. 
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Technology  Driven  Networks 


Birthday  Ethernet! 


thernet,  with  all  talk  about  gigabit  this 
and  even  terabit  that,  has  never 
looked  younger.  But  we  old  timers 
know  that  dtis  venerable  IAN  tech¬ 
nology  has  been  kicking  around  for  a 
while.  A  long  while.  In  fact,  Ethernet 
turns  25  years  old  Friday. 

That’s  right.  On  May  22,  1973,  in  Palo 
Alto,  Bob  Metcalfe  sat  down  in  front  of  an 


IBM  Selectric  typewriter  and  cranked  out  a 
13-page  description  of  Ethernet.  Metcalfe 
believes  this  document  represents  the  very' 
invention  of  the  technology. 

In  1979  he  founded  3Com  Corp.  to 
commercialize  his  invention.  Along  the  way, 
he  had  some  significant  help  in  refining  the 
technology,  including  assistance  from  some 
of  the  industry  heavyweights  we  queried  for 


the  story  on  the  opposite  page. 

Metcalfe  is  currently  vice  president  of 
technology  for  International  Data  Group, 
the  parent  company  of  Network  World.  He’s 
also  a  weekly  columnist  for  NW’s  sister  pub¬ 
lication,  InfoWorld,  and  sits  on  NW’s  board 
of  directors. 

We  caught  up  with  Metcalfe  to  get  his 
thoughts  on  Ethernet  as  it  turns  25. 
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Where  do  you  see  Ethernet  going  from 
here?  Is  there  a  limit  to  how  far  the  tech¬ 
nology  can  go,  speed-wise? 

We’re  at  Gigabit  Ethernet  now,  right? 
There’s  clearly  work  to  follow  that  — 
it’s  already  going  on  in  places.  I  sup¬ 
pose  we’ll  eventually  get  to  Terabit 
Ethernet  —  that’s  an  easy  prediction. 

Ethernet  used  to  mean  CSMA/CD 
LAN.  Now  it  means  something  differ¬ 
ent.  Ethernet  is  sort  of  a  name  for  a 
cadre  of  companies  that  over  almost  20 
years  has  learned  how  to  build  a  series 
of  businesses  based  on  standards.  So 
that’s  what  Ethernet  means  —  it  means 
that  cadre  of  companies.  It’s  Ethernet 
in  a  much  stronger,  new  sense.  And 
it’s  one  of  the  reasons  why  Gigabit 
Ethernet  has  been  kicking  ATM’s  butt 
recendy  —  because  the  ATM  people 
don’t  know  how  to  operate  this  way. 

You  mean  cooperating  and  launching 
standards  and  such  ? 

Yeah,  the  ATM  people  just  don’t 
know  how  to  do  it.  We  saw  it  with  ISDN, 
which  was  sort  of  a  poor  implementa¬ 
tion,  weakly  standardized,  slowly 
deployed,  if  at  all,  and  then  over¬ 
charged  for,  without  any  competition. 
And  ATM  sort  of  comes  out  of  that 
[same  group],  which  doesn’t  really 
know  how  to  make  standards,  doesn’t 
know  how  to  migrate  —  it  doesn’t  know 
how  to  compete,  that’s  probably  its 


greatest  weakness.  That  would  be  a  sys¬ 
temic  explanation  for  why  Gigabit 
Ethernet  has  been  kicking  ATM’s  butt. 

What  do  you  see  as  the  key  challenges 
facing  Ethernet  going  forward? 

Getting  into  the  home.  In  order  for 
Ethernet  to  get  to  residential  in  any  big 
way,  just  as  we  saw  with  business,  a  LAN 
has  to  develop  first  because  most  of  the 
traffic  is  LAN  traffic  and  a  small  frac¬ 
tion  leaks  out  into  the  WAN.  So  a  big 
challenge  is  for  Ethernet  to  evolve  on 
the  low  end  —  [to  become]  cheap  and 
easy  to  use. 

Will  Ethernet  have  a  50th  birthday,  or 
will  it  be  just  a  memory  by  the  year  2023? 

I  predicted  that  2003  would  be  the 
last  year  in  which  a  new  Ethernet  prod¬ 
uct  would  be  announced.  But  I  made 
that  prediction  based  on  the  10M 
bit/sec  limit.  That  was  before  I  saw,  as 
others  saw,  that  you  could  speed  it  up. 
That’s  been  going  on  steadily.  And  then 
when  you  go  switched  and  eliminate 
collisions  entirely,  the  sky’s  the  limit. 

So  you’re  saying  it  will  have  a  50th 
birthday? 

Absolutely.  I’ve  changed  my  mind. 
And  I  hope  to  attend  the  party.  Wouldn’t 
that  be  nice? 

What  were  your  original  expectations 


for  Ethernet? 

The  immediate  problem  was  con¬ 
necting  all  those  new  PCs  we  were 
building  at  Parc  [Xerox  Corp.’s  Palo 
Alto  Research  Center]  to  the  laser 
printer  we  were  building.  I  was  given 
the  job  of  connecting  them  together. 

That’s  all  you  had  in  mind  at  that  time? 

Yeah,  the  idea  of  Ethernet  as  a  stan¬ 
dard  did  not  occur  until  ’79,  six  years 
later.  It  was  an  idea  that  Gordon  Bell  at 
[Digital  Equipment  Corp.]  and  I  had  at 
a  meeting  in  his  office  at  DEC  in 
February  of  ’79.  He  wanted  me  to 
devise  another  IAN  that  DEC  could  use 
that  wouldn’t  run  afoul  of  Xerox’s 
patents.  And  we  had  the  idea,  “Hey, 
instead  of  doing  all  that,  why  don’t  we 
just  write  a  letter  to  Xerox  and  propose 
we  work  together  to  make  a  standard?” 
And  then  it  began  to  look  big,  so  that 
by  June,  after  I  brought  DEC,  Intel  and 
Xerox  together,  I  was  convinced  there 
would  be  an  Ethernet-compatible  mar¬ 
ketplace,  and  that  3Com  should  be 
formed  to  serve  it.  So  it  looked  big 
then,  in  ’79,  not  back  in  ’73  when  it  was 
invented  —  May  22,  1973. 

What  has  most  surprised  you  about  the 
evolution  of  Ethernet? 

Other  than  the  fact  that  it  passed  100 
million  connections  a  long  time  ago? 
Other  than  the  fact  that  3Com  is  now  a 


$7  billion  company?  Those  are  two  big 
surprises. 

I’m  surprised  about  how  ugly  the 
process  is  of  standardizing  and  compet¬ 
ing  around  a  standard.  It’s  intrinsically 
ugly,  and  it  works  beautifully.  But  you 
have  to  have  a  stomach  for  street 
fighting.  That  was  kind  of  a  surprise. 
Innovation  is  not  some  artist’s  concep¬ 
tion  of  innovation.  It’s  really  rough  and 
tumble  and  that’s  necessary  for  it  to 
work,  and  it  does  work  brilliantly. 
Evidence  —  Gigabit  Ethernet  kicking 
ATM’s  butt. 

You  seem  to  like  saying  that. 

Yeah.  I  just  picked  it  up  in  this  con¬ 
versation.  I  like  the  ring  of  it. 

—  Paid  Desmond 


GREAT  MOMENTS  IN  ETHERNET  HISTORY 


p  1970:  Bob  Metcalfe  hears  about  AlohaNet,  a  radio- 
based  data  communications  system.  He  is  inspired. 

May  22, 1973:  Metcalfe  writes  13-  r  1975:  Ethernet 
page  memo  that  essentially  serves 
as  the  invention  of  Ethernet. 
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patent  filed. 
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1970 


1973  1975 


1979: 3Com  formed  to  commercialize  Ethernet. 

1979:  Metcalfe  and  Gordon  Bell  propose  Ethernet  as  a  standard. 

1979:  IBM  rejects  Metcalfe  proposal  to  adopt  Ethernet. 

1980:  Ethernet  specification  written  and  submitted  to  IEEE. 

1981:  Bridge  Communications  formed  to  build  Layer  3  routers. 


I 


1979  1980  1981  1982  1983 


1990:  Ethernet  becomes  the  only  ISO  LAN  standard, 
r  1990:  First  Ethernet  switch  debuted  by  Kalpana. 


1992:  First  Fast  Ethernet  switch 
announced  by  Grand  Junction. 


- 

;A:' 


1990  1992 


1997 


SOURCE:  MAYFIELD  FUND,  MENLO  PARK,  CALIF. 


T 

■— 1983:  Cabletron  formed. 

1982: 3Com  ships  first  PC  Ethernet  LAN  adaptor. 


c 


1997:  First  Gigabit  Ethernet  switch 
delivered  by  Foundry  Networks. 
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Looking  forward  to  the  n 


Bhardwaj 


Bradner 


Cerf 


Cooper 


Daines 


For  more  views  on  where  Ethernet  is  headed,  we  queried  some 
industry  figures  who  know  a  thing  or  two  about  the  topic. 


Below  are  the  thoughts  of  Vinod 
Bhardwaj,  president  and  CEO  of  high¬ 
speed  network  start-up  ControlNet,  Inc. 
and  co-founder  of  Kalpana,  Inc.,  the 
company  credited  with  producing  the 
first  Ethernet  switch;  Scott  Bradner,  a 
consultant  with  Harvard  University’s 
University  Information  Systems  and 
Network  World  columnist;  Vinton  Cerf, 
senior  vice  president  of  Internet  archi¬ 
tecture  and  engineering  at  MCI 
Communications  Corp.;  Eric  Cooper, 
CEO  of  FORE  Systems,  Inc.  —  for  the 
view  from  the  ATM  side;  Bernard 
Daines,  a  consultant  to  3Com  Corp.  on 
its  first  commercial  Ethernet  products, 
co-founder  of  Fast  Ethernet  switch 
maker  Grand  Junction  Networks,  and 
current  chairman,  president  and  CEO 
of  Gigabit  Ethernet  switch  vendor 
Packet  Engines,  Inc. 

Where  do  you  see  Ethernet  going  from 
here?  Is  there  a  limit  to  how  far  the  technol¬ 
ogy  can  go,  speed-wise? 

CERF  The  basic  design  can  work  be¬ 
yond  gigabits,  but  the  physical  size  of 
the  network  has  to  shrink  to  make  it  so. 
Beyond  tens  of  gigabits,  it  is  hard  to  tell 
whether  it  will  still  be  useful,  except  as  a 
very  local  interconnect  method.  Of 
course  switched  Ethernet  may  well  work 
fine  at  higher  speeds,  since  only  one 
device  occupies  each  “spoke,”  and  the 
switching  does  what  the  shared  Ether¬ 
net  did  at  lower  speeds. 

BHARDWAJ  There  is  no  limit  on  how 
far  the  technology  could  go.  For  fiber, 
we  should  see  10G  bit/ sec  Ethernet 
soon.  And  for  copper,  although  the  cur¬ 
rent  limit  seems  to  be  1G  bit/ sec  on 
four  pairs,  with  improvements  in  cable 
and  by  sheer  ingenuity  of  future  cre¬ 
ative  engineers,  it  will  be  possible  to 
exceed  the  current  250M  bit/ sec  per 
pair  limit.  Even  higher  speeds  could  be 


obtained  by  using  more  than  four  pairs 
in  a  cable.  You  could  have  a  flat  cable 
with  24  pairs  running  at  10G  bit/sec. 

COOPER  It’s  already  a  stretch  to  call 
Ethernet  a  “technology.”  Now  it’s  main¬ 
ly  just  a  logical  specification  of  address 
and  frame  formats.  The  early  technolo¬ 
gy  —  of  shared  media  access,  collision 
detection  and  avoidance  and  so  on  — 
has  been  made  vestigial,  if  not  quite 
completely  irrelevant,  with  the  advent  of 
switch-based,  dedicated-access  networks. 

As  the  historical  baggage  of  shared 
access  is  left  behind,  there  is  no  techno¬ 
logical  reason  why  Ethernet-compatible 
address  and  frame  formats  can’t  be  used 
on  higher  and  higher  speed  dedicated 
links.  It’s  simply  gated  by  improvements 
in  transceiver  technology  —  electrical, 
optical  or  what  have  you. 

What  do  you  see  as  the  key  challenges 
facing  the  technology? 

BHARDWAJ  For  the  copper  version,  it  is 
the  limitations  of  the  analog  circuitry.  A 
special  semiconductor  process  might  be 
needed  just  for  analog,  which  could 
provide  higher  speed  transistors  at  high¬ 
er  voltages  and  with  better  substrate 
noise  isolation.  I  doubt  if  the  current 
gigabit  standard  would  work  reliably  on 
the  installed  base  of  CAT  5  cable  and 
connectors  with  current  state-of-the-art 
in  analog  technology. 

COOPER  The  Ethernet-compatible 
frame  size  of  1500  bytes  is  a  brick-wall 
impediment  to  high  performance.  This 
is  already  evident  in  the  Gigabit 
Ethernet  arena,  where  vendors  must 
resort  to  proprietary  —  meaning  not 
Ethernet  —  larger  frames  to  achieve 
respectable  performance. 

Ironically,  ATM  surmounted  this  chal¬ 
lenge  years  ago  by  logically  separating 
the  notion  of  small  fixed-size  cells  from 
larger  variable-size  frames  and  using 


inexpensive  silicon  to  do  the  conversion. 

CERF  Dealing  with  higher  speeds;  pos¬ 
sibly  re-architecting  to  work  in  optical 
mode,  with  optical  switches  and  trans¬ 
verse  filters. 

DAINES  That  we  don’t  trivialize  it. 
Technology  has  become  so  pervasive 
and  things  seem  so  easy  that  nobody 
questions  anything.  It’ll  take  work  to 
keep  it  expanding  and  glowing. 

In  some  ways  the  reason  for  Ethernet 
being  so  successful  over  the  last  few  years 


This  controller  board,  designed  around  1988 
by  Bernard  Daines,  hangs  on  his  office  wall. 
He  says  it’s  the  first  lOBase-T  switch  and 
was  used  by  Nortel  to  add  Ethernet  support 
to  its  carrier-class  telephone  switches. 

is  there  have  been  challenges.  100VG- 
AnyLAN  was  challenging,  so  people  like 
[Grand  Junction] ,  who  were  doing 
lOOM-bit  Ethernet,  had  to  work  hard  to 
make  it  happen  and  do  a  good  job. 

Will  Ethernet  have  a  50th  birthday,  or 
will  it  be  just  a  memory  by  the  year  2023? 

COOPER  Due  to  its  ubiquity,  Ethernet 
will  survive  as  a  marketing  term  and  per¬ 
haps  as  an  emulated  compatibility  mode 
supported  by  the  terabit-per-second, 
combined  cell-and-frame,  all-switched 
networks  of  the  year  2023. 

BRADNER Just  like  the  person  who 
said,  “I  do  not  know  what  the  major 
programming  language  will  be  in  the 
year  2000,  but  I  do  know  it  will  be 
called  COBOL,”  I  fully  expect  that  a 
technology  called  Ethernet  will  be  a 
major  player  in  networks  of  the  year 


2023.  But  I  do  not  expect  that  it  will 
be  a  CSMA/ CD-based  technology. 

CERF  It’s  lasted  25  years  and  gone 
from  3M  bit/sec  to  1,000M  bit/sec  in 
that  time.  If  it  can  reach  terahertz 
through  switching  methods,  it  could 
reach  1,000,000M  bit/ sec  by  2023, 
maybe  sooner. 

DAINES  Unless  every  computer  uses 
teleportation  or  has  ESP  built  into  them 
by  then,  yes,  I  think  Ethernet  will  have  a 
50th  birthday. 

BHARDWAJ  It  depends  on  what  we 
mean  by  Ethernet.  Ethernet  is  today  full 
duplex,  and  that  means  it  is  no  longer 
CSMA/ CD  technology.  It  is  also  no 
longer  a  shared  medium  with  the  advent 
of  switching.  So  Ethernet  will  keep  on 
evolving,  but  it  is  quite  possible  that  it 
will  be  called  Ethernet  after  50  years 
even  though  it  will  have,  in  effect, 
changed  from  an  ape  to  a  human  being. 

What  has  most  surprised  you  about  the 
evolution  of  Ethernet? 

DAINES  The  biggest  surprise  I  had  was 
at  Grand  Junction  when  we  were  work¬ 
ing  on  a  [100M  bit/sec  Ethernet  net¬ 
work  interface  card]  that  would  start  sell¬ 
ing  at  about  $1,500,  which  is  about  what 
the  FDDI  ones  were.  And  I  made  the 
real  bold  prediction  that  within  a  few 
years,  we’d  get  our  NIC  down  to  about 
$250  to  $295.  Look  how  wrong  I  was.  It’s 
now  $29  or  $39  for  a  lOOM-bit  NIC. 

When  people  get  gigabit  working  in 
copper  cable,  there’s  no  reason  why  the 
chip  that  does  the  gigabit  copper 
Ethernet  would  cost  any  more  in  two  or 
three  years  than  the  chip  that  does 
100M  bit  does  now. 

BRADNER  The  level  of  assumption  by 
odters  —  first  token-ring  proponents, 
then  ATM  proponents  —  that  Ethernet 
was  a  has-been  inferior  technology  and 
would  soon  fade  to  nothing. 

CERF  Its  ability  to  adapt  to  higher 
speeds  [through]  the  switched  versions. 

—  Network  World  staff 
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Performance 


No  one  understands  gigabit 
networking  solutions  better  than  Bernard 
Daines.  For  the  past  20  years,  Bernard 
and  his  troops  have  put  performance 
and  reliability  into  your  networks. 

Now,  Bernard  and  the  Packet  § 
Engines  team  continue  in  this  tradition  8 
-  delivering  their  industry-leading  I 
PowerRail  family  of  routing 
switches.  PowerRail  routing  Jf  % 
switches  are 


PowerRail™  5200 
Enterprise  Routing  Switch 
More  than  37  million  pps 
routing  throughput;  Up  to 
25  Gigabit  Ethernet  or 
240  Fast  Ethernet  ports 


optimized  for  m 
enterprise  networks.  They  provide  significantly 
greater  performance  than  any  other  routing  ;  f§ 
switch.  And  they're  built  with  Enginuity™  to 
provide  Infinite  Routing™,  mission-critical  reliability, 
policy-based  networking,  and  continuous  investment  * 
protection.  Once  again,  Bernard  delivers  the  solution 
to  meet  tomorrow's  networking  challenges,  today. 
History  repeats  itself. 


Gigabit  Performance.  Enterprise  Reliability. 


Box  14497  Spokane  WA  99214-0497 
Phone:  (509)  777-7000  Fax:  (509)  777-7001 
info@packetengines.com 
http://www.packetengines.  com 


Bernard  Daines 

Founder  of  Packet  Engines 
Father  of  Fast  Ethernet 

If  you  would  like  to  talk 
about  performance  & 
reliability,  give  me  a  call: 

509-777-7123 


NETWORK  HELP  DESK 


Ron  Nutter,  a  Master  Certified 
Novell  Engineer  and  Groupware 
CNE  in  the  Lexington,  Ky.,  area, 
tracks  down  the  answers  to  your 
questions.  Call  (800)  622-1108, 

Ext.  7476,  or  send  your  questions 
to  mutter@world.std.com. 

We  are  getting  ready  to  connect 
our  network  to  the  Internet  using 
Novell,  Inc.’s  BorderManager.  We 
have  been  running  TCP/IP  in- 
house  for  an  application  running 
on  Unix.  What  changes  do  I  need 
to  watch  for  in  our  network  when 
we  install  the  Internet  connec¬ 
tion?  Do  I  need  to  change  our  IP 
addressing  scheme? 

Via  the  Internet 
Make  sure  you’ve  updated  the 
server  running  BorderManager 
with  the  latest  patches  for  that 
software  and  for  the  accompany¬ 
ing  IntranetWare  network  operat¬ 
ing  system. 

In  addition,  if  you  aren’t  al¬ 
ready  running  Dynamic  Host 
Configuration  Protocol  (DHCP)  to 
handle  your  IP  addressing  man¬ 
agement  needs,  consider  imple¬ 
menting  it  before  connecting  to 
the  Internet. 

You  may  consider  using  one  of 
the  three  reserved  IP  ranges  for 
private  IP  addressing  to  provide 
security  beyond  the  proxy  and  fil¬ 
ter  functions  included  with 
BorderManager. 

A  significant  number  of 
routers  on  the  Internet  have  fil¬ 
ters  that  prevent  or  block  traffic 
intended  for  an  address  in  one  of 
these  reserved  ranges. 

Because  BorderManager  uses 
a  private/public  interface  configu¬ 
ration  for  routing  traffic  to  and 
from  a  network,  the  outside  world 
will  see  traffic  by  the  IP  address  of 
the  public  card  in  the  Border- 
Manager  server.  This  is  the  case 
unless  you  are  using  Network 
Address  Translation  and  sec¬ 
ondary  IP  addresses  also  bound  to 
the  public  network  card. 

If  you  decide  to  change  your 
IP  addressing,  you  will  probably 
need  to  go  to  each  workstation 
and  release  the  currently  assigned 
IP  address  or  reconfigure  the  IP 
protocol  stack  so  the  workstation 
can  discover  its  new  address. 


Technology  Update 

Covering:  Evolving  Technologies  and  Standards 

Avoiding  remote  access  congestion  on  the  ’Net 


in  the  window  if  a  single  packet 
is  lost,  a  20%  packet  loss  rate 
can  amplify  to  more  than  50% 
during  peak  congestion  peri¬ 
ods,  resulting  in  huge  VPN  per¬ 
formance  degradation. 

Packet  expansion  is  a  side 
effect  of  VPN  tunnel  protocols 
and  encryption.  Tunnel  proto¬ 
cols  add  30  to  50  bytes  of  infor¬ 
mation  per  packet  to  control 
the  tunnel,  resulting  in  about  a 
5%  increase  in  latency  for  short 


mance  impact  of  the  Internet 
on  remote  access  VPNs.  Some 
strategies  and  technologies  that 
address  lower  latency,  reduced 
packet  loss  and  compressing 
prior  to  encryption  can  be 
implemented  today. 

An  enterprise  implementing 
a  VPN  remote  access  package 
has  several  tools  to  improve  the 
connection’s  performance.  The 
simplest  and  most  obvious  is  to 
schedule  VPN  connections  for 


By  Wray  West 

With  nearly  every  technology, 
enterprise  managers  are  forced 
to  balance  performance  against 
cost.  No  where  has  this  proven 
to  be  truer  than  in  the  remote 
access  arena. 

Direct  dial-up  remote  access 
service  packages  provide  pre¬ 
dictable  performance,  but  the 
costs  are  staggering.  On  the 
other  hand,  remote  access  vir¬ 
tual  private  networks  (VPN) 
address  cost  issues,  but  enter¬ 
prise  nets  can  still  take  a  hit  on 
performance  —  most  notably 
because  of  congestion  on  the 
Internet. 

There  is  relief  in  sight,  how¬ 
ever.  Several  technology  strate¬ 
gies  can,  and  should,  be 
employed  to  retain  the  com¬ 
pelling  cost  benefits  of  VPNs 
while  providing  greatly  im¬ 
proved  performance  —  even 
under  highly  congested  In¬ 
ternet  conditions. 

Factors  affecting  remote 
access  performance  over  a 
VPN  include  the  path  through 
the  Internet,  congestion  on 
that  path  and  VPN  protocol 
implementation.  These  factors 
all  play  critical  roles  in  the 
three  top  performance  killers: 
latency,  packet  loss  and  packet 
expansion. 

The  path  a  packet  takes 
through  the  Internet  —  based 
primarily  on  the  number  of 
router  hops  and  the  speed  of 
the  Internet  connection  — 
determines  the  latency,  or 
round-trip  delay.  Greater  laten¬ 
cy  slows  down  interactive  appli¬ 
cations  and  protocols  that  don’t 
effectively  manage  the  number 
of  packets  in  simultaneous 
transmission. 

Congestion  can  sometimes 
increase  latency,  but  more 
often  congestion  results  in 
dropped  packets.  Routers  need 
to  deal  with  packets  quickly, 
either  sending  or  dropping 
them.  Typical  packet  loss  is  2% 
to  5%  during  low  congestion 
periods,  but  can  increase  to  a 
whopping  20%  during  periods 
of  peak  congestion. 

Packet  loss  has  a  significant 
effect  on  VPN  performance. 
Because  many  transport  proto¬ 
cols  will  discard  all  the  packets 


UP  CLOSE 

Controlling  Internet 
congestion 

Congestion  can  delay  data  traffic, 
but  more  often  it  results  in  dropped 
packets.  Typical  packet  loss  is  2%  to 
5%  during  low-congestion  periods 
but  can  increase  to  20%  during  high- 
congestion  periods.  Packet  loss  is  a 
problem  because  it  hurts  virtual 
private  network  (VPN)  performance. 


bursts  and  about  2%  overhead 
in  large  transfers.  This  over¬ 
head  has  a  relatively  minor 
impact  on  latency. 

On  the  other  hand,  encryp¬ 
tion  implementations  can  have 
a  staggering  impact  on  perfor¬ 
mance.  Good  encryption  cre¬ 
ates  random  looking  data  that 
cannot  be  compressed  by 
modems.  Unless  the  VPN  soft¬ 
ware  compresses  data  prior  to 
encryption,  encrypted  packets 
must  be  sent  in  the  expanded 
form.  For  e-mail  and  text  data, 
this  action  can  reduce  perfor¬ 
mance  by  40%  to  70%  com¬ 
pared  to  a  dial-up  remote 
access  connection. 

Fortunately,  there  are  ways  to 
compensate  for  the  perfor¬ 


To  avoid  congestion: 

9  Schedule  VPN  connections 
for  noncongested  hours. 
Tools  that  automate  and 
schedule  sessions  can 
improve  the  convenience  of 
this  option. 

o  Select  ISPs  with  a  high- 
capacity  frame  relay  or  ATM 
backbone  that  can  minimize 
latency  and  dropped 
packets  by  reducing  the 
router  hops  required  for  a 
packet. 

o  Employ  selective  acknowl¬ 
edgements  and  retrans¬ 
missions,  that  is,  notify  the 
sender  of  lost  packets  and 
only  retransmit  the  lost 
packets. 

9  Compress  data  prior  to 
encryption. 


noncongested  hours.  Tools  that 
automate  and  schedule  sessions 
can  improve  the  convenience 
of  this  option. 

Another  option  is  to  carefully 
select  the  ISP  used  for  the 
remote  access  network  to  mini¬ 
mize  latency  and  dropped  pack¬ 
ets.  For  example,  ISPs  with  a 
high-capacity  frame  relay  or 
ATM  backbone  can  minimize 
latency  and  dropped  packets  by 
reducing  the  router  hops 
required  for  a  packet. 

Some  ISP’s  are  taking  advan¬ 
tage  of  their  backbone  by  offer¬ 
ing  premium  service  levels  at 
premium  prices.  But  before 
investing  in  premium  ISP  ser¬ 
vices,  enterprise  managers 
should  insist  on  accountable 


service-level  agreements  and 
should  remember  that  a  low 
(0%  to  2%)  packet  loss  rate  is 
more  significant  than  latency. 

Some  current  VPN  technolo¬ 
gies  compress  data  prior  to 
encryption.  Alone,  these  tech¬ 
nologies  will  double  the  perfor¬ 
mance  of  VPN  connections  by 
performing  the  same  type  of 
compression  that  would  be 
done  in  the  host  CPU  internal 
modem  and  in  the  central  tun¬ 
nel  server.  Although  data  com¬ 
pression  takes  up  many  CPU 
cycles,  it  is  not  a  great  load  on 
the  client  computer.  However,  at 
the  central  site  where  this  pro¬ 
cessing  must  be  simultaneously 
performed  on  all  of  the  termi¬ 
nated  connections,  special  care 
must  be  given  to  the  implemen¬ 
tation  in  order  to  have  sufficient 
CPU  power  to  keep  up  with  the 
data  flow. 

Other  technical  develop¬ 
ments  will  help  remote  access 
VPNs  recover  from  dropped 
packets.  For  example,  by 
employing  selective  acknowl¬ 
edgements  and  retransmissions 
(that  is,  by  notifying  the  sender 
of  lost  packets  and  only  retrans¬ 
mitting  those  lost),  the  effect  of 
lost  packets  is  minimized. 

These  techniques  also  allow 
larger  window  sizes  —  meaning 
more  packets  are  transmitted 
simultaneously  —  which  keeps 
the  Internet  path  full  of  data 
and  reduces  die  impact  of  laten¬ 
cy.  This  is  another  feature  that 
can  more  than  double  the  per¬ 
formance  of  die  tunnel  in  a  con¬ 
gested  environment. 

Current  VPN  remote  access 
networks  that  do  not  utilize 
these  advanced  technologies 
may  be  enjoying  the  economic 
benefits  of  using  the  Internet  as 
their  transmission  infrastruc¬ 
ture,  but  they  are  suffering  with 
less  than  25%  of  the  perfor¬ 
mance  they  had  with  their  dial¬ 
up  remote  access  server  envi¬ 
ronments.  That’s  comparable 
to  exchanging  33. 6K  bit/sec 
modems  for  old  9.6K  bit/sec 
models. 

West  is  chief  technology  officer  of 
Acton,  Mass. -based  Indus  River 
Networks.  He  can  be  reached  at 
wwest@indusriver.  com. 
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An  open  letter  to  Bell  Atlantic  business  customers 


L 


s 


The  news  about  SBC’s  planned  merger  with  Ameritech  has 
set  off  another  chorus  of  complaints  about  telecommuni¬ 
cations  reform.  Vocal  critics  —  consumer  advocates,  legis¬ 
lators  and  industry  executives  —  say  the  landmark  1996 
telecom  reform  bill  has  only  served  to  spur  consolidation 
of  the  industry,  rather  than  the  vigorous  competition  envisioned  by 
the  law's  champions. 

It’s  hard  to  say  whether  the  complaint  is  legitimate  or  short-sighted. 
Are  these  megamergers  the  bitter  fruit  of  a  legislative  effort  that  failed 
to  establish  the  new  regulatory —  or  deregulatory —  structure 
required  to  force  open  the  local  loop?  Or  are  the  deals  a  natural  — 
even  necessary  —  step  as  once-compartmentalized  companies  pre¬ 
pare  for  the  inevitable  and  crushing  competition  to  come? 

I  lean  toward  the  latter  v  iew.  There  exists  today  an  uneasy  standoff 
between  the  major  local  and  long-distance  camps  thatsimply  can’t  last. 
It  has  the  feel  of  Europe  on  the  eve  of  the  Great  War.  We  await  the  pre¬ 
cipitating  event.  But  in  an  industry  controlled  partly  by  market  forces 
and  partly  by  the  heavy,  sweaty  hand  of  U ncle  Sam,  anything  could  hap 
pen.  (By  the  way,  thejustice  Department  ought  to  be  taking  a  hard 
look  at  the  mess  the  feds  have  made  in  the  telecom  market  as  it  weighs 
legal  action  against  Microsoft.) 

But  what  is  noticeablyabsentin  thejingoistic  rhetoric  about  the 


merits  of  these  mergers  is  the  voice  of  customers.  While  economists, 
lobbyists  and  pundits  expound  on  this  or  that  theory  of  market  con¬ 
centration  or  monopolistic  control,  we  rarely  hear  from  the  business 
customers  directly  affected  by  these  deals. 

Well,  let’s  rectify  that  situation.  As  the  FCC  and  thejustice  Depart¬ 
ment  prepare  to  review  the  SBC/ Ameritech  deal,  I  want  to  hear  from 
Bell  Atlantic  customers  who’ve  seen  the  impact  of  a  merger  up  close. 

1 .  Is  the  service  you  ’  re  getting  better  than  it  was  before  the  compa¬ 
nies  merged?  (For  example,  is  it  taking  less  time  to  get  circuits  provi¬ 
sioned?  Are  service  personnel  more  responsive?  Canyougetyour 
questions  answered  faster?) 

2.  Are  you  paying  less  for  the  service  you  ’re  getting  today? 

3.  Is  Bell  Atlantic  rolling  out  the  new  services  and  billing  options 
you  need?  In  short,  is  the  company  innovating? 

4.  Has  the  merger  made  life  easier  for  you  as  a  customer? 

Drop  me  an  e-mail  or  go  to  the  forum  we’ve  set  up  on  Fusion  to  dis¬ 
cuss  this.  I’ll  package  up  your  comments  and  send  them  off  to  FCC 
Chairman  William  Kennard  to  help  him  understand  what  customers 
think  about  the  merger  mania  hitting  the  industry.  After  all,  the  cus¬ 
tomer  voice  should  be  the  most  important  one  in  the  debate. 

John  Gallant,  editor  in  chief  jgallant@nww.com 


Washington  networking  •  Paul  M  i  s  e  n  e  r 

Proposed  SBC/Ameritech 
merger  is  not  a  big  deal 

©nless  you’ve  been  asleep  for  the  past  couple  of  weeks, 
undoubtedly  you  know  that  telephone  giant  SBC  Communi¬ 
cations  has  proposed  to  acquire  fellow  regional  Bell  operat¬ 
ing  company  Ameritech  in  a  stock  swap  valued  at  about  $60  billion 
(see  story,  page  1 ) .  Yet  despite  the  gushing  hype  it  has  received,  this 
latest  telecommunications  megamerger  proposal  probably  will  not 
affectyour  network. 

The  SBC/Ameritech  merger  would  reunite  components  of  the 
former  Bell  system  that  were  separated  in  the  early  1980s,  when 
AT&T  divested  itself  of  its  local  telephone  holdings.  The  pasttwo 
years  have  seen  four  RBOCs  merge,  with  Bell  Atlantic  swallowing 
NYNEX  and  SBC  absorbing  Pacific  Telesis. 

But  the  key  point  of  the  AT&T  divestiture  was  the  separation  of 
local  and  long-distance  service.  Having  seven  RBOCs  was  not  magi¬ 
cal,  nor  will  having  only  four  RBOCs  be  inherently  evil.  The  separa¬ 
tion  of  local  and  long-distance  service  would  remain  intact,  and 
one  less  RBOC  wouldn’t  reduce  nonexistent  competition  among 
the  companies. 

The  Telecommunications  Act  of  1996  does  not  explicitly  preclude 
such  a  merger.  Although  it  was  designed  to  promote  competition, 
the  telecom  act  did  not  require  the  RBOCs  to  compete  amongst 
themselves. 

Indeed,  local  phone  service  competition  to  date  has  been  pro¬ 
vided  almost  entirely  by  new  companies  or  by  the  existing  long¬ 
distance  carriers.  And  some  of  the  most  contentious  provisions 
of  the  telecom  act  involve  how  and  when  the  RBOCs  will  be 
allowed  to  provide  long-distance  service  to  customers  in  their 
home  regions. 

In  the  end,  I  believe  the  proposed  SBC/Ameritech  merger 
will  have  little  effect  on  the  networkingworld  for  three  principal 
reasons. 

First,  despite  high  hopes  a  fewyears  ago  that  the  RBOCs  would 
invade  one  another’s  geographic  territories  and  compete  head-to- 
head  in  local  residential  phone  service,  the  reality  is  there  is  very  little 
competition  among  the  RBOCs  and  litde  chance  there  will  be  more. 
And  if  they’re  not  competing  and  have  no  obligation  or  plans  to  com¬ 
pete,  what  difference  does  it  make  if  they  merge? 

Second,  the  networkingworld  is  served  largely  by  providers  of 


broadband  backbone  capacity  and  local  business  phone  services. 
These  telecom  market  segments  already  are  (or  soon  will  be)  competi¬ 
tive  in  most  regions  of  the  country,  so  the  lack  of  competition  among 
the  RBOCs  is  not  a  factor. 

If  the  merger  is  consummated,  the  most  likely  detrimental  outcome 
would  be  to  delay  the  deployment  of  residential  broadband  services. 
This  would  be  no  small  loss,  to  be  sure,  but  would  not  have  direct  or 
immediately  harmful  effects  on  corporate  networking. 

Finally,  the  titanic  SBC/Ameritech  deal  is  by  no  means  unsinkable. 
Current  FCC  Chairman  William  Kennard  has  asked  pointedly  whether 
the  latest  proposal  is  ‘  ’going  to  create  competition,  or  will  it  be  a  non¬ 
aggression  pact?” 


Even  if  inter-RBOC  competi¬ 
tion  were  both  plausible  and 
important,  the  SBC/Ameritech 
deal  is  merely  a  proposal  that 
mustbe  approved  by  the  FCC 
and  a  number  of  other  federal 
and  state  government  agencies, 
including  the  LbS.  Department 
ofjustice.  Because  the  anticom¬ 
petitive  effects  on  local  residen¬ 
tial  competition  is  foremost  in 
the  minds  of  antitrust  officials, 
the  proposed  deal  almostcer- 
tainly  would  be  blocked  on 
those  grounds  before  it  could 
become  a  major  networking 
issue. 

The  bottom  line  is,  even  at  $60 
billion,  the  proposed  merger  is 
not  a  big  deal  for  your  network. 


Misener  is  senior  legal  advisor 
and  chief  of  staff  to  FCC 
Commissioner  Harold  Furchtgott- 
Roth,  and  former  manager  of 
telecommunications  and  computer 
technology  policy  for  Intel  Corp.  He 
can  be  reached  at  pmisener@fcc.gov. 
The  views  expressed  here  do  not 
necessarily  represent  those  of  the  FCC 


or  any  commissioner. 


Send  letters  to  nnmews@nww.com  or  John  Gallant, 
editor  in  chief,  Network  World,  161  Worcester  Road, 
Framingham,  MA  01 701.  Please  include  phone  num¬ 
ber  and  address  for  verification. 


Cisco  responds 

I  want  to  thank  Kevin  Tolly  for  his  can¬ 
did  letter  expressing  his  concerns  regard 
ing  Cisco’s  token-ring  switching  strategy 
("An  open  letter  to  Cisco’s  CEO,”  April 
20 ,  page  28 ).  Cisco  truly  values  this  type  o 
open  communication  with  key  industry 
experts,  and  I  am  happy  to  have  the 
opportunity  to  address  Tolly's  concerns. 

Cisco  is  committed  to  providing  indu 
try-leading  products  and  support  for  our 
token-ring  customers,  as  is  evident  by  on 
end-to-end  token-ring  switching  and 


routing  solutions.  The  Tolly  Group’s  owi 
Token  Ring  Switching  Industry  Study  ha 
even  recognized  Cisco  for  having  the 
highest  performance  for  token-ring 
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Yankee  Ingenuity  •  Howard  Anderson 


Split  your  network  and  sleep  well 


©ynowyou’ve  probably  begun  to  forget  about  the  Great  AT  &  T  F  r  am  e  Relay 
Outage  of  1998,  but  its  implications  and  secondary  tremors  are  still  rever¬ 
berating  throughout  the  industry. 

AT&T’s  network  was  regarded  as  the  gold  standard  for  frame  relay.  Don’t  think 
for  a  minute  that  the  other  kids  on  the  block  (MCI  and  Sprint)  weren’t  checking 
their  own  procedures  and  placing  calls  to  Nortel  and  Lucent  after  the  crash. 

The  day  of  the  crash  I  had  lunch  with  3Com  CEO  Eric  Benhamou  and  dinner 
with  Bay  Networks  Chief  Dave  House.  (I  eat  for  a  living.)  I  had  expected  both  to 
chorde  gleefully  as  their  main  competitor,  Cisco,  whose  switches  allegedly  pre¬ 
cipitated  the  crash,  got  skewered  in  public.  Such  was 
not  the  case.  Both  men  knew  that  there  for  the  grace  of 
God  went  they. 

Here’s  the  problem:  The  carriers  use  a  pricing 
model  that  is  based  on  volume  discounts.  So  network 
managers  face  a  trade-off  between  security  (splitting 
traffic  among  two  or  three  carriers)  and  economics 
(gettinglowpricesbyusingjustonecarrier).  In  short, 
do  you  want  to  eat  well  or  sleep  well? 

The  incident  that  caused  the  crash  will  probably 
never  happen  again.  But  it’s  highly  likely  that  some 
other  problem  will  occur.  Networks  are  growing  too 

quickly  not  to  crash,  and  the  sort  of  backup  and  redundancy  expected  on  voice  net¬ 
works  is  not  yet  there  on  data  networks.  Nevertheless,  data  users  want  both  the  lower 
costs  available  through  volume  discounts  and  greater  network  reliability. 

My  solution:  Build  two  networks — AT&T  Blue  and  AT&T  Red  —  or  two  MCI  or 
Sprint  data  networks.  Make  the  networks  mirror  each  other,  but  don’t  interconnect 
them.  Users  could  stay  on  the  reservation  and  have  alternate  carrier  support. 

The  Yankee  Group  tells  our  users  they  need  carrier  diversity,  route  diversity  and 
even  media  diversity.  We  insist  the  corporate  headquarters  be  served  by  at  least  two 
different  central  offices  and  that  no  single  carrier  carry  all  the  users  ’  traffic.  Even 
when  customers  buy  services  from  resellers  or  competitive  local  exchange  carriers 
(CLEC) ,  customers  have  to  know  which  is  the  wholesaler  because  the  redundancy 
plan  can  be  worthless  if  all  their  traffic  is  in  the  same  trench. 

Meanwhile,  the  interexchange  carriers  (IXC)  are  pushing  a  one-network  strat¬ 
egy  based  on  transparent  LAN  service  —  end-to-end  service  that  connects  remote 
LANs  and  makes  them  appear  to  be  part  of  the  same  LAN.  The  IXCs  see  transparent 
LANs  as  a  way  in  to  the  enterprise  market,  into  which  they  want  to  deploy  their  fledg¬ 
ling  ATM  networks.  The  regional  Bell  operating  companies  and  CLECs  also  want  to 
offer  transparent  LAN  service. 


_  M 

Will  users  move  toward  this  one-vendor 
environment  in  light  of  the  AT&T  frame  relay 
outage? 

Before  you  answer,  think  about  what  happens  when  your  entire  company  runs 
its  internal  operation  over  a  transparent  LAN  service. 

Suppose  you  want  to  tie  all  your  LANs  together  with  a  carrier  service  that  inter¬ 
connects  geographically  dispersed  LANs  at  native  LAN  speeds.  Further,  suppose 
you  want  to  do  this  within  the  confines  of  a  metropolitan  area. 

Historically,  you  would  use  private  lines  or  FDDI  rings.  They  worked  OKfor 

awhile — until  companies  found  they  had  more 
than  1 00  LANs  and  their  carriers  had  to  upgrade. 
The  carriers  moved  to  ATM  platforms  and  placed 
transparent  LAN  service  under  the  same  umbrella 
as  their  ATM  service.  This  makes  sense  because 
transparent  LAN  service  is  provisioned  using  the 
same  ATM  backbone  network  used  for  native  ATM 
service. 

But  how  is  transparent  LAN  service  priced?  On 
a  per-port  basis,  by  port  type  and  port  speed  — 

1 0M  bit/sec  Ethernet,  1 00  M  bit/ sec  Ethernet, 
45M  bit/sec  FDDI,  100M  bit/sec  FDDI  and  4M 
and  1 6M  bit/sec  token  ring.  Carriers  often  charge  for  local  access  based  on 
mileage  as  well.  They  also  include  some  type  of  service-level  agreement  in  the  price 
and  also  offer  a  higher  level  SLA  for  a  premium . 

Transparent  LAN  service  does  not  usually  require  any  additional  hardware 
investment,  so  typical  pricing  for  metropolitan-area  networks  is  $1 ,000  per  port  for 
Ethernet,  $1 ,200  per  port  for  token  ring,  $3,000  per  port  for  45M  bit/sec  Fast  Ether- 
netand  FDDI,  and  $6,000  perportfor  100M  bit/sec  Fast  Ethernet  and  FDDI. 
Depending  on  the  volume  of  your  traffic,  you  can  get  a  30%  to  40%  discount. 

The  problem  is:  What’s  the  value  of  an  SLA,  even  a  premium  one,  if  the  network 
fails?  Sure,  carriers  have  to  pay  penalties,  but  those  are  insignificant  compared  with 
having  the  CEO  question  your  intelligence  for  putting  all  your  eggs  in  one  basket. 

My  advice:  Bite  the  bullet  and  build  redundancy  into  your  network.  Ifyour  car¬ 
rier  offers  two  noninterconnected  solutions  and  throws  in  a  volume  pricing  agree¬ 
ment,  take  it.  Until  then,  pay  the  extra  price  of  splitting  your  network  and  sleep  well. 

Anderson  is  founder  and  president  of  The  Yankee  Group,  a  Boston-based  consultancy.  He 
tries  to  keep  his  skepticism  from  degenerating  into  rampant  cynicism,  a  battle  he  appears  to  be 
losing.  He  can  be  reached  at  handerson@yankeegroup.com. 


switching  in  the  industry,  as  well 
as  the  greatest  functionality  and 
best  management  for  products 
inits  class. 

We  decided  to  withdraw  from 
the  High-Speed  Token  Ring  Alli¬ 
ance  becausewedidnotwantto 
mislead  our  customers  or  the 
industry.  The  reason  we  do  not 
have  immediate  plans  to  develop 
solutions  based  on  the  proposed 
High-Speed  Token  Ring 
(HSTR)  standard  is  that  cus¬ 
tomer  feedback  and  market 
research  indicate  there  isvery 
little  interest. 

Cisco’s  preference  has  always 
been,  and  always  will  be,  to  pro¬ 
mote  and  implement  standards 
in  our  products.  However,  our 
greatest  priority  is  to  provide 
solutions  that  meet  our  cus¬ 
tomers’  needs  when  a  corre¬ 
sponding  market  need  exists. 
Whenever  possible,  we  do  this  via 
standards.  In  the  case  of  HSTR 
uplinks,  standards  activities 
started  very  late,  and  it’s  our 


understanding  that  customers 
are  choosing  other  options. 

We  agree  that  high-speed 
backbones  are  a  critical  require- 
mentfor  token-ring  customers 
—  especially  when  switching  to 
the  desktop  is  deployed.  This  is 
why  we  have  implemented  both 
ATM  and  frame-based  backbone 
technologies  for  our  token-ring 
switching  products.  We  offer  our 
customers  a  choice  of  token-ring 
and  Ethernet  LAN  Emulation 
over  ATM  backbones  as  well  as 
token-ring  and  Ethernet  [virtual 
LANs]  over  100M  bit/secand  1G 
bit/sec  LAN  backbones. 

1 1  is  my  understanding  that 
our  customers  are  very  satisfied 
with  these  solutions  because  they 
provide  not  only  high-speed 
backbones  for  token  ring,  but 

Get  more  online: 


also  the  ability  to  integrate 
Ethernet  technology  into  their 
networks  should  they  so  choose. 
JudyEstrin 

Senior  vice  president  of  business 
development  and  chief  technology 
officer 

Cisco  Systems,  Inc. 

San Jose,  Calif 

It’s  already  here 

Your  news  brief  ‘ ‘ Offering 
first-class  IP  connections”  (April 
20,  page  8)  mentions  another 
validation  of  class-based  queuing 
(CBQ) ,  this  time  by  the  U.S. 
Department  of  Energy.  The  brief 
goes  on  to  say  CBQ  “  could  be 
ready  for  commercial  imple¬ 
mentation  as  soon  as  year-end.” 

In  fact,  Xedia’s  Access  Point 
Internet  access  solution,  which 


uses  CBQ  to  provide  policy- 
driven  bandwidth  control,  has 
been  shipping  since  September 
1997.  The  product  is  already 
being  deployed  successfully  by 
many  ISPs  and  carriers,  such  as 

T  e  I  e  t  o  o  n  s 


UUNET  Technologies,  Digex, 
Concentric  Networks  and  IDT. 
Ashley  Stephenson 
Chairman 
Xedia  Corp. 

Littleton,  Mass. 
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Himay 

Technologies 


Hiway  Technologies,  home  to  over  50,000 
Internet  domains,  relies  upon  the  performance, 


scalability  and  reliability  of  WebFORCE  Origin  servers. 

Over  50  WebFORCE  Origin  servers  help  handle  more  than  900  million 
hits  per  month  with  greater  than  99.5%  uptime,  making  Hiway  the  worldwide 
leader  in  Web  hosting. 

If  you’re  serving  mail,  news,  commerce  transactions,  databases,  or  caching 
Web  content,  look  to  Origin  servers.  Join  the  over  500  ISPs  who  know  there 
is  no  better  foundation  available.  We  understand  your  business  and  have  the 


WebFORCE®  Origi  n™  servers  from  Silicon 
Graphics.The  world’s  leading  Internet  solutions  for 
the  world's  leading  Internet  Service  Providers.  Grow 
as  fast  as  the  Internet.  Host  more  customers  with 
less  overhead.  Do  it  all  while  spending  less  on  your 
Internet  server  infrastructure  and  reducing  system 
and  network  management  costs.  Only  WebFORCE 
Origin  servers  can  deliver  that  kind  of  world  record 
price/performance,  scalability,  and  bandwidth. 

www.sgi.com/ 

go/webforce 


satisfied  customers  to  prove  it.  Remember,  the  Internet  is  booming. Your 
business  can  too,  with  Silicon  Graphics"'  WebFORCE  Origin  Servers. 


at  the  core  of 


business 


life. 


SiliconGraphics 


HOW  TO  PREPARE  AN  EFFECTIVE  REQUEST  FOR 
PROPOSAL  AND  FIND  THE  BEST  OUTSOURCING  DEAL. 


prove  difficult,  costly  or  just  plain  unfeasible. 

Pare  the  list  of  vendors  to  a  manageable  num¬ 
ber.  How  many  vendors  can  you  logically  work 
with  during  the  RFP  process?  Ideally,  you  should 
aim  to  work  with  three  to  five  vendors. 


©re  those  late  nights  troubleshooting  net  connections  to  Singapore  getting 
you  down  ?  What  about  all  those  calls  from  angry  corporate  salespeople 
who  can’t  access  pricing  data  from  the  road?  Right  now,  those  network 
outsourcing  vendors  that  have  been  beating  down  your  door  might  be  sounding 
pretty  reasonable .  After  all,  you  ve  been  trying  to  hire  three  new  network  engi¬ 
neers  for  months,  and  the  only  applicants  have  been  unemployed  music  majors. 
Maybe  it’s  time  to  start  thinking  about  outsourcing  your  network. 


The  most  important  thing  to  remember  when 
you  draft  an  REP  is  “garbage  out,  garbage  back.” 
In  other  words,  if  your  REP  is  comprehensive  and 
honest,  the  proposals  you  receive  are  likely  to  be 
comprehensive  and  honest,  too.  But  outsourcing 
fails  miserably  when  the  customer  and  vendor  are 
discovering  information  about  each  other  during 
the  term  of  the  contract.  Share  as  much  informa¬ 
tion  as  you  can  with  prospective  vendors. 

The  following  RFP  outline  is  geared  toward  a 
virtual  private  network  (VPN) .  Your  REP  should 
include  all  of  the  following  sections  to  ensure 
comprehensive  and  clear  responses: 


But  there’s  a  catch:  You  dread  the  laborious  task 
of  drafting  a  request  for  proposal.  This  document 
spells  out  your  requirements  for  service  and  equip¬ 
ment  and  gives  prospective  vendors  the  informa¬ 
tion  they  need  to  prepare  a  bid.  Although  you 
may  be  tempted  to  just  bang  out  your  require¬ 
ments  in  a  hurry  and  slap  the  paperwork  together, 
the  time  you  invest  in  preparing  a  solid  RFP  will 
save  time,  money  and  frustration  later. 

After  all,  the  RFP  is  the  template  for  your  ven¬ 


dor’s  contract  with  you.  If  the  vendor  doesn’t 
know  what  you  expect,  a  long  contract  negotia¬ 
tion  is  a  certainty.  In  fact,  a  less-than-solid  RFP 
could  ultimately  result  in  both  parties  throwing 
their  hands  in  the  air  and  deciding  it’s  just  not 
worth  the  effort  to  do  business  together. 

With  that  in  mind,  this  guide  will  walk  you 
through  the  steps  of  the  RFP  process.  The  advice 
is  based  on  consulting  firm  TeleChoice,  Inc.’s 
recent  experience  outsourcing  its  network. 


SECTION  1  -  GENERAL  INFORMATION 

■  Executive  summary.  Describe  your  business,  market 
position  and  revenue.  Outline  the  business  and  techni 
cal  reasons  you’re  considering  outsourcing. 

■  Scope.  Outline  the  organization  of  the  RFP  document. 

■  Schedule  of  events.  Provide  a  time  line  for  the  ven¬ 
dors,  including  the  date  of  the  RFP  release,  proposal 
deadline,  vendor  presentations,  contract  award  and  letter 
of  intent.  Also  list  your  evaluation  procedures  and  criteria. 


Step  1 :  Take  it  from  the  top 


Describe  your  enterprise  network  and  determine  your  business  requirements.  Focus  on  these  areas: 

■  Applications  and  business  processes  the  network  supports.  Are  some  services  more  mission-critical  than  others?  Is 
your  business  global,  national  or  regional?  Are  there  critical  periods  when  the  network  must  be  particularly  stable? 

■  Current  network  service  levels.  What  are  the  current  goals  and  performance  in  such  areas  as  availability,  mean  time  to 
restore,  utilization  and  latency?  Flow  are  these  metrics  gathered  and  reported?  Are  there  areas  in  which  improvements 
could  be  realized  through  investment  in  automation? 

■  Network  topology.  Are  there  any  long-overdue  network  design  changes?  Which  protocols  are  supported?  Do  you  plan  to 
add,  remove  or  change  locations,  protocol  support  or  speed?  Flave  you  experienced  any  major  problems  with  the  topology? 


SECTION  II  -  PROPOSAL  SPECIFICATIONS 

■  Introduction.  Clearly  define  the  expected  proposal  for¬ 
mat,  to  whom  and  how  the  proposal  should  be  delivered 
and  how  questions  regarding  the  RFP  will  be  handled. 

■  Letter  of  transmittal.  Define  the  content  of  each 
responding  vendor’s  cover  letter.  Require  an  officer  of 
the  company  to  sign  the  letter  so  you  know  the  vendor’s 
bid  has  management  approval  and  backing. 

■  Content.  Define  the  section  layout  of  all  vendor  pro¬ 
posals.  Ensuring  consistent  proposal  format  and  content 
will  save  you  time  evaluating  and  comparing  proposals. 


■  Technology.  What  hardware  and  software  are  running  on  the  network?  Has  any  equipment  or  software  been  modified  to 
support  nonstandard  protocols  or  systems?  Do  you  plan  to  migrate  from  routers  to  switches,  14. 4K  bit/sec  modems  to 
V.90  or  ISDN  to  digital  subscriber  line  (DSL)? 

■  Help  desk.  Does  a  single  group  handle  application  and  network  problem  calls?  What  are  the  help  desk’s  problem 
resolution  responsibilities? 


■  Current  budget.  Flow  much  are  you  spending  on  people,  hardware,  software,  telecommunications  and  net  man¬ 
agement?  Take  time  to  understand  budget  areas  that  outsourcing  will  not  reduce  or  change,  such  as  your 
salary. 

■  Contractual  obligations.  Do  any  contracts  have  exclusivity  clauses?  What  are  the  term  commitments?  This  could  be 
important  if  you  end  up  choosing  a  carrier  or  ISP  instead  of  your  current  service  provider. 


After  you  document  your  enterprise,  it’s  time  to 
think  about  the  portions  of  the  network  you  can 
outsource.  Most  companies  that  provide  network 
outsourcing  have  defined  capabilities  in  areas 
such  as  service  levels,  reporting,  supported  tech¬ 
nologies  and  processes. 


Find  out  what  functions  your  prospective  out¬ 
sourcers  can  handle  by  visiting  their  Web  sites. 
Next,  meet  with  the  vendors  that  appear  to  be 
able  to  meet  your  needs.  If  your  requirements  fall 
outside  the  outsourcer’s  definitions,  outsourcing 
the  network  or  specific  components  of  it  may 


SECTION  III  -  TECHNICAL  REQUIREMENTS 

As  you  get  to  the  meat  of  the  RFP,  make  sure  to 
ask  detailed  questions  to  gain  a  comprehensive 
understanding  of  each  vendor’s  service  offering. 

■  General  considerations.  Provide  an  overview  of  your 
current  environment.  For  example,  you  might  cover  the 
number  of  telecommuters,  geographic  dispersion, 
applications,  equipment,  software,  security,  network 
infrastructure,  network  management,  help  desk  and 
network  service  levels. 

■  Equipment  specifications.  Outline  the  specifications 
for  the  equipment  you  want  the  outsourcer  to  supply  or 
manage.  Do  you  have  a  particular  vendor  standard? 
VPN  requirements  might  include  ISDN  terminal 
adapters,  DSL  equipment,  various  size  routers,  re¬ 
mote  access  concentrators  and  firewalls. 

■  Software  specifications.  List  the  specifications  for  the 
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software  you  want  the  outsourcer  to  supply  or  manage. 


at  Installation  and  project  management.  Outline  your 
expectations  for  installation  and  project  management. 
How  long  will  the  project  last?  Is  the  vendor’s  personnel 
qualified?  Does  the  vendor  have  personnel  in  the  geo¬ 
graphic  regions  you  require?  What  is  the  implementation 
time  frame  for  new  users? 


a  Configuration  management.  Outline  your  expectations 
for  configuration  management.  How  often  are  changes 
implemented?  What  are  the  vendor’s  "back-out”  proce¬ 
dures  should  a  configuration  change  go  wrong?  Are  con¬ 
figurations  stored  in  more  than  one  location? 

■  Performance  management.  Outline  your  performance 
management  requirements  and  reporting  needs.  What 
does  your  management  expect  from  you?  Make  sure 
your  requests  are  reasonable  yet  meet  the  needs  of  your 
business  users. 

■  Fault  management.  Define  the  faults  for  which  you 
expect  the  vendor  to  assume  responsibility.  Defining 
boundaries  of  responsibility  is  critical;  otherwise,  you 
and  your  vendor  will  be  finger-pointing  for  the  life  of  the 


Go  online  for  more  information 
on  creating  an  RFP  and  choosing 
an  outsourcer 
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contract.  Responses  to  this  section  will  give  you  a  sense 
of  how  a  vendor  manages  networks,  its  network  man¬ 
agement  infrastructure  and  the  number  and  experience 
level  of  its  network  management  personnel. 

■  Security  management.  Along  with  protecting  your  busi¬ 
ness  from  intrusion,  security  management  is  key  to 
understanding  how  the  vendor  manages  the  security  of 
your  network.  For  a  VPN,  make  sure  you  understand  the 
exact  level  of  security  provided  by  encryption,  key  man¬ 
agement,  authentication,  token  cards  and  the  vendor. 

■  Asset  management.  Because  outsourcing  implies 
giving  up  control  of  your  network,  make  sure  vendors 
have  a  plan  for  managing  and  tracking  your  assets.  Poor 
asset  management  can  lead  to  extended  outages. 

■  Help  desk.  Network  outsourcing  and  help  desk  support 


is  tricky.  Most  vendors  will  only  supply  Level  Two  and 
Level  Three  network  support,  which  means  your  help 
desk  needs  to  take  the  initial  call,  diagnose  the  problem 
and  notify  the  vendor  if  the  problem  originated  in  the 
network.  But  it  could  be  nearly  impossible  to  diagnose 
whether  a  remote  user  is  having  a  network  problem  vs. 
an  application  problem,  so  you  may  want  to  consider 
outsourcing  first-level  help  desk  services,  too. 

■  Maintenance.  Find  out  who  will  actually  provide  hardware 
maintenance.  Vendors  often  use  a  subcontractor  for 
these  services,  so  be  sure  you  understand  the  service- 
level  agreements  (SLA)  between  the  vendor  and  its 
subcontractor. 

SECTION  IV  -  CONTRACT  TERMS  AND  CONDITIONS 

■  Provide  your  company’s  standard  contract  terms  and 
conditions  and  reiterate  the  service  levels  you  expect  the 
vendor  to  meet. 

SECTION  V  -  APPENDICES 

■  Include  any  information  the  vendor  will  require  to  complete 
its  proposal,  such  as  location  addresses  and  telephone 
numbers,  traffic  volumes  and  depreciation  schedules. 


Step  4:  Evaluating  vendor  bids 


While  you’re  waiting  for  vendors  to  submit  their  proposals, 
spend  time  constructing  your  evaluation  assessment  form.  (You 
should  have  already  stated  the  criteria  in  the  RFP.)  In 
TeleChoice’s  case,  the  criteria  were  cost,  reliability,  manage¬ 
ment  capabilities  and  account  support. 

The  easiest  and  most  comprehensive  method  is  to  construct 
two  spreadsheets  to  perform  side-by-side  comparisons.  Use  one 
for  quantitative  assessments  and  the  other  for  qualitative  assess¬ 
ments  (see  graphic). 

Again,  make  sure  your  prospective  vendors  understand  the 
evaluation  criteria.  The  quantitative  assessment  spreadsheet 
should  include  every  section  and  question  you’ve  asked,  along 
with  a  rating  system  weighted  by  your  criteria.  This  matrix  is 
useful  for  tracking  vendors’  scores. 

A  qualitative  assessment  is  equally  important.  Although  sub¬ 
jective,  this  spreadsheet  helps  determine  your  overall  feel  for 
vendors’  responses.  How  well  do  the  vendors  understand  your 
business?  How  well  do  they  understand  your  business  require¬ 
ments?  Are  the  outsourcers  flexible?  An  outsourcing  vendor 
that  doesn’t  understand  your  needs  will  prove  unsatisfactory 
over  the  term  of  the  contract. 

HOW  THE  OUTSOURCERS  STACK  UP 

These  sample  spreadsheets  give  you  an  easy  way  to  compare  vendors’  proposals 

and  perform  quantitative  and  qualitative  assessments. 

Quantitative  assessment 


Question 

Weight 

Vendor  A 

Vendor  B 

Vendor  C 

1.2. 1.1 

60 

2x60-120 

1x60-60 

3x60-180 

1.2. 1.2 

30 

1x30-  30 

1x30-30 

3x30-  90 

1.2.1.3 

20 

2x20-  40 

1x20-20 

0x20-  0 

1.2. 1.4 

70 

1x70-  70 

1  x  70  =  70 

3x70-210 

260 

180 

480 

Qualitative  assessment 

Criteria 

Weight 

Vendor  A 

Vendor  B 

Vendor  C 

Reporting 

10 

1x10-10 

2x10-  20 

3x10-30 

Performance 

40 

0x40-  0 

3x40-120 

2x40-80 

Flexibility 

10 

1x10-10 

1x10-  10 

2x10-20 

Account  mgmt 

40 

0x40-  0 

2x40-  80 

1x40-40 

20 

230 

170 

0  -  No  response,  1  -  Unsatisfactory  or  minimal  compliance,  2-  Satisfactory, 

3  -  Superior 

In  a  few  weeks,  you’ll  have  a  stack  of 
proposals  to  pore  through.  Grab  the 
stack  of  proposals  from  your  desk,  start 
reading  and  complete  your  assessment 
forms.  It’s  often  best  to  read  the  ven¬ 
dor’s  bid  more  than  once  before  grad¬ 
ing.  After  grading,  wait  a  day  or  two  and 
grade  the  proposal  again.  You’ll  be  sur¬ 
prised  how  your  grades  change. 

Compile  a  list  of  questions  for  the 
vendor  as  you  read  each  bid.  Did  the 
vendor  commit  to  100%  availability  on 
the  WAN?  Doesn’t  that  seem  to  be  just  a 
bit  of  an  exaggeration?  If  an  answer 
doesn’t  make  sense,  the  vendor  may 
have  misunderstood  the  question. 

Give  vendors  a  chance  to  clarify  their 
proposals.  You  may  choose  to  submit 
your  questions  to  each  vendor  and 
request  a  written  response,  or  you  may 
choose  to  have  vendors  address  them  at 
their  proposal  presentation. 

If  a  vendor  is  still  claiming  100%  WAN 
availability,  you  should  probably  place  that 
proposal  in  the  circular  file.  But  if  the 
vendor  provides  a  satisfactory  explanation 
for  its  claim,  include  the  response  in  your 
vendor  assessment.  As  you  near  the  end  of 


the  assessment  and  question  phase,  you 
should  have  a  good  idea  which  vendors 
can  capably  meet  your  needs.  The  vendor 
presentations  should  be  used  as  a  final 
qualitative  assessment  of  the  candidates. 

If  none  of  the  proposals  meet  your  net¬ 
work  requirements,  your  RFP  efforts  still 
haven’t  gone  to  waste.  You  may  choose  to 
only  outsource  the  components  of  the 
RFP  that  vendors  can  meet.  For  example, 
if  you  often  need  to  change  your  WAN 
addressing  structure  or  router  configura¬ 
tions  with  little  notice,  it  might  not  be 
feasible  to  outsource  router  manage¬ 
ment.  However,  you  still  may  want  to  out¬ 
source  dial-up  remote  access  to  a  provi¬ 
der  that  will  handle  hardware,  software, 
dial-up  access  and  security. 

In  any  case,  the  RFP  exercise  will  give 
you  a  comprehensive  understanding  of 
the  network  functions  that  are  strategic 
to  your  business  and  can’t  be  outsourced, 
as  well  as  the  tactical  functions  that  make 
good  outsourcing  candidates. 

Mielke  is  a  senior  consultant  at  TeleChoice 
in  Verona,  N.J.  She  can  be  reached  at  dmielhe @ 
telechoice.com. 


Step  5:  Final  tasks,  final  choices 


Before  you  sign  the  outsourcing  con¬ 
tract  with  your  chosen  vendor  or  ven¬ 
dors,  address  all  the  Ps  and  Qs. 

■  Review  the  processes.  Take  a  final  look 

at  your  vendor’s  implementation,  escalation, 
management,  ticketing  and  billing  processes. 
Make  sure  these  meet  your  needs. 

■  Meet  the  people.  Visit  the  outsourcer’s 
management  center  and  meet  the 
people  who  will  manage  your  network. 

Do  they  seem  overworked?  Are  they 


trained  to  support  your  specific  network  con 
figuration? 

■  Get  It  on  paper.  Review  the  contract,  paying 
special  attention  to  SLAs  and  how  the  ven¬ 
dor’s  reporting  will  indicate  compliance. 

■  Ask  questions.  Keep  asking  questions  until 
you’re  satisfied. 

■  Look  for  quality.  Look  for  quality  in  the 
outsourcer’s  systems,  tools  and  personnel. 

If  the  vendor  hasn’t  made  the  required 
investment,  your  service  will  suffer. 
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April  13 
April  14 
April  29 
April  30 
May  20 
May  21 
June  2 
June  3 


Chicago,  IL 
Philadelphia,  PA 
Boston,  MA 
New  York,  NY 
Los  Angeles,  CA 
San  Francisco,  CA 
Atlanta,  GA 
Dallas,  TX 
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Seminar  Overview: 
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SNA-Capable  Intranets 


Intranets  have  become  synonymous  with  next  generation  enterprise  net¬ 
works  and  the  Internet  itself  is  becoming  a  gigantic,  virtual  storefront  for 
global  commerce.  However,  with  all  of  their  vast  potential,  Internet  and 
intranet-based  information  systems  have  a  fundamental  flaw.  They  do  not 
intrinsically  support  the  mega  repositories  of  data  located  on  non-TCP/IP- 
based  systems  —  in  particular  the  IBM  and  compatible  mainframes  and 
large  AS/400  systems  that  still  dominate  the  business-critical  data  cen¬ 
ters  of  over  20,000  mid-  to  large-scale  U.S.  commercial  enterprises. 
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B  Key  Benefits  of  Attending: 


In  such  enterprises,  over  70%  of  the  vital  corporate  data  resides  within 
the  traditional  data  center  as  opposed  to  on  the  web  servers  hosting  their 
nascent  intranets.  The  data  center  systems,  though  increasingly  support¬ 
ing  and  integrating  TCP/IP,  will  be  running  mission-critical  SNA  applica¬ 
tions  well  past  the  year  2000.  Enterprises  that  currently  have  data  cen¬ 
ters  have  no  choice  but  to  somehow  integrate  their  new  intranets  and 
Internet  interfaces  with  the  SNA-centric  systems,  applications,  files  and 
databases  that  reside  within  the  data  center. 


Learn  about  available  tech¬ 
nologies  for  integrating  data 
centers  with  intranets  and  the 
Internet  including:  browser- 
based  access  to  SNA; 
tn3270E/tn5250;  Data  Link 
Switching  (DLSw);  application 
specific  gateways  (e.g.,  CICS 
Internet  Gateway);  program¬ 
matic  access  to  applications 
and  databases,  and 
middleware. 


4.  Understand  the  network 
management  implications 
of  an  Internet  technology- 
based  network  that  sustains 
mission-critical  SNA/APPN 
applications. 


Learn  about  the  major  data 
center-to-intranet/lnternet 
integration  solutions  being 
offered  by  leading  vendors. 


Taught  by  SNA-Internet  integration  expert  Anura  Guruge,  Integrating 
Intranets  and  Data  Centers  will  help  network  managers,  planners/design¬ 
ers,  data  center  managers,  systems  programmers  and  database  man¬ 
agers  navigate  the  intricate  issues  surrounding  the  integration  of  data 
centers  with  intranets  and  the  Internet. 


6. 


2.  Gain  key  insights  on  utilizing 
Java  and  JavaBeans  tech¬ 
nology  for  data  center 
integration. 


If  your  organization  has  mainframes  or  AS/400s  and  is  in  the  process  of 
implementing  or  has  already  implemented  an  intranet  or  an  Internet  gate¬ 
way  to  your  information  repositories  —  this  seminar  is  for  you.  Integrating 
Intranets  and  Data  Centers  will  provide  you  with  incisive,  credible  and 
comprehensive  information  so  you  can  identify,  evaluate  and  implement 
intranet-to-data  center  integration  solutions  in  your  organization. 


3. 


Explore  various  options  for 
rejuvenating  the  dated  3270 
user  interfaces  of  SNA/APPN 
mission-critical  applications 
without  having  to  modify  the 
mainframe  or  AS/400  resident 
applications. 


Seminar  presenter  will 
illustrate  all  key  technologies, 
including  session,  invocation 
and  user  interface  rejuvena¬ 
tion  via  live,  mainframe  con¬ 
nected  demo  using  market 
leading  software  products. 
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Register  and  You  Will  Receive: 
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•  Comprehensive  seminar  workbook 

•  Exclusive  Network  World  Integrating  Intranets  CD-ROM 

•  Luncheon  and  break  refreshments 

•  All  of  the  above  included  in  your  $450  registration  fee 
(Save  with  our  new  team  discounts  for  two  or  more 
attendees!) 

Note:  If  you  can’t  attend,  call  us  and  order  this  informative  and 
useful  attendee  materials  kit  for  just  $99! 


www.nwfusion.com/seminars; 


Visit  us  on-line  . . . 

O  Complete  seminar  outline 
and  benefits  of  attending 

O  Comprehensive  presenter  bio 

O  Register  on-line 


AUTOMATED  FAX-BACK  INFORMATION  AVAILABLE  BY  CALLING  (800J756-&430  CODE  #20. 


Register  today  for  the  seminar  nearest  you! 

(800)643-4668  •  www.nwfusion.com/seminars 
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ComNet/San  Francisco  is  backed  by  the  proven  success 
of  ComNet/Washington,  D.C.,  the  largest  and  longest- 
running  enterprise  networking  and  communications  event 
in  the  world.  Now,  enterprise  network  professionals  from 
the  Rockies  to  the  Pacific  Rim  will  have  easy  access  to  the 
power  of  ComNet.  And  suppliers  of  communications  and 
networking  products  will  be  introduced  to  the  thriving 
markets  in  the  West  and  beyond. 

Explore  new  technologies  from  hundreds  of  leading 
companies...  exchange  ideas  with  thousands  of  your 
colleagues  in  enterprise  network  management...  learn 
from  an  impressive  roster  of  experts  and  industry  stars. 
Mark  your  calendar  for  ComNet/San  Francisco  —  the 
new  event  with  a  winning  reputation! 

For  more  information  on  exhibiting, 
call  Hajar  Associates  at  781-769-8950. 


Please  send  me  more  information  about  ComNet/ 
San  Francisco  ’98  Conference  and  Exposition. 
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ENTERPRISE  ADMINISTRATOR  TOPS  THE  LIST  OF 
TOOLS  FOR  MANAGING  DISTRIBUTED  NT  DOMAINS. 


By  J  e  f  f  Bankston 

ne  of  the  key  administrative  issues  with  Windows  NT  Server  is  domain 
management.  With  its  multiple  levels  of  domains,  NT  Server  requires 
you  to  make  a  range  of  planning  and  management  decisions  daily. 


Assigning  limited  administrative  permissions 
to  select  end  users,  giving  them  the  ability  to  per¬ 
form  tasks  normally  relegated  to  domain  admin¬ 
istrators  can  help.  Microsoft  Corp.  offers  no 
native  tools  for  assigning  such  permissions,  but 
we  found  products  from  three  companies  that  do 
offer  these  tools. 

Mission  Critical  Software,  Inc.’s  Enterprise 
Administrator  tops  the  list,  winning  our  World 
Class  Award  on  the  strength  of  its  effectiveness, 
documentation  and  superb  technical  support. 
Master  Design  &  Development,  Inc.’s  Trusted 
Enterprise  Manager  2.0  (TEM)  and  FastLane 
Technologies,  Inc.’s  Virtual  Administration  Tool 
for  Windows  NT  performed  very  well,  but  came 
up  a  bit  short.  TEM’s  installation  was  trouble¬ 
some,  and  Virtual  Administration  Tool  requires 
Microsoft’s  Internet  Information  Server  (IIS)  to 
perform  remote  administrative  tasks. 

All  of  the  products  run  as  an  NT  service  on  a 
domain’s  primary  domain  controller,  though 
Enterprise  Administrator  can  also  run  on  the 
backup  domain  controller  or  on  an  NT 
Workstation. 

Enterprise  Administrator  uses  a  hierarchy  of 
marshal-deputy-user  to  assign  permissions  based 
on  the  user’s  level  of  administrative  needs.  You 
first  designate  a  territory,  which  is  a  collection  of 
network  resources  to  be  administered,  appoint  a 
marshal  to  manage  it,  then  grant  the  marshal  the 
necessary  powers.  Marshals  (there  can  be  more 
than  one)  can  create  deputies  within  their  terri¬ 
tories  to  handle  subordinate  tasks.  Enterprise 
Administrator  also  lets  you  create  virtual  domains 
in  which  NT  resources  are  pooled  together  based 
on  your  needs.  Its  administration  interface  is 
slick  and  simple  to  use. 

While  Enterprise  Administrator  allows  you  to 
designate  two  levels  of  virtual  administrators,  the 
other  programs  only  support  one. 

TEM  uses  a  distributed  method  of  user  and 


resource  administration  similar  to  that  of  the 
other  products.  It  caches  the  domain  groups  and 
access  control  lists  so  user  validation  and  autho¬ 
rization  is  performed  faster,  which  is  important 
when  large  domains  can  include  10,000  users. 

We  were  pleased  to  see  how  easy  it  was  to  assign 
virtual  administrators  and  permissions  for  specif¬ 
ic  needs  of  the  domain.  Instead  of  using  mar¬ 
shals,  TEM  uses  the  cached  database  for  security 
validation.  One  central  program  is  used  to  con¬ 


figure  the  TEM  service. 

As  with  Enterprise  Administrator,  one  adminis¬ 
trative  program  is  used  to  configure  TEM.  TEM 
also  lets  you  quickly  reset  passwords  for  users 
who  forget  them.  Just  like  Enterprise 
Administrator,  TEM  can  grant  virtual  administra¬ 
tors  permission  to  modify  granular  functions 
such  as  logon  and  set  account  properties. 

FastLane ’s  Virtual  Administration  Tool  also 
lets  you  collect  network  objects,  or  resources, 
into  virtual  domains.  You  first  identify  domains 
for  Virtual  Administration  Tool  to  control,  add 
them  to  the  program’s  list  of  domains  and  then 
create  a  virtual  domain.  You  then  assign  Virtual 
Administration  Tool  administrators  to  the  pro¬ 


gram’s  newly  created  virtual  domains. 

The  Virtual  Administration  Tool  Manager  has 
three  menu  tabs  —  Windows  NT  domains  under 
Virtual  Administration  Tool’s  control,  virtual 
domains  created  within  each  NT  domain  and  vir¬ 
tual  administrators  that  manage  these  domains. 
Unfortunately,  Virtual  Administration  Tool 
administration  is  based  on  Microsoft’s  IIS  and 
Active  Server,  using  Visual  Basic  scripts  to  run  the 
client  tools  remotely  and  to  handle  daily  tasks. 
Without  IIS,  Virtual  Administration  Tool  can  be 
administered  only  at  the  server  console  on  which 
it  was  installed  —  a  significant  drawback.  By  con¬ 
trast,  Enterprise  Administrator  and  TEM  use 
remote  procedure  calls  to  work  across  the  net¬ 
work  regardless  of  your  physical  location. 

Two  of  the  products  were  easy  to  install.  TEM, 


however,  was  confusing  to  configure  initially. 
Installing  the  TEM  service  and  administration 
program  requires  two  fields  of  critical  informa¬ 
tion  —  the  domain  name  and  the  server  where 
TEM  is  to  be  installed  —  but  it’s  not  clear  where 
or  in  what  order  you  must  enter  them.  We  found 
it  easy  to  create  muddled  service  names,  which 
we  had  to  fix  manually  later. 

All  three  products  do  their  jobs  well,  but 
Enterprise  Administrator  bests  the  others  thanks 
to  more  versatility  in  its  command  set,  menu 
options,  advanced  functions  and  better  docu¬ 
mentation.  If  Virtual  Administration  Tool  remote 
administration  used  network  system  calls  instead 
of  relying  on  a  Web  server,  it  would  be  a  more 
capable  contender. 

Bankston  is  a  network  design  and  integration 
specialist,  and  vice  president  of  operations  for  BCI 
Associates  in  Panama  City,  Fla.,  a  front-line  sys¬ 
tems  integration  hardware,  software  and  compati¬ 
bility  testing  facility.  He  has  designed  LAN,  WAN 
and  MAN  systems  for  1 6  years.  He  can  be  reached 
at  jeff@mail.bciassoc.com  or  (850)  874-2467. 
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Domain  Administration  Documentation 

management  (50%)  tools  (30%)  Installation  (10%)  (10%)  Total 


Enterprise  Administrator  liJBHBSMilliuflfl  iox.5o=5.o  iox.3o=3.o  iox.io=i.o  9x.io=o.9  ITT 


8.9 


Trusted  Enterprise  Manager  2.0  9  *-50-4.5  iox.3o=3.o  7x.io=o.7  7x.io=o.7 

Virtual  Administration  Tool  for  Windows  i\IT  9x-50=4-5  9x.3o=2.7  iox.io=i.o  5x.io=o.5  [17] 

Individual  category  scores  are  based  on  a  scale  of  1  to  10.  Percentages  are  the  weight  given  each  category  in  determining  the  total  score. 
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Enterprise  Administrator 

Mission  Critical  Software,  Inc. 

( 888)323-6768 

www.  missioncritkaL  com/EA/EA.  him 
$900 per  domain  plus  $16  per  client 


Trusted  Enterprise  Manager  2.0 

Master  Design  &  Development,  Inc. 
(925)  946-2111 

www.  mddinc.  com/Tem/ index,  htm 
$1,300 for  100  users, 

$8,000 for  1,000  users 


PROS 


Exceptionally  easy  to  install 
and  use 


▲  Clean  interface 

▲  Good  documentation 


Virtual  Administration  Tool 
for  Windows  NT 

FastLane  Technologies,  Inc. 
(800)947-6752 

wwwfastlanetech.  com, /products/ v 
atool/ index. htm 
$  7  per  user  account 

▲  Most  cost-effective 


CONS 


T  None  significant 


Troublesome  installation 


Requires  IIS  to  use  effectively 
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ement  Strategies 

with  VPNs 


Memorial  Hospital  Alliance  and  Mede  America  prove  virtual  private  networks  can  help  slash  costs  in  health  care  and  other  industries. 


irtual  private  networks  (VPN)  are 
winning  more  corporate  converts 
every  day,  primarily  because  they 
hold  out  the  promise  of  significant 
cost  savings,  according  to  several 
firms  that  are  reaping  the  benefits. 

For  a  limited  investment  in  the 
technology,  companies  can  improve 
remote  access  and  cut  costs. 

That’s  exactly  what  happened  at 
Memorial  Hospital  Alliance  in  Mount  Holly, 
N.J.,  after  the  hospital  implemented  a  VPN  that 
eventually  will  be  used  by  its  30  affiliated 
doctors’  offices.  Similar  savings  are 
attributed  to  the  newly  installed  VPN  at 
Mede  America,  an  East  Meadow,  N.Y., 
firm  that  handles  pharmacy  transactions 
over  its  network. 

Memorial  rolled  out  the  VPN  to  several 
doctors  and  a  handful  of  executives.  The 
doctors  use  the  VPN  to  access  patient 
records,  while  the  executives  typically  use 
it  to  access  e-mail  and  other  documents 
while  they  are  on  the  road  or  working 
from  home.  Full  implementation  will 
begin  this  month. 

“I  can’t  think  of  a  better  solution  at 
this  point  in  time,”  says  Bob  Haines, 

Memorial’s  lead  network  administrator. 

“I’m  ecstatic.” 

VPNs  enable  users  to  logically  carve  out 
a  portion  of  the  Internet  for  their  own  use. 

Some  VPNs  are  managed  by  ISPs  while  others, 
such  as  Memorial’s,  are  managed  internally. 

Prior  to  the  VPN,  doctors  affiliated  with 
Memorial  accessed  patient  data  using  Symantec 
Corp.’s  pcAnywhere  to  dial  in  to  a  ChatCom, 

Inc.  ChatterBox  remote  access  server.  But  when 
the  hospital  upgraded  to  Windows  NT,  it  was 
faced  with  a  costly  upgrade  to  make  the  Chatter- 
Box  NT-compatible.  Instead,  IS  turned  to  VPN 
technology. 

While  the  network  works  flawlessly  now,  there 
were  bumps  along  the  way.  Haines’  first  attempt 
to  install  a  software-based  VPN  and  firewall  from 
Check  Point  Software  Technologies,  Ltd.  failed. 
Bugs  in  the  software  prevented  Haines  from 
enabling  the  encryption  for  inbound  traffic, 
even  with  significant  help  from  one  of  Check 
Point’s  value-added  resellers  (VAR),  he  says.  In 
its  defense,  a  Check  Point  spokesperson  said  the 
VAR  made  repeated  attempts  to  aid  the  hospital 
but  IS  eventually  stopped  responding  to  the 
VAR’s  inquiries. 

Haines  said  after  two  months  of  frustration,  he 
turned  to  Seattle-based  VPN  provider  Aventail 
Corp.  It  took  Haines  only  four  days  to  set  up  the 


By  Tom  Duffy 

Aventail  VPN  Server  software.  However,  connect¬ 
ing  all  the  doctors’  offices  is  not  going  as  quickly 
as  he  would  like.  Many  of  the  offices  use  32-bit 
TCP/IP  applications,  so  they  need  to  upgrade 
their  PCs  to  Windows  95  or  NT  to  use  the  VPN. 
Once  the  offices  upgrade,  they  will  be  able  to 
connect  to  the  network  via  virtually  any  ISP. 

Haines  says  the  experience  taught  him  that 
the  simpler  the  VPN  solution,  the  better. 

“I  would  tell  people  to  go  with  a  VPN-only 


Bob  Haines  of  Memorial  Hospital  Alliance  deployed  a  $12,000  virtual  private  net¬ 
work  to  avoid  a  $68, 000  remote  access  server  upgrade. 


solution  as  opposed  to  a  firewall,”  he  says.  “With 
a  firewall,  [vendors]  are  trying  to  incorporate 
way  too  many  features,  and  the  clients  end  up 
being  confused  and  not  able  to  work.  Aventail 
coexists  with  any  firewall  you  have.” 

The  cost  savings  from  installing  a  VPN  are  sig¬ 
nificant.  Instead  of  spending  $68,000  upgrading 
ChatterBox,  Memorial  spent  about  $12,000  for 
the  Aventail  software.  Meanwhile,  the  hospital 
no  longer  pays  about  $2,000  per  month  for 
leased  ISDN  lines  and  maintenance  of  bridges 
and  routers.  Instead,  the  hospital  is  simply  mak¬ 
ing  greater  use  of  its  T-l  Internet  connection 
and  is  allowing  doctors  to  access  the  network 
through  the  ISP  of  their  choice. 

There  also  are  a  lot  fewer  headaches.  “We 
won’t  have  to  troubleshoot  when  the  ISDN  lines 
go  down,  and  we  won’t  have  to  go  out  to  the  doc¬ 
tors’  offices,”  Haines  says. 

Executives  and  doctors  who  use  the  VPN  are 
pleased  with  its  performance.  The  users  prefer 
to  search  through  records  with  a  browser  instead 
of  the  previous  text-based  interface. 

Haines  got  a  chance  to  try  it  himself  at  the 
end  of  March  when  he  attended  a  conference  in 


Salt  Lake  City.  “I  dialed  in  through  a  local  [point 
of  presence]  and  kept  up  with  my  e-mail  better 
than  I  do  when  I’m  here  at  work,”  he  says.  “It 
worked  flawlessly.” 

Mede  America  is  equally  bullish  on  its  VPN. 
Pharmacies,  hospitals  and  other  health  care 
providers  use  Mede  America’s  network  to  verify 
patient  membership  in  health  care  plans  and 
to  determine  discounts  and  other  pertinent 
information.  Because  Mede  America  handles 
more  than  14  million  transactions  daily,  cutting 
per-transaction  costs  even  by  a  penny  can  make 
a  huge  difference  to  the 
bottom  line. 

In  the  past,  pharmacies  were  connect¬ 
ed  to  Mede  America  via  dedicated  circuits 
and  a  cross-country  network  of  hubs  and 
routers.  That  setup  required  Mede 
America  to  maintain  an  expensive  bank 
of  modems,  which  continually  required 
upgrades.  The  company  began  consider¬ 
ing  other  options  several  years  ago, 
according  to  Chief  Information  Officer 
James  Stinton. 

Looking  for  a  way  to  off-load  network 
management  tasks  and  reduce  costs, 

Mede  America  contracted  with  Compu¬ 
Serve  Network  Services  for  use  of  its  net¬ 
work.  So  far,  Stinton  hasn’t  regretted  the 
decision. 

“We  have  achieved  significant  reductions 
in  the  unit  cost  of  our  transactions,”  says 
Stinton,  who  declined  to  reveal  specific  figures. 
“And  the  VPN  performs  very  well.” 

David  Zimmerman,  Mede  America’s  opera¬ 
tions  director,  says  the  VPN  is  flexible  enough 
to  provide  benefits  to  virtually  all  of  the  phar¬ 
macies  with  which  the  company  contracts. 
High-volume  customers  can  get  access  via 
leased  lines,  while  low-volume  clients  can  dial  in 
to  local  CompuServe  POPs.  Meanwhile,  for 
Mede  America,  the  VPN  simplifies  the  task  of 
network  management. 

“We  have  basically  given  up  the  network  con¬ 
trol  to  CompuServe,”  Stinton  says.  “It’s  much 
easier  to  deal  with  them,  rather  than  put  up 
hubs  and  routers  all  across  the  U.S.” 

Duffy  is  a  freelance  writer  in  Somerville,  Mass.  He  can 
be  reached  at  tduffy62@compuserve.com. 


o  Information  about  the  Network 
World  report  on  virtual  private 
networks 
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STEVE  BORNS 


Mark  your 
calendars  for 
these  important 
Features 
coming  soon. 


Issue  Special  Feature  Ad  Close 

5/25  Feature:  Tolly  on  token-ring  switching; 
Review:  M5  Site  Server  3.0; 

Cool  Tools  column:  CardScan; 

LANS  Special  Focus: 

Multilayer  switching  May  13 

6/1  Feature:  Buyer's  Guide:  Firewalls; 

Carriers  &  ISPs,  Special  Focus: 

How  to  negotiate  service  level 
agreements  with  your  carriers  May  20 

6/0  Feature:  A  look  at  strategies  for 
handling  all  these  new  'Net-enabled 
systems  and  how  new  technologies 
like  fuzzy  logic  controllers  can  help; 

Review:  Seagate  NerveCenter;  Cool 
Tool  column:  Tripmate;  Internetworks, 

Special  Focus:  A  look  at  how  companies 
are  using  traditional  routers  May  27 

6/15  Feature:  Service  and  Support  survey; 

Review:  Workgroup  servers;  Intranet 
Apps.,  Special  Focus:  Web 
transaction-based  apps  June  3 

6/22  Feature:  Planning  for  fault-tolerant  NT; 
Review:  Cool  Tool  column:  Gotcha, 
Eyecatcher;  LANs 
Special  Focus:  Viability  of  low-cost 
network  PCs  June  10 

6/29  Feature:  Buyer's  Guide:  IP  telephony 
gateways  &  servers;  Carriers  &  ISPs, 

Special  Focus:  RBOC  long 

distance  progress.  June  17 


JUNE  INTRANET  May  29 

For  more  information  or  to 
place  an  advertisement, 
please  call  the  Recruitment  Dept, 
at  1-000-622-1100  x7510. 


Your 

Ad 

Could 
Be 
Here 
1  For  | 

$760.00 

Call 

800-622-1108 
X7488  or  X7452 
for  more  info. 

(less  if  you 
have  a  contract)  j 


SOFTWARE  ENGINEER  (Posi¬ 
tion  in  St.  Louis,  MO)  :  Indepen¬ 
dently  design  and  develop  large 
scale  management  information 
systems  applying  object  oriented 
design,  analysis  and  programming 
techniques  with  C++  and  Borland 
C++  in  a  three-tier  client  server 
environment  with  Windows 
NT/95  as  front-end;  design  and 
write  object  Unking  and  embed¬ 
ding  automation  dynamic  link 
libraries  in  Visual  C++  compiler  to 
implement  certain  algorithms; 
design  applications  with  structure 
query  language  to  access  and 
query  Informix  relational  database 
in  UNIX  systems  or  MS  Access 
relational  as  data  server  with  open 
database  connectivity  tool;  design 
graphics  user  interface  using 
Visual  Basic;  and  consult  with 
users  concerning  maintenance  of 
application  systems.  Must  have 
M.S.  in  Comp.  Sci.,  CIS  or  MIS 
and  min.  1  yr.  exp.  in  offered  posi¬ 
tion  or  as  systems  analyst  or  pro¬ 
grammer-analyst.  $48,000/yr.;  40 
hr/wk;  Mon.-Fri.,  8:30am- 
5:30pm.  Must  have  proof  of  legal 
authority  to  work  in  U.S.  Resume 
to  Ms.  Shirley  J.  Gregory,  MO 
Div.  Of  Employment  Security, 
1411  Main  St.,  Kansas  City,  MO 
64105.  Re:  Job  #577996. 


PROGRAMMER 

ANALYST 

needed  by  Union,  NJ 
Computer  Consulting 
Co.,  Must  have  Bache¬ 
lors  in  Computer  Sci¬ 
ence  or  Engg  and  2 
years  experience  in  C, 
C++,  UNIX,  VAX- 
VMS,  Windows 
NT/95,  Oracle,  Visual 
Basic,  SQL.  Apply  by 
resume  to:  HR  Dept., 
Patel  Consultants 
Corp.,  5525  Morris 
Ave.,  Union,  NJ 
07083. 


Be  a  Part  of 
Histor 

theM; 


Packet  Engines,  a  worldwide  leader  in  gigabit  networking  solutions, 
is  seeking  a  large  number  of  networking  professionals  for  positions 
across  the  country. 

Packet  Engines  was  founded  by  Bernard  Daines,  a  20  year  industry 
veteran,  co-founder  and  CTO  of  Grand  Junction  Networks,  and  father 
of  Fast  Ethernet.  Now,  Bernard  and  the  Packet  Engines  team  are  doing 
it  again,  taking  network  performance  and  reliability  to  the  next  level. 
Having  launched  the  Gigabit  Ethernet  industry  in  1 995,  Packet  Engines 
is  delivering  the  industry's  most  powerful  wire-speed  routing  switches, 
Gigabit  Ethernet  hubs  and  NICs.  The  company  is  experiencing 
phenomenal  growth  and  offers  top-notch  candidates  an  outstanding 
career  opportunity.  Positions  are  available  in: 

•  Sales  (Locations  worldwide) 

•  Systems  Engineers  (Locations  worldwide) 

•  Hardware  and  Software  Engineers  (Spokane,  Washington) 
Experienced  with  ASICs,  SONET,  FDDI,  ATM,  Ethernet 
(bridging/switching/routing),  BGPv4,  Embedded  Systems,  and 
Network  Management 

•  Technical  Marketing  Manager  (Spokane,  Washington) 

•  Customer  Support  Engineers  (Spokane,  Washington) 

If  you  are  a  highly  qualified  and  ambitious  individual,  Packet  Engines 
could  be  the  way  to  get  your  career  on  track.  Packet  Engines  offers 
highly  competitive  compensation  and  benefits,  and  outstanding  growth 
opportunities.  Join  us  in  making  networking  history,  and  create  an 
auspicious  history  of  your  own. 


PACKET  ENGINES 

Gigabit  Performance.  Enterprise  Reliability. 

Contact  us  at: 

Packet  Engines,  Inc. 

Attn:  Human  Resources 
P.O.  Box  14497 Spokane,  WA  99214 
CORP:  (509)  777-7000 
FAX:  (509)  777-7001 
email:  resumes@packetengines.  com 
www. packetengines.  com 
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NATIONAL 
GEOGRAPHIC 
SOCIETY 

The  National  Geographic  Society,  headquartered  in  Washington,  D.C.,  is 
building  a  new,  state-of-the-art  INFORMATION  SYSTEM.  This  client-server 
system  incorporates  Mac  and  Windows  workstations  in  a  Netware/NT/Solaris 
environment  utilizing  Docs  Open,  Notes,  Oracle,  PeopleSoft  and  LAN/WAN 
connectivity. 

Immediate  opportunities  are  available  for: 

TECHNICAL  OPERATIONS 

•  Lead  Technical  Specialist/Manager 

Manage  a  team  of  Technical  Specialists  responsible  for  the  management  and 
support  of  the  Society’s  network  infrastructure.  Requires  sufficient  technical 
and  management  expertise  to  provide  second  level  support  and  5+  years 
experience  with  the  following: 

•  Novell  Netware  in  1,000+  Intel/Macintosh  user  environment 

•  Sun  Solaris  •  Microsoft  NT  •  CISCO  routers/switches 

•  Firewalls  •  Web  Server  •  HP  OpenView 

•  Intranet  Operations 

A  ONE  or  MCSE  is  desired. 

SYSTEM  DEVELOPMENT 

•  Network  System  Architect 

Plan  and  develop  both  the  data  and  voice  distribution  networks  comprising 
the  following: 

•  Novell  Netware  •  Microsoft  NT  •  Sun  Solaris 

•  HP  OpenView  •  Token  Ring  •  Ethernet 

•  CISCO  Routers/Switches  •  Eagle  Raptor  Firewalls 

•  Northern  Telecom  PBX  Switch  with  Meridian  Mail 
Requires  10+  years  experience. 

If  you  are  an  experienced  IS  professional  looking  for  a  change  and  believe 
you  have  what  it  takes  to  help  us  succeed,  please  share  your  background 
information,  salary  history  and  job  preference  with  us.  Fax  to:  202/775-6140 
or  202/857-7741,  or  mail  to:  National  Geographic  Society,  Human  Resources- 
(CW),  1145  17th  Street  NW,  Washington,  D.C.  20036.  EOE 


COME  TO  THE 
CAROLINAS 


NETWORKING 

CAREERS 

For  information 
about  placing 


a  recruitment 


Be  in  good  company  at  Blue  Cross  and 
Blue  Shield  of  South  Carolina  Due  to 
rapid  growth,  we  are  currently  accepting 
resumes  for  positions  located  in  our 
Columbia,  SC  offices: 

♦  Network  Telecommunications  Manager 

SNA,  VTAM,  NTP,  Multi-protocol 
Networks 

♦  Network  Desktop  Engineer 

Windows  95/NT,  MS  Exchange  Server 
and  Outlook 

♦  LAN/WAN  Engineer  &  Supervisor 

CISCO  Routers,  HUB  &  Switches,  ATM, 
Ethernet,  Token  Ring 

♦  Supervisor  Network  Services 

AIX,  UNIX 


advertisement, 
talk  to 

Network  World: 


Dodi  Rabinovitz 

(800)  622-1108  X7454 
E-Mail: 

drabinov@nww.com 

)im  Parker 

(Southern  United 
States,  and  New  York) 
(800)  622-1108  X7542 
E-Mail: 

jparker@nww.com 


We  offer  a  competitive  salary,  flexible 
benefits  program  and  an  excellent 
career  development  opportunity 

CALL,  SEND,  FAX  OR  E-MAIL  RESUME 
IN  CONFIDENCE  TO: 


Karima  Zannotti 
(Northern  United 
States) 

(800)  622-1108  X7488 
E-Mail: 

kzannott@nww.com 


I/S  Recruiting 

Blue  Cross  and  Blue  Shield  of  SC 
1-20  East  @  Alpine  Rd. 
Columbia,  SC  29219 


Networking  Careers 
I  61  Worcester  Rd, 
Framingham,  MA  01  701 
E-Mail: 

ccapp@nww.com 


TEL:  800-288-2227  Ext.  45596 
FAX:  803-419-8096 


800-622-1108  X7510 
Fax:  508-820-0607 


istoughton@mindspring.com 

EOE/M/F/D/V 


NetworkWorld 


rials? 


?7,500  Qualified  Subscripts 
ortune  500  coverage 
'ortfolio  of  Recruitment  Services 


Recruitment 

online 

WWW.NWFUSION.COM 

@  ONLINE  CAREER  LISTING 
@  BANNER  ADVERTISING 
@  BRAND  BUTTONS 
@  WEEKLY  NEWSLETTER 
@  EMAIL  LIST  RENTAL 


PROGRAMMER 

ANALYST 

needed  full  time  for 
Manhattan  Bank.  Must 
have  2  years  experi¬ 
ence  installing  &  test¬ 
ing  Novell  Netware 
network  systems; 
developing  Visual 
Basic  programs;  ana¬ 
lyzing  Windows  NT  & 
Swift  programs. 
Respond  to:  HR  Dept., 
The  Bank  of  Yoko¬ 
hama,  One  World  Trade 
Center,  Suite  8067, 
New  York,  NY  10048. 


SYSTEMS 

ANALYST 

needed  for  a  NJ  Com¬ 
puter  Service  Co.  Must 
have  1  year  experience 
in  SAP  R/3  software 
systems  utilizing  fin’l 
accounting,  asset  man¬ 
agement,  investment 
management,  accounts 
receivables  &  legal 
Consolidation  modules. 
Bachelors  in  Acctg  or 
Mgmt  Info  Sys  needed. 
Respond  to:  HR  Dept, 
Horizon  Computers, 
Inc.,  5  Lincoln  High¬ 
way,  Edison,  NJ  08820. 


SENIOR 

PROGRAMMER 

Analysts  needed  by  NYC 
InfoTech  Co.  Must  have 
2years  experience  develop¬ 
ing  client  server  systems 
using  applications  similar 
to  PowerBuilder,  PFC  or 
other  frameworks,  OOD, 
OOA,  Enterprise  RDBMS, 
Case  Tools,  Internet  tech¬ 
nologies,  C/C++,  Windows 
NT,  Windows  3.1  &  95, 
UNIX  &  Distributed  Sys¬ 
tems.  Must  have  Bachelors 
in  Computer  Sci.  or  Engg. 
Reply  by  resume  to:  HR 
Dept,  Gemini  Systems, 
Inc.  61  Broadway,  New 
York,  NY  10006. 


SOFTWARE 
ENGINEER 
SPSS  Inc.,  a  leader  in  sta¬ 
tistical  software,  offers  a 
great  opportunity  to  a 
Software  Engineer.  Quali¬ 
fied  professional  we  seek 
should  have  M.S.  in 
Computer  Science  or  E.E. 
or  Applied  Math  &  at 
least  1  year  experience 
w/Visual  C/C++  in  an 
object-oriented  environ¬ 
ment,  &  C/C++  in  UNIX 
&  Windows.  For  consid¬ 
eration,  fax/mail  resume 
to:  SPSS  Inc.,  444  N. 
Michigan  Ave.,  Chicago,  1L 
60611.  Fax:  312/467-5195. 
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The  Hub  of  the  Network  Buy  I 


SNMPc  NT 

Distributed  Network 
Management 


•  Distributed  Architecture  Scalable 
to  25,000  Devices 

•  Multiple  Console  Logins 

•  Automatic  Baseline  Alarms 

•  View/Report  TopN  Statistics 

•  Scheduled  Printed  and  WEB  Reports 

•  Derived  MIB  Data,  Including 
Utilization  and  Volume 

•  RMON  and  Device  Specific  Applications 

•  Runs  Under  Windows  NT  and 
Windows  95 


SNMPc  and  CiscoWorks  for  Windows  Users 
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Castle  Rock  Computing,  Inc 
12930  Saratoga  Avenue 
Saratoga,  CA  95070 


http://www.castlerock.com 


Tel:  408-366-6540 
Fax:  408-252-2379 


Reader  Service  No.  300 
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The  Simple,  Powerful  &  Affordable 


Global 
Technology 
Associates,  Incl 


Proven  Firewall  Technology 
Network  Address  Translation 
Unlimited  User  License 
High  Performance 
Transparent  Network  Access 
Easy  to  Configure  &  Use 
Remote  Web  Based  Management 
Minimal  Hardware  Requirements 
Ideal  for  Intranets 
Cost  Effective 


1 -800-775-4GTA 

Web:  http://www.gnatbox.com 
Email:  gb-sales@gta.com 
Tel :  + 1  -407-380-0220  Fax :  + 1  -407-380-6080 


Reader  Service  No.  292 


A  Software  Only  32-bit  Network  Analysis  Application 


So  Full  of  Features,  You  Won’t  Believe  the  Price 


Ethernet  and  Token  Ring, 
Windows  95 / 98  and  NT 


Capture  and  decode  Protocols 
Monitor  Bandwidth  Utilisation 
Grade  LAN  Efficient y 
Track  Long-Term  Statistics 
Auto-discover  Addresses 
Set  Triggers  and  Alarms 
Software  Only  Solution 


View  LAN  Errors  (Vital  Signs) 
Monitor  WEB  Servers 
Track  Router  traffic  in  real  time 
Full  32-bit  (95/98  &  NT  Only ) 


Observer™  4.5 


If  you  have  network  slowdowns,  would  you 
know  if  they  are  due  to  overloaded 
bandwidth,  broadcast  storms,  or  errors? 
Observer  will  show  your  LAN  traffic  in  real 
time,  and  with  this  information,  help  you 
pinpoint  problems.  Once  the  source  and 


cause  is  found,  solutions  and  action  plans 
become  clear.  Start  seeing  what  you  have  been 
missing!  Call  800-526-7919  for  a  FREE 
DEMO  or  download  from  our  web  site. 


www.networkinstruments.com 


NETWORK 

INSTRUMENTS 


TM 


©  1997  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9545,  UK  and  Europe  jj 
+44  (0)  1474  702427  FAX  +44  (0)  1474  707830  Internet:  infq@networkinstruments.com  www.networkinstruments.com  I 

Observer™,  Network  Instruments™  and  the  *‘N”  logo  are  trademarks  of  Network  Instruments,  LLC  Minneapolis,  MN  USA 


Reader  Service  No.  290 


HT 


Network  World  •  May  18, 1998  *  www.nwfuslon.com  •  55 


Full  RMON  Support 
Integrates  with  HP  OpenView 
TCP/IP,  Telnet,  TFTP,  BOOTP 
WinSNMP/WinSock/DDE  APIs 
SNMP,  ICMP,  IPX  Polling 

Castle  Rock 

Computing 


'  Node  Discovery 
1  Long  Terra  Statistics/Thresholds 
1  Custom  Event  Actions/Forwarding 
Over  100  Device  Specific  GUIs 
MIB  Compiler/Browser 

408-366-6540 

Fax:  408-252-2379 


Reader  Service  No.  252 


REBOOT  -and-  ACCESS 

Remote  Networking  Equipment 
With  ONE  DS-RPC 


renu  driven  device  selection 

■  Programmable  device  names 

■  Built-in  modem 

*  EIA-232  console  port  for  onsite  access 

*  Reboot  all  or  individual  equipment 

■  4-12  control  ports,  4  receptacles 


The  DS-RPC  is  not  just  another  code-activated  switch,  the  DS-RPC 
provides  a  menu  driven  “user  friendly”  interface  for  device  selection  and 
power  control.  Call  today  for  all  your  remote  site  management  needs. 

Contact  us  today  for  a  demo  of  the  DS-RPC 


BayTech 


Toll  Free:  800-523-2702  International:  228-467-8231 
Fax:  228-467-4551  WEB:  www.baytechdcd.com 


Reader  Service  No.  262 


METROCOM 

COMMUNICATIONS,  INC 


VOICE  COMPRESSION 

FXO  FXS ( 


lilLr 
8  ANALOG  PHONES 


2WFXS 


T-1  ACCESS 
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DROP/INSERT 
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ROUTER 


Newbridge . CALL 

Channel  Banks . $995 

Adtran  TSU100 . $850 

Kentrox  T-Serv  II  with  Power . $450 

Drop/Insert  CSU/DSU . $795 

T-1  CSUs . $250 

T3  Mux  (28  T-1  Channels) . $2,995 

Internet  Routers . $895 

Telco  Systems  Channel  Banks . $1,795 

Adtran  56K  DSU . $150 

Kentrox  T3/E3  DSU  New . $2,500 

T1/FT1  CSU/DSU  V.35 . $495 

Channel  Bank  Rentals . $1 99/Mo 

Kentrox  T-Smart  CSU . $750 

56Kbps  DSU  V.35  RS232 . $99 

Micom  56K  Voice  Mux . $995 

BUY-SELL-NEW-USED 

T1/E1  CHANNEL  BANKS 
ROUTERS  CSU/DSUs 

SAME  DAY  SHIPPING 

RECONDITIONED  WITH 
ONE  YEAR  WARRANTY 

OVERNIGHT  ADVANCE 
REPLACEMENT 


0)  364-8838  OR  (281)  495-6500 

FAX  (281)  495-8449 


Reader  Service  No.  220 


Your  Reach 

Remote  Site  Management  is  just  a  phone  call 
or  mouse  click  away.  Dataprobe  has  over  250 
innovative  solutions  for: 


✓ 

✓ 

✓ 

✓ 

✓ 


A/C  Power  Management  &  Reboot 
Line  &  Port  Sharing  &  Sparing 
Disaster  Recovery  &  Auto  Back-Up 
Alarm  Reporting 

Remote  Switch  &  Equipment  Control 


V^clataprobe 


•  11  Park  Place 

•  Paramus,  NJ  07652 

•  Tel:  201.967.9300 


Web  Site:  www.dataprobe.com  •  Email:  sales@dataprobe.com 

Reader 
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Cancel 


You  work  very  hard  to  keep  your  business 
running  smoothly.  Your  employees  can  work 
from  anywhere  over  state-of-the-art  networks. 

But,  if  your  security  policy  begins  with 
passwords,  you  are  working  with  a  false 

sense  of  security 

There  is  a  better  way.  Begin  with  strong 
user  authentication  that  is  easier  to  use  than 
passwords,  but  cannot  be  hacked.  Begin 
with  user  authentication  that  works  very  well 
with  other  security  measures,  like  firewalls 
and  VPNs. 

And  choose  the  solution  that  is  right  for 
your  needs. 

We  specialize  in  token-based  authentication 
that  is  affordable  and  hassle-free. 

We  offer  five  choices  in  hardware  and  software 
tokens.  We  design  authentication  server 
software  for  NT,  Java,  NetWare  and  mixed 
environments.  We  make  secure  modems  and 
secure  remote  access  servers.  We  even  make 
access  control  systems  to  protect  service  ports 
on  network  switches  and  PBXs. 

Let  our  solution  choices,  our  affordable  prices, 
and  our  product  longevity  prove  that  there 
IS  a  better  way... 


Qld  password: 


New  passwori 


Confirm 


Cancel 


Confirm  nel 


fWn  LeeMah  DataCom 

mi  Security 

6200  Paseo  Padre  Parkway 
Fremont  CA  94555 

800-331-2734 

www.leemah.com 


Change  Password 


e  Password 


Password 


Reader  Service  No.  301 


Reader  Service  No.  218 


CONN 

WITH  CONNECTRONICS,  INC. 

When  your  cables  have  to  be... 

RIGHT,  RELIABLE, 
COMPETIVELY 
PRICED,  and 
ON  TIME... 

they  have  to  be 


OEM  Compatible  Custom  Cable  Assemblies 
Made  to  Suit  Your  Needs. ..Now! 

800/242-6075 

314/894-1465  •  FAX  314/894-0583 
www.cablesnow.com 


Guaranteed  Lowest  Price 
for  Certified  Timeplex 
Equipment 

All  hardware  is 
pre-tested  and 
staged.  If  it 
doesn't  say 


then  it's  not! 


Sell  •  Warranty  •  Fast  Turnaround 


|  ALL  TIMEPLEX  EQUIPMENT 

FDDI 

CSU 

TIME/LAN 

LINK/2 + 

MICROLINK 

TIME/PATH 

LINK/1 

MINILINK 

M1CROPLEXER 

LINK/100 

ROUTERS 

OEM 

For  information  on  our  competitive  prices,  call 

TimePleX  Group 

1-800-726-LIIUK  1777 


or  Fax:  1-813-531-2102 


Reader  Service  No.  239 
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800-333-9343 


On-screen  display  menu-This  screen  shows  the  overlay  10707  Stancliff  Road  Houston,  Texas  77099 

menu  with  the  selection  for  the  color  scheme  popped  up.  Phone  281*933-7673  Fax  281-933-0044 


Ultraview:  the  keyboard-monitor-mouse  switch  allowing  you 
to  control  multiple  platform  systems  on-screen  from  one  console! 


Create  space  in  your  computer  room  by  eliminating  extra  equipment. 
UltraView  allows  one  keyboard,  monitor,  and  mouse  to  control  all  of 
your  computers,  any  mix  of  PC,  MAC,  SUN,  HR  SGI,  and  more. 

UltraView  accesses  each  CPU  from  menus  that  pop  up  over  your  existing  video. 
Switch  from  the  keyboard,  on-screen  menus,  front  panel,  or  RS  232  port  of  the  UltraView. 

Customize  your  UltraView  on-screen  menu  with  personalized  port  names,  colors, 
fonts,  and  display  window  placement  so  that  the  entire  system  makes  sense  to  you. 

Upgrades  are  easy,  too!  Add  up  to  16  CPUs  on  one  switch  and  daisy-chain  to 
access  up  to  256  computers!  Plus,  Flash  memory  upgrades  keep  you  on  the  leading  edge  of 
future  improvements  ensuring  that  the  switch  never  becomes  obsolete.  The  excellence  you 
have  come  to  expect  from  Rose  is  apparent  in  Ultra  View's  simple  setup.  You'll  easily  define 
the  automatic  Scan,  Screen  Saver,  and  other  parameters-so  you  quickly  get  down  to  the  real 
business  at  hand. 

UltraView  is  the  most  flexible  KVM  switch  on  the  market.  You  can  choose 
between  3  different  chassis  sizes  and  4  different  platforms:  PC  Only,  SUN  Only,  APPLE 
Only,  and  Multi-Platform. 

With  UltraView  you'll  see  how  simple  it  is  to  switch  from  CPU  to  CPU-making 
your  work  a  lot  easier  and  faster.  Call  our  sales  staff  today  for  detailed 
information  on  any  computer  system  application. 


Call  For  A  Free  Catalog: 

♦  Keyboard/Video  Control 

♦  Print  Servers 

♦  Data  Szv itches 


VlSITOURWEBSITEATWWW.ROSEL.COM 


ELECTRONICS 


New  Power  Administrator®  From 
SEC  Puts  You  In  Complete 
Control  Of  Your  Network 


Access  Via: 

Modem.Telnet,  SNMP,  and  RS-232 
Scalable  to  128  receptacles 


•* 


♦♦ 


♦* 


Protect  up  to  14  devices 


Power  Administrator 


HOI) 


“We  can  restart  any  hung  piece  of  equipment  from  our 
offices,  or  even  our  homes,  in  just  a  couple  of  minutes.” 

Chris  Myers,  STARNET 

More  than  an  on/off  box,  the  Power  Administrator  (PA-800)  is  the  most 
advanced  power  management  device  available,  allowing  the  remote  reboot  of 
servers,  routers,  or  other  internet-working  devices  to  reduce  downtime  and  cut 
service  calls  or  off-site  staffing. 


•  Recycle  power  to  devices,  remotely 

•  Unattended  power  management 

•  Protects  and  monitors  up  to  14 
devices  per  unit 

•  2  optional  20  amp  power  units 

•  Reduce  service  call  outs 


■  4  access  methods 

■  U.S.  and  International  Version 
1  Power  shedding 

■  Temperature  and  humidity 
location  monitoring 

1  Inrush  protection 
1  Works  with  or  without  a  UPS 


Call  Now! 

1-314-532-2855 


Reader  Service  No.  258 


Systems  Enhancement  Corporation 

-DUnlng  rr»  Way  You  hUnaoo  Powar' 


imuuj.se 


chq 


.com 


Certific 


orp^rTOptrReserved 


M©6t  April.  She  might  not  look  so  tough.  PAKS 
but  when  it  comes  to  exam  software,  they  don't 
come  much  meaner.  She  and  the  rest  of  the 
Transcender  programming  team  have  created 
various  exam  simulations  for  Microsoft 
certification  that  we  feel  are  so  good,  we 
guarantee  them.  If  you  pass  our  exam  and  flunk 
Microsoft’s  twice,  we’ll  give  you  your  money 
back.*  See,  we  can’t  make  the  process  any 
easier,  you  stil!  have  to  study  your  buns  off.  but 
we  can  make  it  better.  Our  exam  simulations 
show  you  your  soft  spots,  where  you  need  to 
focus  your  studies,  and  lead  you  to  die  point 
that  you  are  ready  for  the  real  thing. 


MCSE 


MCSD 


Transcender® 


Hey,  New 
Products! 


* *  m  n 

§||| 


'  L 


\ 


'GEO  IT 


MCSE  Select  Pak™  4.0  (Six  NT  4.0  products)  -  $799 
J  MCSE  Suite™  #4  (all  18  MCSE  products)  -  $!■ 
MCSE  Select  Pak  3.51  (Six  NT  3.5 1  products)  -  $699 


_  CQQQ 
f777 


$129  ea. 


EtlGlT.  \ \  a 8  TOUT. 


3.51  Pak  for  NT  (Two  NT  3.51  Core  products)  -  $249 

WInAithP&k™  2.0  (Two  core Windows  Architecture  products)  -  $259 

NT™  4.0  (Workstation,  Server.  Enterprise)  -  $149  ea. 

NT™  3.5  L(Workstation,  Server)  -  $  1 49  ea. 

Windows®  95  -  $129 
Windows®  3.1  ~$3V 

SMS  1,2,  Exchange  S.O  and  4.0,  IIS  3.0, TCP/IP  for  NT  4.0- $179  ea. 
SQL  6.5  (Imp!.,  Admin.),  TCP/IP  for  NT  3.5*  -  $149  ea. 
Networking  Essentials  -  $  1 49 

Internet  Explorer  4.0,  Proxy  Server  2.0  -  $179  ea. 

Windows® Architecture  l  8t  It  -$!49ea. 

VB™  4.0-  $129 
VB™  5.0~  $149 
SQL  6.5  Inr»pL ~  $1 49 
Access  2.0  &  7.0  - 


To  order  cal!  April  (5>  (615)  726-8779,  or  fax  (615)  726-8884  •  242  Louise  Ave.  Nashville, TN  37203 
www.transcender.com  *Calt  or  visit  our  Web  sue  for  details 
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1.888.356.0283 


www.compatible.com/vpn_now/ 


Reader  Service  No.  238 


Remote  salesperson  just  spent  3  hours 
transferring  sales  presentation  from  Detroit. 

Total  long-distance  charges:  $0.  f| 
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IntraPort™  cut  our  remote  access  costs  by  95%.n 

Mark  Schmidt,  Heritage  Broadcasting 


It  used  to  be  that  salespeople  out  in  the  field  were  simply  out  in  the  cold  when  it  came  to  having  cheap,  easy 
access  to  centralized  data.  But  now,  thanks  to  IntraPort™  VPN  Access  Server  from  Compatible  Systems, 
you  can  get  secure  remote  access  at  a  fraction  of  the  traditional  cost. 

IntraPort  allows  you  to  create  a  Virtual  Private  Network  (VPN)  using  the  Internet  to  connect  remote  offices 
to  a  central  database.  For  Heritage  Broadcasting  Group,  owner  of  CBS  affiliates  in  Northern  Michigan,  that 
meant  remote  and  SOHO  salespeople  can  send  and  receive  data  without  long  distance  charges.Their 
phone  bills  went  from  an  average  $400  per  salesperson  to  just  under  $20! 

IntraPort  supports  IP  and  IPX,  increases  security  with  two  levels  of  encryption,  and  decreases 
network  administration.  Find  out  how  to  cut  your  remote  access  costs  immediately  and  register 
at  www.compatible.com/vpn_now/  to  receive  your  free  VPN  Handbook  subscription. 


Compatible  Systems 


Network  Management 

MIRALINK" 

CORPORATION 

www.miralink.com 


Uptime  Monitor  §495 

For  Windows  95/NT 
@  Monitors  any  SNMP  compatible  device 
@  Simple  user  interface,  i.e.  red  is  bad/green  is  good! 

@  Notifies  network  manager  of  device  alarm  via 
display,  audible,  email,  or  pager 
$  Internet/remote  monitoring— no  distance  limitation 
@  User  friendly— 2  minutes  to  install/20 
Minutes  to  learn 


Alert!  $295 


For  Windows  NT/Netware 

0  Converts  NT  event  log  entries  into  SNMP  traps 
0  Allows  Internet/remote  event  log  monitoring 
via  Uptime  Monitor,  HP  OpenView,  Tivoli,  or 
CA  Unicenter 

@  Converts  Netware  console  messages  into  SNMP  traps 


Toll  Free  877-575-5465  pin  4444 


ph  801-575-5465  •  fax  801-532-5465  •  Reseller  Inquiries  Welcome 

180  South  300  West,  Suite  130  •  Salt  Lake  City,  UT  84101 

Reader  Service  No.  241 


June  is  Bonus  Bonanza  Month! 

Gain  extra  exposure  with  Bonus  Distribution  in  Network 
World’s  Marketplace  in  these  issues. 


Issue 

Close 

Bonus  Distribution 

June  I 

May  20 

ATM  ‘98,  San  Jose  ; 

Networks  Expo,  Boston 

June  8 

May  27 

Supercomm/ICA,  Atlanta 

June  15 

June  3 

DCFs  Internet  Expo,  Chicago 

PC  Expo,  New  York 

mm 
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LANWatch32 


H®  □ 


File  Edit  View  Filter  Options  Window  Help 


Introducing  LANWatch32  for 
Windows  95  and  NT  4.0 


Precision 


Five  Central  Street,  Topsfield,  MA  01983 


(978)  887-6570  (phone) 
(978)  8S7-6552  (fax) 
http://www.guesswork.com 
Email:  info@guesswork.com 


Reader  Service  No.  254 


Who  Says?! 

"LANWatch’  is  m  for  DOS?" 
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uppressThe  Surge 

t  m  i  i 


Invest  in  your  network,  order  a  NetUPS®  today. 


NetUPS 


NetUPS 


Exide  Electronics  NetUPS 
line-interactive  UPS,  450VA— 3000VA 


A  perfect  power  protection  solution 
for  stand-alone  computers,  small 
office/home  office,  and  broad 
based  network  applications. 

The  NetUPS  line-interactive  UPS 
delivers  premium  features  at  a 
very  competitive  price. 


’  INCLUDES  AWARD-WINNING 
LANSAFE  lll/FAILSAFE  III  POWER 
MANAGEMENT  SOFTWARE— FREE 

'  User-replaceable  hot-swappable 
batteries 

>  Modem/data  line  surge  suppression 

>  Cell  Saver ”  technology  doubles 
battery  life 


Fax:1-919-870-3411  lnternet:http://www.exide.com  E-mail:info@exide.com 

•MSRP 

(C)  1 997  Exide  Electronics  Group,  Inc.  All  rights  reserved.  ®,™~  a  trademark  of  Exide  Electronics  Group,  Inc. 


Reader  Service  No.  268 


Network  WorltTs  Direct  Response 
Card  Decks  Deliver  more  than 

150,000  Qualified  Buyers! 


Call  for  more  information  on  how  to  reach 
these  buyers  of  your  products! 

800-622-1108  ext.  7507 


Next  Deck: 
July  24th 


Ad  Close: 
June  10th 


Materials  Due: 
June  17th 


Bonus  Distribution: 
ICE,  Los  Angeles 


Circle  Reader  Service  No.  219 


Some  of  the  Products 
Network  World  Readers  Purchase 


Local  Area  Networks 

Baiuns 

Internetworking  Hubs 

ATM  (LANs) 

Microcomputer/PCs 

Routers 

T-1 

Data  Switches 

LAN  Servers 

Gateways 

Intelligent  Hubs 

Mainframes 

Printers 

Security  Software 

Fiber  Optics 

ISDN 

Modems 

Graphics  Software 

Groupware 

ATM  (WANs) 

Laptops 

LAN  Hubs 

DSU/CSUs 

T-3 

Bridges 

Cables,  Connectors, 

Bridge/Router 

Wireless  LANs 

Frame  Relay 

Call  Enku  Gubaie  at  1-800-622-1108  ext.  465 


“  Bay  Networks  weufLe?T/yrf 

^  %  *  /  communications  r  Jm 


caBLeTRon 

_ SYsrems 

The  Complete  Networking  Solution'* 


Largest  Inventory  of  Refurbished  Bay  Networks  in  America! 

•  Bay  Networks  Trained  •  Proven  Track  Record 

•  Bay  Networks  Authorized  •  One  Year  Warranties 

•  Hundreds  of  pieces  in  stock  •  Design  and  Install  Services 

•  New  and  Used  Equipment  •  Technical  Support 

On-Sight  Router  Installation 
WE  REPAIR  ALL  BAY  NETWORKS! 


0 


National  LAN  Exchange  888-89 1-4B AY 

°  (4  2  2  9) 

1403  W.  820  N.  Provo,  UT  84601  FAX  801-377-0078  http://www.nle.com 

C.O.D.'s  •  VISA  •  Mastercard  •  Discover  •  Terms 


USED  CISCO  DIRECT 


Save  up  to  80%  on  new/used: 

NETFAST  >  Routers  >  Switches  ►  T1  CSU/DSUs  RnffllMnnlL 

>  ISDN  >-  ATM  >-  Fast  Ethernet  >  Frame  Relay  yyg  BUY  USED 


*■  CISCO  *-  Adtran  ►  Motorola 
>•  ADC  Kendrox  >•  Livingston 
www.  digitalwarehouse.  com 

DIGITAL  WAEUHCPSI 

Your  Information  Superhighway  Discount  Sources 


>  3C0M/USRobotics 

►  General  Datacom 
v  Bay  Networks 

>-  Paradyne 


►  Madge 

►  Cabletron 
>■  Digital  Link 
v  Newbridge 


>-  Ascend 
»-  Fore 
■IBM 
■  Xyplex 


™  frd88*89-CISC0  H 

210-20  23rl1  Ave.  Suite  *2,  Boyside,  NY  11360  Phone:1-888-892-4726  Fox:  718-281-1186 
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For  More  Information  About  Marketplace 

1-800-622-1108 
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•  Cisco  •  Motorola 

•  Bay  •  UDS/Codex 

•  Paradyne  •  Miconi 

•  Livingston  •  Kentrox 

C  *  New*?1*cl§e  *  Ascend 

“  .  "Z  n  II  TOD  -  A  —  ,1 


7  Waterloo  Road 
Stanhope,  NJ 
07874 


Phone  |Q 

(973)  347-  3349  P 

Fax  jQ 

{973)347-  3349  Jp 

Co 


3Cont/USR  *And  More 


Multivendor  solutions  with  a  turnkey  approach 

ON  THE  MARK  EQUIPMENT... 
WITHOUT  THE  HIGH  MARK-UP 


MSI  is  different,  and  the  better  value. 
Here's  our  checklist  to  prove  it. 

•  Large  Inventory 

•  Quick  Delivery 

•  Manuals  on  CD  Rom 

•  Overnight  Replacement  Service 

•  24  X  7  Engineering  Support 

•  Design  Assistance 

•  Staging  and  Configuration 

•  On-site  Installation 

•  100%  Satisfaction  Guaranteed 


Visit  our  Web  site:  www.msic.com 
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SNMP  Tools 

Multiple  Agent  Simulator 

Develop,  test,  demonstrate 
Management  applications 
without  real  devices. 


Automated  Agent  Tester 

Complete  weeks  worth  of 
manual  testing  in  minutes. 

SIMPLESOFT  Inc. 
Tel:  (650)  965-4515 
Web:  www.smplsft.com 
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ORDER  IT  TODAY, 
USE  IT  TOMORROW! 


VNETEK's  vast  inventory 
allows  same-day  shipping. 


A 


STOP 


For  more  information 
on  advertising  in  the 
Marketplace,  STOP 
everything,  and  call  now! 

800-622-1108  ext. 7465 


USED/REFURBISHED 
Cabletron  •  3Com  •  SynOptics 
Compex  •  Cisco  •  and  more! 


888-663-3313 

Fax:  (603)  893-8666 


COMMUNICATIONS,  LLC 

BUY/SELL/TRADE 

e-mail:  vnetek@tiac.net  Web:  www.vnetek.com 

Brand  names  are  registered  trademarks 


I 
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For  More  Information  About 
Marketplace 

1-800-622-1108 


I 


Systems/Features/Memory 

I 

EQUIPMENT 

Also  Available.-  Wellfleet,  Bay,  Fore, 
Xylogics,  Livingston,  &  Ascend 

in  stock  •  Fast  Delivery  •  No  Expedite  charges 

COMSTAR,  INC. 

The  »1  Network  Remarketer 

612*835*5502 

Fax  612*835*1927  E-Mall:sales@comstarinc  com 
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buy/sell/new/used 
REFURBISHED 
data  comm  equip 
50%  off  /  1-year  warranty 


ATL 

Adtran 

Cisco 

Coastcom 


Micom 
Motorola  ISG 
N.E.T. 
Paradyne 


RYDER  Communications,  Inc. 
P.  (973)  702-7781 
1-888-RYDRCOM 
F.  (973)  702-8496 
Rydrcom@aol.com 
www.rydrcom.com 


'jic&n 

li1  kii 


"Over  15  Years  of  Exi 


ROUTERS  •  HUBS 
DSU/CSU  •  SWITCHES 
TERMINAL  SERVICES 

BUY /SELL/ LEASE 


LIVINGSTON 

Overnight  Delivery:  fully  Guaranteed 


BAY  •3COM*  ADTRAN*  KENTROX 


800-230-6638 


i=j  Ph:  805-964-1314 
"  Fax:805-964-5649 


www.networkhardware.com 

Network  Hardware  Resale,  Inc. 

6445  Cxui  Reju,  Ste.  B,  Santa  Barbara,  CA  931 17 
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Livingston  US  Robotics 

Ascend  0,  /V^.  Miconi 

v*  Specialist  in  all  ^ 

^  Cisco  products 
to  including  Memory 

'T  LANAVAN  Products 

\  P 

O  New,  Used,  Lease, 

3Com  ^  Rent  ^Codex 
Adtran  ^  ‘MOH^  Xylogics 
Motorola  Wellfleet 

We  carry  all  Manufacturers 


Millennium  Solutions  Group,  Inc. 


•Routers,  Bridges  ‘Frame  Relay 
•DSU/CSU's  -Hubs,  Modems 

•Switches,  ATM  »Voice  over  Data 


We  Buy  and  Sell 

888-801-2001  Fax  (916)  797-9997 
Visit  our  Web  Site  at: 
http://www.millenniumsolutions.net 
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It’s  As  Easy 
As... 


1 

2 

3 


Decide  to  reach  157,500 
highly-qualified  and 
audited  buyers  of  network¬ 
ing  products  and  services. 

Pick  up  the  phone  and 
call  Enku  Gubaie  at 
800-622-1108  ext.  7465. 

Get  ready  for  increased 
leads  and  sales  as  a 
result  of  your  ad. 


.  -;.-v 

, 

The  Hub  of  the  Network  p uy. 


American  Institute  for 
Computer  Sciences 

(800)  767-AICS  www.aics.edu 
BS  and  MS  in  Computer  Science 
Distance  Education,  Free  Catalog 


Marcraft  International 

(800)  441-6006 
www.mic-inc/Aplus.com 
A+  Certification  with  Books,  CD 
and  over  500  test  questions  $165 


OmniWorldWide 

(800)  809-6906 
www.OmniWorldWide.com 
FREE  Online  NT  4.0  Training 
CALL  NOW  FOR  PASSWORD! 


Evernet  Education  Svcs 

(800)  447-3658 
www.Evemeted.com 
Authorized  Microsoft  MCSE  and 
Novell  CN5-CBT’SE  also  available 


NCR  Customer  Education 

(800)  845-2273 

www.ncr.com/trainus 

Cisco,  MCSE,  NT  &  Networking, 

Training 


To  Place  Your 
Listing  Here 
Call  Enku  Gubaie 
at  1-800-622-1108 


For  information  on  listing  your  service  here,  contact 
Enku  Gubaie  at  800-622-1108  x7465,  egubaie@nww.com 


SHOWS  SHOWS  SHOWS 


Network  World  is  going  to  the  show!  Gain  extra  exposure  when  you 
place  your  ad  in  these  issues. 

Issue  Bonus  Distribution 

June  1  ATM  ‘98,  San  Diego  &  Networks  Expo,  Boston 

June  8  Supercomm/ICA,  Atlanta 

June  15  DCI’s  Internet  Expo,  Chicago  &  PC  Expo,  New  York 


I  SMC 


#  Kalpana  CHIPCOM 


==5yn0ptics 


SUPER  STACK  2  -  IOBASE-T  SWITCHES 

1 2  PORT-W/TX  3CI690 1 A . S 1 1 59. 

24  PORT-W/TX3CI690QA . $  1 599. 

12  PORT-W/2  10/100-320  MODEL  $699 

1 2  PORT  PS40  HUB/$WfTCH-3C 1 6405  $439 

24  PORT  PS40  HUB/SWfTCH-3CI6406  S799. 

12  PORT  IOBASE-T  HUB-3CI6670  ..  $295 

SUPER  STACK  2  100BASE-TX  SWITCHES  &  HUBS 
AUTO  10/100  12  PORT  3CI6942A  $1449 

SWITCH  3000  5  100BASE-FX- 1  TX .  $5709 

1 2  PORT  100BASE-TX  HUB-3C250B-TX  $799 

1 2  PORT  I  0/1  00  BASE  HUB-3C 1 6590  .  $1099 

24  PORT  10/100  BASE  HUB-3CI659 1  $  1 699 

OFFICE  CONNECT  SWITCHES  AND  HUBS 
SWITCH  1 40-3C3CI6730  W/4  IOBASES-T  &  I  TX  $649 

SWITCH  I40M-3CI673I-SAME  AS  I40W/MNGMNT  $669 

HUB  TP  1 40-3C  1 6723  W4  100BASE-TX  PORTS .  $  1 98 

TPI 200-30672 1  W/12  100BASE-TX  PORTS .  $525 

NETWORK  ADAPTERS 

3C905TX  10/100  PCI . $6099/100  PACK 

3C90OTPO  IOBT  PCI . $1300/20  PACK 

3C509B-TPO  IOBT  IS  .  $4099/100  PACK 

3C509BCOMBO  IOBT  ISA .  $6900/ 1 00  PACK 

BAY  NETWORKS 
BAYSTACK. 

101  1 2  PORT  IOBT . $529 

102  24  PORT  I  OB  $899 

1 50  24  PORT  IOBT  W/MNGMNT . $799 

153  1 2  PORI  NO  NMM  .  $419 

152  16  PORT  IOBT  I  COAX . $319. 

INTEL  NETWORKING 

12  PORT  10/100  HUB . $979. 

24  PORT  10/100  HUB  $1569. 

8  PORT  100BASE-TX  HUB  . $329. 

24  PORT  IOBASE-T  SWITCH  $  1 509. 

8  PORT  10/100  SWITCH  . $2039. 


3C509-TP 
30  667 1 . 

30  6670 
30  6900. 

BAY  3308  B 

BAY  5308  P . 

BAY  3304-ST . 

IBM  3228  MAU . 

CISCO  CSMEC6 . 

3C6555B-0 1 6R . 

CHIPCOM  5 1 02M-FBP .  . 

CHIPCOM  5 1 08M-TP . $550. 

CABLETRON  TPMIM-24  $795. 

CABLETRON  MRXI . $200 

NETWORTH  UTPM-S . $600. 

KALPANA  EPP2II  . $250. 


MORE  INTEL  NETWORKING 

NETPORT  10/100  PRINT  SERVER  .  $2 39  EXTERNAL 

PRO  1 0/ 1 00  PCI  NIC  SI 330/20  PACK 

PRO/ 10+ ISA  .  $840/20  PACK 

CISCO  NETWORKING 

FAST  HUB  1 08T  8  PORT  100BASE-TX  $779 

FAST  HUB  3 1 6T  16  PORT  100BASE-TX . $1139. 

FAST  HUB  3 1 6C  15  I008TX/I  FX  $1499 

CATALYST  1900  1 2  PORT  IOBT  SWITCH  W/IX  UPL  $1229 
CATALYST  1 900  24  PORT  IOBT  SWITCH  W/IXUPL  $1459 
MUCH.MUCH  MORE!!!  PLEASE  CALL! 

Prices  May  Vary  according  to  Quantity 
Se  haWa  espartol 


I  Quantity.  Reseller.  Government  &  Education.  Olscounts  available  ■ 


[M&m[ 

I  4  7  U/l  1‘MAN  CF  1  |  |  PLAIN  VIEW,  NY  |  |  1 1  1  80  -3  1 
f  PH  c.  16  293  52001  I  FAX  5  1  6  29 3  632^1 


AUTHORIZED  PRODUCT 
&  SERVICE  CENTER 
WE  TEST  ALL  PARTS 
BEFORE  WE  SHIP 
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maker  agreed  to  delay  the  ship- 
mentofits  newoperadngsystem. 

In  return,  the  U.S.  Depart¬ 
ment  of  Justice  and  attorneys 
general  from  some  20  states 
postponed  a  press  conference 
planned  for  last  week,  and 
held  off  bringing  a  new, 
much  larger  lawsuit  against 
Microsoft.  The  mainstream 
press  has  been  sizzling  for  weeks 
with  talk  about  the  Justice 
Department  and  the  states  plan¬ 
ning  to  take  legal  action  against 
the  software  giant  for  anticom¬ 
petitive  practices. 

The  feds  and  various  state 
governments  are  considering 
the  following  measures: 

•  Forcing  Microsoft  to  give 
PC  makers  broader  browser 
options  by  delivering  a  version 
of  Windows  98  without  Internet 
Explorer. 

•  Making  Microsoft  craft  less 
restrictive  contracts  with  PC 
makers  concerning  browser  in¬ 
stallation  and  control  over  the 
content  of  a  PC’s  opening 
screen. 

•  Forcing  Microsoft  to  elimi¬ 
nate  agreements  with  Internet 
firms,  such  as  ISPs,  that  favor 
Microsoft  software . 

This  is  all  exciting  news,  but 
do  buyers  and  users  of  this  stuff 
really  care?  Network  World  inter¬ 
viewed  network  professionals 
last  week,  and  quite  a  few  want 


the  government  to  keep  its  mitts 
ofFMicrosoft. 

“The  [Justice  Department] 
should  back  off.  Novell  has  a 
huge  installed  base,  Unix  still  has 
the  high-end  market.  .  .  .  The 
others  should  just  try  to  make 
their  products  better,”  said 
Dwight  Gibbs,  chief  technical 
fool  at  online  financial  adviser 
The  Motley  Fool,  Inc. 

“Bill  Gates  once  said,  ‘We  put 
software  in  boxes  and  then  put 
those  boxes  on  the  shelf.  How  is 
that  predatory  pricing?’  ”  said 
Nick  Arnett,  independent  ana¬ 
lyst  and  former  Verity,  Inc. 
product  manager.  “You  look  at 
the  real  robber  barons  of  indus¬ 
try  and  Microsoft  is  a  pussycat  in 
comparison.” 

“Look  at  history  and  the 
progress  of  time.  Look  at  what 
happened  to  [Digital  Equip¬ 
ment  Corp.]  Look  at  what’s  hap¬ 
pening  to  IBM.  Bill  Gates  won’t 
live  forever.  Can  someone  come 
along  and  threaten  Microsoft? 
Sure,”  said  Sergio  Cortez,  direc¬ 
tor  of  standards  and  resources 
for  Litton  Industries,  Inc.  in 
Woodland  Hills,  Calif. 

Others  said  government 
action  may  be  unwarranted.  “If 
Microsoft  is  doing  something 
monopolistic  in  the  shipment  of 
Win98,  then  they  should  be 
stopped,”  said  John  McFarlane, 
CEO  of  Software.com,  Inc.  in 
Santa  Barbara,  Calif. 

Regardless  of  Microsoft’s 
feistiness  and  negotiating  skills, 
some  feel  that  the  government 


will  simply  get  its  way.  “You’ve 
got  these  two  huge  juggernauts 
going  at  each  other,  and  since 
the  government  seems  to  make 
its  own  rules,  it  is  obvious  who  is 
going  to  have  to  give,”  said  Loki 
Freyr,  a  network  administrator 
for  Farallon  Capital  Manage¬ 
ment  in  Redwood  Shores,  Calif. 
“Bill  Gates  is  going  to  end  up 
having  to  make  some  sort  of 


changes  in  the  Microsoft  busi¬ 
ness  structure.” 

Minor  victory 

Last  Tuesday,  a  federal 
appeals  court  ruled  that  the  stip¬ 
ulations  placed  on  Windows  95 
as  a  result  of  the  original  Justice 
Department  lawsuit  could  not  be 
extended  to  Windows  98.  Those 
stipulations  were  that  Microsoft 


must  provide  a  choice  of  Win¬ 
dows  95  versions  to  OEMs,  one  of 
which  does  not  include  Internet 
Explorer. 

Despite  the  impending  legal 
situation,  Microsoft  is  still  plan¬ 
ning  to  ship  the  retail  version  of 
Windows  98  onjune  25. 

Senior  Editor  Andy  Eddy 
contributed  to  this  story. 


Sun  seeks  to  block  Java-incompatible  Windows  98 


s  far  as  dramas  go,  this  one  didn’t  have  any 
legs. 

In  the  latest  legal  go-round  between 
Sun  Microsystems,  Inc.  and  Microsoft 
Corp.,  Sun  held  a  press  conference  last  Tuesday 
to  announce  it  had  asked  a  U.S.  District  Court 
judge  to  prevent  Microsoft  from  releasing  ajava- 
incompatible  version  of  Windows  98. 

Microsoft  countered,  dismissing  Sun’s  claims 
in  a  teleconference  a  few  hours  later. 

By  Thursday,  Sun’s  court  bid  had  been  over¬ 
shadowed  by  news  that  Microsoft  would  delay 
shipping  Windows  98  to  OEMs  from  Friday  until 
today,  while  the  company  conducts  last-minute 
negotiations  with  federal  and  state  prosecutors. 

Alan  Baratz,  president  of  Sun’s  Java  software 
division,  said  Sun  took  action  because  Win98 
source  code  provided  in  March  by  Microsoft 
failed  recently  completed  Java  compatibility 
tests.  “Microsoft  has  continued  to  seek  ways  to 
flout  its  contractual  obligations,”  Baratz  said. 

While  denying  that  Sun  was  seeking  to  stop 
the  shipment  of  Windows  98,  Baratz  said  the 
company  wants  the  judge  to  order  Microsoft  to 
choose  any  of  the  following  options:  1 )  Ship  Win¬ 
dows  98  with  a  fully  compatible  version  of  the 


Java  technology.  2)  If  Microsoft  chooses  to  ship 
an  incompatible  implementation  of  Java  with 
Windows  98,  then  the  firm  must  also  bundle 
Sun’s  Java  Runtime  Environment  with  the  oper¬ 
ating  system.  3)  Remove  any  incompatible  ver¬ 
sion  ofjavafrom  Windows  98. 

Sun  also  has  asked  the  court  to  order  that 
Microsoft  tools  for  building  Java  applications  be 
allowed  to  ship  “only  if  those  tools  create  fully 
compatible  Java  applications,”  Baratz  said. 

The  judge  must  hear  Microsoft’s  arguments 
before  making  any  decision .  The  next  court  date 
has  been  set  for  latejuly. 

—  Chris  Nemey 

“ Microsoft  has 
continued  to  seek 
ways  to  flout  its 
contractual 
obligations.” 

Alan  Baratz,  president, 

Sun's  Java  software  division 
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nounce  a  Bay  acquisition  at  the 
Supercomm  ’98  show  in  Atlanta 
June  8. 

The  amount  of  the  alleged 
Nortel  offer  is  not  known,  but 
sources  say  it  was  between  $32 
and  $35  per  share,  or  $7.3  billion 
to  $8  billion.  Bay  shares  are  cur¬ 
rently  trading  at  $26.38. 

Observers  believe  Bay  will 
agree  to  be  acquired  for  $40  per 
share,  or  $9.1  billion.  The  com¬ 
pany’s  market  cap  is  currently 
$5.5  billion. 

The  time  is  now  at  hand  for 
Bay,  Cabletron  Systems,  Inc.  and 
even  perhaps  3Com  Corp.  to 
woo  a  telecom  suitor  in  order  to 
compete  with  Cisco  Systems,  Inc. 
in  the  voice/data  megabattle  of 
the  next  millennium. 

Cisco  is  the  pre-eminent  sup¬ 
plier  of  IP  routers  for  the 
enterprise  and  service  provider 
markets.  The  network  giant 
became  an  instant  force  in  WAN 
switching  with  its  $4  billion  pur¬ 


chase  of  StrataCom,  Inc.  two 
years  ago. 

With  the  industry  moving 
toward  converged  voice  and  data 


over  IP  networks,  Cisco  is  enter¬ 
ing  the  ranks  of  the  Nortels, 
Lucents,  LM  Ericssons  and 
Siemens  AGs  of  the  world  and 


leaving  its  Big  Four  brethren 
behind.  But  while  Cisco  chases 
Nortel,  Lucent  Technol¬ 
ogies,  Inc.  and  others,  Bay, 
Cabletron  and  3Com  are  still 
chasing  Cisco. 

Unfortunately,  Bay,  Cable¬ 
tron  and  3Com  lack  the  finan¬ 
cial,  market  and  R&D  where¬ 
withal  to  catch  Cisco  on  their 
own,  observers  say.  However, 
Nortel,  Lucent  and  other  tele¬ 
com  powerhouses  lack  data 
expertise. 

It  therefore  behooves  Bay, 
Cabletron  and  3Com  to  beautify 
their  enterprise  assets  to  attract 
and  marry  one  of  the  telecom 
heavies.  And  last  week’s  alleged 
Bay/Nortel  overture  is  yet 
another  indication  of  the  need 
to  woo  a  suitor. 

“It’s  symptomatic  of  the 
ongoing,  continuing  conver¬ 
gence  of  the  voice  and  data 
world,  and  the  pressures  to  estab¬ 
lish  a  critical  mass,”  said  Andy 
Schopick  of  Nutmeg  Securities. 
“I  wouldn’t  dismiss  [these 
reports]  as  being  some  ridicu¬ 
lous  thing.  If  it’s  not  Nortel  [cov¬ 


eting  Bay] ,  it  could  be  somebody 
else,  and  I  think  we  will  see  one 
or  two  megamergers  over  the 
next  six  to  12  months  in  the  net¬ 
working  arena.  ’  ’ 

“Bay’s  been  in  play  the  whole 
time,”  said  Scott  Heritage,  an 
analyst  at  UBS  Securities  in  New 
York.  “This  is  not  new.  There’s 
been  speculation  going  on 
[about  a  possible  acquisition] 
for  the  last  six  months.” 

Before  last  week’s  develop¬ 
ment,  the  popular  belief  was  that 
Lucent  would  make  a  run  at  Bay, 
given  that  the  companies  have  a 
multimedia  technology  sharing 
and  joint  product  development 
parmership  going  back  two 
years.  More  recently,  Lucent 
acquired  Yurie  Systems,  Inc.,  a 
maker  of  ATM  access  multiplex¬ 
ers,  that  Bay  is  reselling  under  an 
OEM  arrangement. 

Conversely,  Nortel  has  been 
allied  with  Cabletron  for  more 
than  a  year  in  a  “Power  Net¬ 
work”  partnership  to  build  inte¬ 
grated  voice/data  multimedia 
networks.  But  analysts  note  this 
See  Bay,  page  64 


BAY’S  NUMBERS  ■■  Revenue  (in  millions) 


$-200 


Q4’97  Q1’98  Q2 ’98  Q3 ’98 

Bay’s  fiscal  year  ends  June  30. 

*  Includes  a  charge  of  $148.5  million  related  to  the  acquisitions  of  Rapid  City 
Communications  and  Isotro  Network  Management,  Inc. 

**  Includes  a  charge  of  $7.4  million  related  to  the  December  1996  acquisition 
of  NetICs. 

*  *  ‘Includes  a  charge  of  $  154  million  related  to  the  acquisitions  of  New  Oak 

Communications,  Inc.  and  Netsation,  Corp. 
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cers  in  the  past  few  weeks  have 
been  sounding  a  consistent 
theme:  Very  low-cost  Windows 
PCs,  equipped  with  Web  brows¬ 
ers  and  TCP/IP  net  access,  will 
rule  the  desktop —  notNCs! 

In  fact,  Oracle  officials  now 
claim  that  the  personal  com¬ 
puter  has  become,  or  is  becom¬ 
ing,  a  netw  ork  computer. 

No  comment 

The  Oracle  CEO  has  acknowl¬ 
edged  that  these  “new”  PCs  will 
block  the  network  computer  — 
as  defined  by  Ellison  —  from 
corporate  desktops.  But  that 
doesn’t  really  matter,  he  said, 
because  the  PC  is  becoming  sim¬ 
ply  an  appliance,  and  the  pri¬ 
mary  user  interface  is  becoming 
the  browser. 

Ellison  wouldn’t  talk  to  Net¬ 
work  World,  but  Oracle  Senior 
Vice  President  Mark  Jarvis  took 
on  thejob  of  spin  control. 

“We  say  the  PC  has  mutated: 
if  it  has  a  browser,  it’s  effectively 
become  an  NC,”  he  said. 
“  [When  accessing  Internet  data 
and  applications,  a  PC]  uses  the 
local  disk  only  to  load  die 
browser.” 

“When  people  pull  up  their 
browsers  and  go  out  on  the  ’Net, 
they’re  doing  network  comput¬ 
ing,  not  personal  computing. 
From  Oracle’s  viewpoint,  our 


goal  is  to  make  all  our  database 
applications  accessible  via  the 
Web  brow'ser,”  Jarvis  said.  “This 
[browser]  is  the  true  zero  admin¬ 
istration  client:  to  access  these 
database  applications,  all  you 
need  is  the  browser.” 

Industry  reaction  to  Ellison’s 
revisionist  theme  ranged  from 


outright  contempt  to  bewilder¬ 
ment. 

“This  is  one  of  his  most 
pathetic  attempts  yet  to  weasel 
out  of  his  absurd  predictions,” 
said  Jesse  Berst,  a  long-time  PC 
pundit  and  currendy  editor  of 
www.anchordesk.com,  an  Inter¬ 
net  news  service  for  computer 
technology.  “I  was  at  several 
of  the  events  where  he  launched 
the  NC,  and  it  didn’t  even 


include  a  hard  disk  when  first 
promoted.” 

“[Ellison]  is  dancing  quite 
nicely  as  he  exits  the  [NC]  busi¬ 
ness,”  said  Roy  Graham,  senior 
vice  president  of  sales  and  mar¬ 
keting  at  Wyse  Technology,  Inc., 
a  San  Jose,  Calif.,  builder  of  Win¬ 
dows  terminals.  “The  NC  was 


always  positioned  as  an  alterna¬ 
tive  to  the  PC,”  he  said. 

Wyse  last  year  scrapped  plans 
for  an  Ellison-inspired  Java  net¬ 
work  computer,  arguing  that  cus¬ 
tomers  were  not  ready  to  replace 
laboriously  built  PC  client/ 
server  systems  with  untried  Java 
devices. 

Some  MIS  directors  seemed 
less  willing  than  Ellison  to  throw 
in  the  corporate  NC  towel. 


‘  ‘It  doesn’t  make  a  hell  of  a  lot 
of  sense  to  me  to  have  a  full¬ 
blown,  high-powered  PC,  even  if 
it  does  cost  less  than  $1,000, 
because  of  the  cost  of  ownership 
of  these  devices  —  for  support, 
for  help  desk,  for  administra¬ 
tion,”  said  Dave  Klinzman, 
director  of  IT,  Long’s  Drug 


Stores  Corp.  of  Walnut  Creek, 
Calif.  “Even  if  you  can  buy  a  PC 
for  $700,  that’s  only  the  cost  of 
acquisition  —  that’s  not  the  cost 
of  maintaining  the  damn  thing. 

The  NC  fad  started  almost 
unnoticed  nearly  three  years  ago 
at  Telecom  95  in  Geneva,  where 
Ellison  made  a  public  pitch  for  a 
$500  “communications  device” 
designed  specifically  as  an  Inter¬ 
net  client. 


Within  a  few  months,  the  idea 
was  sparking  enormous  contro¬ 
versy  and  was  sarcastically 
derided  by  PC  stalwarts. 

However,  the  NC  idea 
prompted  MIS  and  business 
managers  to  take  a  fresh  look  at 
just  what  PC  computing  was  cost¬ 
ing  them. 

That  cost  was  growing  every 
year,  fueled  by  ever-larger  Micro¬ 
soft  Corp.  systems  and  applica¬ 
tion  software,  coupled  with 
ever-more-powerful  Intel  Corp. 
processors. 

This  crystalizing  of  customer 
resistance  prodded  Microsoft 
and  Intel  to  respond  to  Ellison’s 
NC  drumbeating. 

First  the  vendors  came  out 
with  a  specification  for  the 
NetPC,  a  sealed  PC  with  addi¬ 
tional  software  so  that  it  could  be 
better  managed  over  the  net¬ 
work  and  loaded  with  software 
from  a  central  server. 

And  early  this  year  Intel 
announced  it  was  creating  a 
specification  for  “lean  clients” 
that  would  use  Intel  processors 
but  could  run  a  range  of  thin-cli- 
ent  operating  systems. 

At  the  same  time,  NC  ship¬ 
ments  have  lagged,  hamstrung 
by  the  lack  of  Java  applications 
and  by  Sun’s  delay  of  nearly  a 
year  in  shipping  its  JavaStation 
NC.  ■ 

Get  more  information  online 
atwww.nwfuslon.com 
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How  Oracle’s  Ellison  has  changed  his  tune 


May  1996 

Larry  Ellison  said  of  the  network 
computer:  “It  will  change  our 
economy.  It  will  change  our  culture. 
It  will  change  everything." 


1996 


Nov.  1996 

“We  will  never  move  to  the  information  age  if  we 
have  to  rely  on  the  PCs  to  get  us  there. . . .  People 
can’t  afford  them  and  don’t  understand  how  to  use 
them.  The  NC  is  a  communication  and  information 
access  device,  not  a  computation  device.” 


1997 


Sept.  1997  J 

“We  need  to  relocate  complexity  off  the 
desktop  and  move  it  back  into  the  network 
where  it  belongs.” 


J 


1998 


T 


May  1998 

“The  corporate  NC  has  really  been  eclipsed  by  the  PC  becoming 
an  NC,  in  price  and  in  function.  So  that’s  with  us.  We  don’t 
make  a  lot  of  money  in  that  business,  anyway.” 


Bay 

Continued  from  page  63 

union  has  produced  little,  if  any, 
power  to  date. 

3Com,  meanwhile,  has  a  part¬ 
nership  with  Newbridge  Net¬ 
works,  Inc.  and  Siemens  to 
deliver  desktop-to-desktop  class 
of  service  over  IP  networks. 

Its  relationship  with  Lucent 
aside,  Bay  might  be  better  served 
to  wait  until  October  to  wed  a 
telecom  company.  October  is 
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when  Lucent  is  allowed  to  use 
the  pooling  of  interests  method 
to  acquire  a  company. 

Pooling  of  interests  allows 
companies  to  combine  balance 
sheets  and  report  higher  earn¬ 
ings  without  tax  impact.  Lucent 
was  prohibited  from  pooling  for 
two  years  after  being  spun  off 
from  AT&T. 

Not  only  would  pooling  be 
attractive  for  Lucent,  it  might 
raise  the  price  for  Bay  because 
Nortel  and  Lucent  could  get  into 
a  bidding  war  for  the  company. 
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Indeed,  some  speculated  that 
any  Nortel  offer  would  be  a  pre¬ 
emptive  move  to  swipe  Bay  from 
rival  Lucent  before  October. 

Users  seem  resigned  to  the 
prospect  of  Bay  being  snapped 
up  sooner  or  later. 


“It  probably  would  just  make 
them  stronger,”  said  Randy 
James,  vice  president  of  devel¬ 
opment  at  Community  First 
Bancshares,  Inc.  in  Fargo,  N.D. 
“It  probably  would  make  sense 
for  a  combination  like  that,  but 


I  don’t  see  that  there’s  any¬ 
thing  [Bay  is]  lacking  strategi¬ 
cally.”  ■ 

Get  more  information  online 
at  www.nwfuslon.com 
DocFinder:7131 


In  light  of  buy,  Bay  builds 

ould  it  be  that  Nortel  wants  Bay  Networks, 
Inc.’s  routers? 

Nortel  might,  since  Bay  enhanced  its 
Backbone  Concentrator  Node  (BCN)  last 
week.  Bay  said  it  will  ship  Gigabit  Ethernet  link 
modules  on  the  BCN  early  next  year.  Bay  will  also 
ship  a  new,  faster  processor  board  for  the  mod¬ 
ules  at  that  time,  as  well  as  Multi-Link  Trunking 
on  the  BCN. 

Multi-Link  Trunking  combines  multiple  full- 
duplex  Fast  Ethernet  links  into  a  single  virtual  1 G 
bit/ sec  trunk. 

The  Gigabit  Ethernet  link  is  intended  to  pro¬ 
vide  a  high-speed  pipe  into  Bay’s  Accelar  1200 
backbone  switches.  The  BCN  can  then  provide 
enterprise  backbones  with  WAN  access  and 
remote  access  concentration. 

The  new  processor  module  for  the  Gigabit 
Ethernet  card  is  based  on  a  single  PowerPC  that 
Bay  claims  can  forward  350,000  packet/sec.  In  a 


“one-armed  router”  configuration  —  in  which 
the  router  is  connected  to  a  switched  backbone 
via  a  single  high-speed  link  —  the  processor  can 
forward  3  million  packet/sec,  Bay  said. 

In  addition  to  the  new  processor,  Gigabit 
Ethernet  link  and  Multi-Link  Trunking  capabili¬ 
ties,  Bay  next  month  will  also  unveil  new  BayRS 
routing  software  that  supports  the  IEEE  802.  lq 
protocol  for  virtual  LAN  tagging.  In  November, 
Bay  will  unveil  yet  another  release  of  BayRS  — 
Version  13.10  —  that  will  feature  IP  Security  and 
a  prestandard  version  of  the  IETF’s  Multiproto¬ 
col  Label  Switching  (MPLS)  technology. 

MPLS  switches  IP  packets  over  ATM  and 
frame  relay  virtual  circuits. 

The  Gigabit  Ethernet  link  module  will  cost 
$13,000.  The  PowerPC  processor  modules  will 
cost  $20,000.  Multi-Link  Trunking  will  be 
included  in  BayRS  1 3.20.  All  three  will  ship  in  the 
first  quarter  of 1 999. 

Bay  can  be  reached  at  (978)  670-8888. 

—Jim  Duffy 


64  •  Network  World  •  May  18, 1998  •  www.nwfusion.com 


Decide  Now  to  Exhibit  at 


NetworkWorkf's 


Managing  Enterpi 
Networks  &  Syste 

_ iC  O  N  F  E 


R  E  N  C  E 


Web-Based  Enterprise  Management:  Year  1 
Using  the  Web  to  Manage  the  Web 


100%  of  Managing 
Enterprise  Networks 
and  System  Conference 
exposition  attendees 
are  involved  in  the 
purchase  decision. 


This  year’s  exposition 
will  attract  the  hot  leads 
that  your  company  is 
looking  for.  If  your  firm  is 
not  there,  who  do  you 
think  they  are  going  to 
buy  from? 


http://  WWW.PCI.COM/MEN 


Demonstrate 
Your  Products. 


Interact  with  Key 
Decision  Makers. 


Close  Sales  and 
Acquire  New  Clients 


* 


Call  and  Reserve 
Your  Booth 
Space  Today! 


To  Exhibit 

Contact  Coleman  Walsh 
of  DC!  Today! 


(978)  470-3870 
(978)  470-2755 
cwalsh@dci.com 
www.dci.com 
DCI 

204  Andover  Street 
Andover,  MA  01810 


Phone: 

Fax: 

Email: 

Web: 

Mail: 


Produced  by; 

«EB 


fietworkworld 


Watching  our  miserable 
lives  on  the  Internet 


f  there’s  one  television  show 
that  I  find  irritating,  it’s 
MTV’s  The  Real  World.  In 
this  episodic,  fly-on-the-wall 
observation  of  the  lives  of  five 
20-somethings  in  a  way-cool  apartment 
in  (I  think)  Venice,  Calif.,  we  get  to 
see  how  trivial  and  inane  other  peo¬ 
ple’s  lives  are. 

Indeed,  “other  people’s  lives” 
is  the  subject  of  a  whole 
gamut  of  programming 
that  starts  with  The  Real 
World  and  culminates  in 
the  life-and-death 
world  of  Emergency. 

This  show  is  definitely 
an  extreme  —  we  get  to 
see  an  emergency 
trauma  team 
work  on  people 
for  everything  from  overdoses 
to  heart  attacks. 

In  short,  our  culture  likes  watching 
and  listening  to  the  details  of  other 
people’s  lives;  we  are  becoming  a 
nation  of  voyeurs.  Just  consider  that 
Jerry  Springer  now  gets  better  ratings 
than  Oprah  Winfrey! 

Of  course,  the  online  world  has  its 
equivalents.  At  the  low  end  are  the 
unfocused  libidinous  ramblings  of  the 
denizens  of  the  “hot  tub”  and  other 
lowlife  channels  on  Internet  Relay 
Chat.  After  that,  there’s  the  torrent  of 
self-indulgent,  puerile  smut  found  on 
practically  all  Usenet  newsgroups. 

The  obsession  our  culture  seems  to 
have  with  trivia,  other  people’s  lives, 
sleeze  and  smut  is  amazing,  and  com¬ 
puters  and  the  Internet  are  perfect 
vehicles.  Just  open  any  consumer- 
oriented  computer  magazine,  and 
you’ll  find  advertisements  for  porno 
CD-ROMs  with  “wife-proof  labels”! 

One  Internet  site,  run  out  of  a 
garage  in  Los  Angeles,  offers  what  I 
shall  call  “live  shows”  via  teleconfer¬ 
encing  and  is  reputed  to  have  earned 
its  owners  $275,000  last  month. 

While  pornography  is  a  pretty  obvi¬ 
ous  consequence  of  cheap,  anony¬ 
mous  connectivity,  discovering  that 
people  are  similarly  fascinated  by  the 
life  of  a  quite  ordinary  woman,  and 
will  watch  her  over  the  Internet,  is 
quite  surprising. 

I  am  referring  to  Jennicam  (www. 
jennicam.org),  the  Web  site  that  has 


been  observing  the  life  of  one  Jennifer 
Kaye  Ringley  for  some  years.  Jennicam 
displays  a  picture  of  Ringley’s  bedroom 
and  living  room  once  every  three  min¬ 
utes  (she  does  sometimes  turn  it  off  for 
shy  visitors).  But  in  general,  Jennicam 
shows  everything  Ringley  does,  includ¬ 
ing  many  of  the  more  intimate  mo¬ 
ments  of  her  life.  Originally,  Ringley 
allowed  anyone  to  observe, 
but  now  you  have  to  pay  a 
$15  fee  to  help  offset 
her  connection  costs. 
Considering  her  site 
gets  a  reputed  100 
million  hits  per  week, 
her  server  needs  a 
fairly  hefty  pipe  to 
handle  the  load.  She 
claims  that  some  5,500 
people  have  subscribed. 

Ringley,  a  Web  site  designer 
living  in  Washington,  D.C.,  has  said 
many  times  that  she  isn’t  doing  this 
for  money,  and  certainly  the  $82,500 
revenue  from  subscriptions  isn’t  going 
to  make  her  rich. 

What  is  really  fascinating  is  the  huge 
response  the  world,  not  just  the  ’Net, 
has  had  to  Jennicam.  From  denuncia¬ 
tions  by  Telecommunications,  Inc. 
President  Leo  Hindery  to  interviews 
with  the  BBC  and  National  Public 
Radio,  and  guest  spots  on  network  talk 
shows,  everyone  is  either  fascinated, 
enraged,  entranced  or  obsessed  by  the 
life  of  a  relatively  average  person. 

It  is  not  like  Ringley  is  alone.  There 
are  scores  of  other  personal  “cams”  on 
the  ’Net  providing  the  same  kind  of 
fly’s-eye  view.  The  Internet  is  taking  us 
to  the  next  level  of  voyeurism,  and  it’s 
a  game  anyone  can  play. 

We’re  evolving  into  a  strange  cul¬ 
ture,  and  the  Internet  is  bringing  out 
our  oddest  drives  and  interests. 

Brother  Theodore  on  Late  Nite  with 
David  Letterman  once  commented: 

‘You  are  born,  you  live  your  life  in  tor¬ 
ment  and  humiliation  and  then  you 
die.  .  .  .  You  need  to  watch  television 
to  distract  yourself  from  your  miser¬ 
able  destiny.”  To  that  we  can  now  add 
watching  the  miserable  destiny  of  oth¬ 
ers  over  the  Internet. 

So  what  do  you  watch  ?  Channel  recom¬ 
mendations  to  nwcolumn@gibbs.com  or  on 
(800)  622-1108,  Ext.  7504. 


’Ngr  BfflZ 

The  latest  on  the  Internet/intranet  industry 


By  Chris  N e r n e y 


LATEST  WALL  STREET  CONNECTION  One  thing  we’ve  learned  about  the  Internet 

is  that  it  doesn’t  work  as  well  if  you  don’t  have  a  connection. 

Therefore  it  is  no  surprise  that  companies  promising  dependable,  cost- 
competitive  Internet  access  tend  to  be  highly  valued. 

This  in  large  part  explains  the  strong  Wall  Street  debut  of  national  ISP 
Verio,  Inc.,  which  last  Tuesday  launched  a  public  offering  of  stock  that  raised 
$126  million. 

Opening  at  $23  per  share,  Verio’s  stock  price  surged  above  $27  by  the  close 
of  trading  that  day. 

Based  in  Englewood,  Colo.,  Verio  was  founded  by  some  former  Nextel 
executives  in  1996  as  World-Net  Access,  Inc.  In  March  1997,  the  company 
snapped  up  a  bunch  of  smaller  ISPs  and  renamed  itself. 

Verio  targets  small  and  midsize  businesses,  offering  basic  Internet  access, 
electronic  commerce  and  Web  hosting  services. 

The  company  has  attracted  more  than  $80  million  in  venture  capital  from 
several  sources,  including  Norwest  Venture  Capital,  The  Centennial  Fluids  and 
Bessemer  Venture  Partners. 

However,  Verio  is  deep  in  debt,  thanks  to  an  aggressive  acquisition 
strategy  designed  to  give  the  company  a  presence  in  every  major  U.S.  market. 
The  company  is  expected  to  report  a  $28  million  loss  in  the  quarter  ended 
March  31. 

Further,  Verio  faces  tough  competition  from  other  national  ISPs  such  as 
UUNET,  PSINet  and  Digex,  as  well  as  the  Baby  Bells  and  other  telcos  trying 
to  expand  their  services. 

For  now,  at  least,  Wall  Street  is  willing  to  overlook  these  risks. 

IT  SOUNDED  SO  EXISTENTIAL  When  we  first  heard  that  the  folks  at  Solid  Oak 

Software,  Inc.  were  starting  a  Web  site  called  WhoAmI.com  (www.whoami.com) , 
we  rejoiced:  At  long  last,  we  thought,  a  Web  site  that  can  help  us  find  ourselves. 
And  the  price  —  it’s  free  —  certainly  compared  favorably  with  an  hour  a  week 
on  the  couch  or  a  small  fortune  in  self-help  books.  (Goals?  We  got  ’em!  To-do 
lists?  We  got  ’em!) 

Then  we  looked  at  the  fine  print,  and  our  hopes 
were  dashed.  Rather  than  help  people  find  out 
about  themselves,  WhoAmI.com  is  designed  to 
help  other  people  find  out  about  you.  Isn’t  that 
what  credit-reporting  agencies  are  for? 

Solid  Oak,  which  makes  the  CyberSitter  line 
of  Web  filtering  software,  has  patterned  the  new 
personal  profile  site  after  America  Online’s  “My 
Profile”  feature. 

Internet  users  can  publish  personal  information,  such  as  age,  occupation, 
location,  hobbies,  past  lives,  favorite  prisons,  etc.  But  no  funny  business:  Solid 
Oak  says  it  won’t  allow  information  that  is  “slanderous,  illegal  or  found  to  be 
deliberately  misleading  or  untruthful.” 

Darn  it  all.  There  goes  our  plan  to  slander  ourselves  and  then  sue. 

EASING  THE  INTRANET  EXPERIENCE  Start  up  Intraware,  Inc.  of  Orinda,  Calif.,  has 

wrapped  up  an  $1 1 .8  million  round  of  venture  funding  with  a  number  of  investors. 

Founded  in  September  1996,  Intraware  offers  network  professionals 
one-stop  shopping  for  intranet  software.  From  the  company’s  Web  site 
(www.intraware.com),  customers  can  leam  about  and  test  intranet  software 
from  a  variety  of  vendors,  purchase  software  and  receive  automatic  notification 
from  Intraware  of  any  upgrades. 

Investors  in  the  recent  round  of  funding  —  Intraware’s  third  —  include 

Attractor  Investor  Management,  Technology  Crossover  Ventures  and  Hambrecht 
&  Quist. 

Intraware,  which  currently  employs  about  85  workers,  last  December  received 
capital  from  the  Kleiner  Perkins  Caufield  8c  Byers  Java  Fund. 

In  April  the  start-up  released  a  service  called  Compariscope,  which  enables 
subscribers  who  pay  $10,000  to  access  a  database  containing  information  on 
and  comparisons  between  a  number  of  Java-based  intranet  products. 

We  still  don’t  know  who  we  are,  but  by  reviewing  your  best  Internet-  and  intranet- 
related  news  tips,  we  hope  to  gain  some  much-needed  perspective.  Don ’t  leave  us  hanging. 
Contact  Chris  Nemey  at  (508)  820-7451  or  cnemey@nww.com. 
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Whatever  you  choose  to  do  in  the  privacy  of  your  own  office  is  your  business.  But  if  you  rely  on  a  Microsoft  Windows  NT  Server  to  run  your 


company's  key  business  applications,  the  result  could  be  torturous.  In  fact,  according  to  D.H.  Brown,  servers  running  on  Windows  NT  “con¬ 


tinue  to  fall  short  of  being  able  to  support  enterprise  requirements?”  So  why  not  indulge 


in  something  a  bit  less  agonizing?  The  Sun™  Enterprise™  450  Workgroup  Server, 


starting  below  $15,000,  not  only  delivers  print  and  file  services  for  your  PCs  and  workstations,  it 


runs  multiple  enterprise  applications  at  the  same  time.  Not  to  mention,  it 


whipped  NT  in  datawarehousing,  Lotus  Domino,  Web  and  SAP  performance.  And  because 


♦ 


Remote  Reliability  Clustering  SMP  Overall 
Manageability  Functions  Scalability  Rating 

*D.H.  Brown  Associates,  Inc.,  March  1998 


the  Sun  Enterprise  450  is  part  of  a  family  that  scales  up  to  64  processors,  you’ll  never  have  to  sacrifice 


Sun 

microsystems 


business-critical  scalability.  Plus,  Sun  supports  their  entire  line  of  servers  with  worldwide  customer  service.  So  call  800-SUN-FIND  or  visit 


sun.com/wgs/nwd  to  avoid  a  potentially  painful  situation.  Unless,  of  course,  you’re  into  that  sort  of  thing. THE  NETWORK  IS  THE  COMPUTER™ 

WHAT  IS  IT  YOU 
PEOPLE  DO  FOR  FUN? 


•Refers  to  D.H.  Brown  Associates,  Inc.,  Solans  Outpaces  NT  For  Enlerpnse's  Intranets,  March  1998  study  comparing  Microsoft's  Windows  NT  Server  4  0  with  Sun’s  Solans  2.6  operating  environment.  ©1998  Sun  Microsystems,  Inc.  All  rights  reserved  Sun,  Sun  Microsystems 
Solans,  Sun  Enterprise,  the  Sun  Logo  and  The  Network  Is  The  Computer  are  trademarks  or  registered  trademarks  ol  Sun  Microsystems,  Inc.  In  the  United  States  and  other  countries.  Other  trade  names  are  the  property  ot  their  respective  owners 
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Visual  Networks,  Inc. 

2092  Gaither  Road 
Rockville,  MD  20850 
(301)  296-2300 

www.visualnetworks.com/reliable 


Visual  UpTime  shatters  the 
idea  of  unreliable  frame  relay. 

Still  have  the  idea  that  frame  relay  isn't  reliable 
enough  for  critical  business  applications? 

Forget  it. 

Visual  UpTime®  shatters  preconceived  notions  on 
frame  relay  reliability  by  radically  improving 
performance  and  availability.  How?  Visual  UpTime 
monitors  and  troubleshoots  frame  relay  in  real  time 
so  you  can  quickly  resolve  network  problems  and 
maintain  optimum  performance.  And  no  system  monitors 
SLA  parameters  better  than  Visual  UpTime,  with  Web 
reports  on  SLA  metrics  such  as  throughput,  delay,  and 
availability.  Together  these  capabilities  ensure  the  WAN 
reliability  and  performance  you've  been  demanding  for 
critical  business  applications. 

So  forget  the  old  ideas  and  embrace  a  new  one  - 
one  that  major  carriers  and  RBOCs  have  embraced  by 
incorporating  Visual  UpTime  into  their  offerings.  Ask  your 
service  provider  for  frame  relay  service  based  on  Visual 
UpTime.  If  they  don't  offer  Visual  UpTime.. .then  contact 
us.  We'll  tell  you  who  does. 


The  WAN  Service  Level  Management  Company 

©1998  Visual  Networks.  Inc. 
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